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Overhead and Turnover 

The man who said that the only overhead he paid any 
attention to in his business was the roof over his store, 
failed within a few months. Perhaps he was the same man 
that asked the meaning of turnover. 

Such ignorance is inexcusable today; and yet a careful 
investigation has developed a surprisingly large percentage 
of men in charge of retail stores, either as owners or man- 
agers, who do not realize the importance of carefully com- 
puting these two success factors—overhead and turnover. 

The survey in question is reported to have been privately 
conducted in four well known retail lines. Several sections 
of the country were included and various sizes of stores 
were investigated. The mere statement that neither over- 
head nor turnover are understood by the average merchant, 
is about all that has thus far been made public. 

There is scarcely a probability that there are any elec- 
trical stores included in the survey, as the older retail 
lines would be the ones more likely to be selected for such 
purposes. But it cannot be shown that the electrical mer- 
chant-contractor would have materially improved the result 
of the survey. 

The man who does not know the meaning of overhead 
does not know his cost of doing business. Without this 
knowledge he does not know whether he is doing business at 
a profit or at a loss. 

Any man that has the courage to go into business for him- 
self would naturally be expected to have the sense to keep 
an accurate account of his overhead. Can it be that such 
items as rent, taxes, salaries, and the dozen and more 
similar items of.expense mean nothing to him? If not, then 
he is not actually in business, but is only kidding himself, 
as an experienced electrical merchant said in last month’s 
issue of this publication. 

Turnover is closely related to overhead. It should be as 
well understood and as carefully considered. Perhaps the 
simplest definition of overhead is business expense. Re- 
investment would as simply define turnover. Profits depend 
largely upon turnover—the number of times the original 


investment can be turned over in a year. 


For example, take a retail business selling a staple article 
the wholesale cost of which is seventy cents; the dealer 
gets a dollar for it; his total expense of selling that 
article—cost of doing business—say is twenty-five cents. 
His yearly profits will vary according to the number of 
times he can reinvest the original cost of his commodity— 
provided, of course, he can keep down his cost of selling in 
like proportion; that is, the more times he can make his 
seventy cents perform its original task, the greater will be 
the total return. 

If a man in the retail business has a stock which cost him 
$50,000, and he turns over that stock once in a year, even 
at a profit of ten percent, he has not been amply repaid for 
his efforts—not in these days when almost that amount will 
be paid as interest, without any effort whatever. But if the 
original stock invoices only $10,000, and is turned over say 
ten times in a year at a profit of ten percent on each turn- 
over, then something has been accomplished. 

There is where turnover is an interesting subject; and 
the more interesting it becomes the more its twin brother, 
overhead, calls for care and watchfulness—for it can easily 
eat large holes in turnover’s profits if it is permitted to run 
at large without surveilance. 

First, watch the overhead, keeping it down to a point 
where a reasonable profit is assured on a normal turnover. 


Then increase the turnover—and keep on increasing it. 
Criticising Utilities 

When the town gossip is not tearing to tatters the char- 
acter of one of her neighbors, then she concocts some terrible 
tale anent the central station or other local utility. It is 
the same with the town loafer, he devotes most of his spare 
time—and his time is largely of that worthless variety—to 
criticising public utilities. 

City gossips and city loafers follow the same general 
practice as the town species, and no community is so 
sparsely or so thickly populated as not to contain an over- 
abundance of these pests. In such circumstances the cen- 
tral stations all over the country come in for an immense 


amount of unfavorable as well as untruthful comment. 
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In the early days of electric utilities, when the new plant 
was completed and the current was turned on, it was 
found that the cart had been placed before the horse and 
that there was no market for electricity. The demand had 
not been created—and as is even now quite often the case 
when a new article does not move because it has not been 
previously advertised, nobody seemed to want it. 

It was then that central stations made their mistake. In- 
stead of educating the public through advertising—instead 
of creating a demand for the use of this new and valuable 
product, they again hitched up the horse wrong end to 
they sold their ten cent product and gave away a fifty cent 
basket to carry it in—and they have ever since been backing 
their way into market. 

Why the central stations should give away lamps in order 
to sell current is no clearer to the public today than that the 
Standard Oil Company should give away automobiles in 
order to sell its manufactured products. Those in the elec- 
trical industry feel that there was no alternative to start 
with, inasmuch as the central stations had not previously 
created a public demand for electricity. But today—well, 
no central station today would advise a gardener to grow 
flowers for sale if he had to supply his customers with 
Sevres vases to hold them, free of charge. 

Then again, after all these years here is another result: 
In a stinging editorial, the Morning News, published at 
Savannah, Georgia. upon learning that the state commis- 
sion permits power companies to sell “electric bulbs,” as it 
calls them, says: “This matter should be taken up at once 
by the Railroad Commission. Public utility concerns 
should not be permitted to make profits on articles used to 
make possible the consumption of the things that makes 
them public utilites.” 

How riduculous! Perhaps the daily newspaper publisher 
should be compelled to give his newspaper free to the pub- 
lic because he makes a profit on his advertising. Yet the 
daily newspaper is of the nature of a public utility— 
although perhaps when they persist in making absurd de- 
mands of their local central stations they cannot be termed 
sufficiently useful to be so classified. 

Some day the good citizens of a community will join in 
putting a stop to the unjust criticisms, unfounded com- 
plaints, and untruthful comments of the local pests concern- 
ing one of their most valuable enterprises 


William L. Goodwin 


While it previously had been announced that William L. 
Goodwin would sever his business connection with the 
General Electric Company on the first of the year and that 
later he would take up other work, still many of his friends 
were surprised when it was announced on the first of 
last month that he had become associated with the Society 
for Electrical Development. 

Not that his new position will not fit him comfortably 


well, nor that he will be deterred from continuing in the 
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line of work which he has laid out for himself; but on the 
contrary, his friends had feared he might be persuaded to 
take up an entirely different field of endeavor, and so they 
were agreeably surprised to learn of his new connection. 

It was just four years ago that William L. Goodwin came 
East from his native State of California. Those who re- 
member the chaotic condition of the electrical industry at 
that time declare that only a natural born harmonizer would 
have attempted to heal its ills. 

Goodwin did not stop to analyze the condition—he 
started to save what was worth saving; to right the wrongs: 
to correct evil practices; to prevent injustices; to help each 
branch of the industry to help itself and by so doing to help 
each other. The story of what he has accomplished cannot 
be told even in many volumes. And yet he is not done with 
it—perhaps his work has but just begun. 

It is one thing to have vision—to set a stake far ahead 
and then work up to it; but it is yet something else to pos- 
sess a sort of an uncanny prescience, as does this man Good- 
win. All along he has seen the great future of the electrical 
industry; he has known its final status in the industrial 
world; he appreciates its ultimate strength and power. 
Hence his aim has been to set it at rights with its natural 
the public. The people must be brought to 
realize its greatness, to appreciate its importance, to patron- 


supporters 


ize it to the full, and thus enjoy its vast benefits. 

To accomplish such a result would seem to be the life 
work of William L. Goodwin—his sole ambition and desire. 
That each step may lead him nearer to this worthy goal 
should be the sincere wish of his many friends in all 
branches of the electrical industry. 

Striking a Balance 

The fourteenth decennial census of the United States was 
taken last year—1920. The figures revealed a population 
of somewhere near one hundred and eighteen millions, in- 
cluding the outlying possessions, which totalled about 
twelve millions. 

This left us pretty close to a hundred and six millions of 
meuths to be fed at the end of the count last year—and 
we have gained more than we have lost since then. 

It seems to be the habit of most of these people to eat 
three meals a day—seldom do any of them go hungry. Also 
they wear clothes—outer and under—some of them posses- 
sing several changes of each variety. 

Many of these people are compelled to ride in street cars 
several times a day, although quite a large number of them 
own and operate automobiles. Both of these classes oc- 
casionally patronize the railroads, ferries, steamboats, or 
airplanes. . 

Out of these 106,000,000 people, perhaps 105,999,999 
patronize some kind of amusements during the week—either 
the movies, lodge or church festivals, baseball, or some 
other events in season. 

A few million of these people are serious, sober, and 
sensible. They are not all spendthrifts, neither are they 
all living from hand to mouth. Some of them are buying 
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homes and some are living on the incomes from homes 
that they bought years ago. 

Now, just because some of this vast number of people 
curtails expenses for the time being, there is no reason why 
the rest of us should expect that the whole country is going 
to the bowwows. 

Nothing has happened to cause any great alarm. There 
is every reason why there should be underspending to off- 
set the overspending of the past few years. But this will 
tend only to strike a balance, and already trade is beginning 
to swing around to normal. 

Of course the over conservative business man that has 
taken down his sign—cut off. his advertising—neglected to 
provide for future business—that man will experience a 
slow recovery. He may feel as though he is just starting in 
business anew. But with his share of a hundred and six 
millions of people to cater to, he will eventually get back 
to normal. 


Contractor-Dealers 

Many times it has been said that the electrical press caters 
particularly to the merchandising end of the electrical busi- 
ness and neglects the interests of the contractor. 

While this magazine cannot speak for the others, it does 
not believe it is the intent of any of the electrical publica- 
tions to play up the dealer against the contractor, or vice 
versa. 

It is our notion that the fault lies almost wholly with the 
contractor. In the first place, the contractor is in error 
when he asserts that the general run of dealer text in these 
magazines does not apply to his own business. 

Let us hastily go through a few of the different business 
magazines in question and see what we find. Here is an 
article on selling. It describes the various methods, con- 
demns some of them, recommends others, and outlines the 
characteristics that one should cultivate in order to become 
successful. Nine out of ten contractors who saw that article 
did not read it because they do not consider it necessary for 
them to know how to sell. 

Another article takes up accounting, tells why the busi- 
ness man needs it and how to use it to the best advantage. 
But the contractor who glanced at that article said to himself 
that he is not carrying a stock of goods to sell at retail, so 
he does not need an accounting system. 

Another magazine presents a long interesting article on 
the subject of quality, citing examples of failures and suc- 
cesses that were due wholly to the quality of the goods sold. 
The average contractor does not know that he sells goods— 
possibly there are those who do not set any great store in 
quality—so such an article failed to be of interest. 

Still another publication presents every phase of the ques- 
tion of illumination, fully illustrating the story with half- 
tone reproductions, charts, and diagrams, and giving expert 
advice and information that should be of intense interest 
to the contractor—but he believes that the fixture man is 
the one aimed at in such an article, so he does not waste his 
tinie in reading it. 

Examples are too numerous to permit us to go further. 
Here are articles on hiring help, on financing, on advertis- 
ing, on service, on merchandising, and on problems that 
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apply to every man in business, and yet the average con- 
tractor passes them all by because they do not bear his 
specific label. 

It is the usual practice of electrical publications to refer 
to contractor-dealer interests as the retail branch of the elec- 
trical industry. Yet there are contractors who bitterly re- 
sent this and declare that they are not retailing wire, fittings 
and devices but that they contract to install these wares at 
wholesale—and yet this contention is not generally borne 
out by the facts. 

It is indeed unfortunate that the retail branch of the in- 
dustry is so badly named. Contractor-dealer is about as 
meaningless as it could be. Contractor is a term used by 
the garbage man, the plasterer, the road builder, and a 
dozen and one other lines. Dealer naturally is applicable 
to all branches of trade. Something specific, as much so 
as chemist, druggist, or grocer, which at once identifies those 
lines, is very much needed. A single word should be 
coined to designate the electrical contractor-dealer. And 
then they at least might not consider themselves so far apart 
from each other. 

Here is an opportunity for some of the bright intellects 
of the industry to do some beneficial service—something of 
everlasting value. What is an appropriate appellation for 
the contractor-dealer? Send in your suggestions, 


Anniversary Convention 

Twenty years ago there met in Buffalo, New York, a few 
electrical contractors who deemed it advisable to organize 
a national body in that branch of the electrical industry. 

On July 20, 1921, there will be held in Buffalo, New 
York, an annual convention for the purpose of celebrating 
that event. 

The National Association of Electrical Contractors and 
Dealers is the result of that first meeting in Buffalo. The 
year after that the membership had grown to almost two 
hundred; five years later there were more than six hundred 
members; another decade showed a membership of some- 
thing like twelve hundred; and now that number is almost 
doubled, and still the organization is rapidly growing. 

With a membership that may reach twenty-five hundred 
by next July, it is quite within reason to expect an atten- 
dance of upwards of a thousand members at the anniversary 
convention. Figuring on an equal number of attendants 
outside of the membership, there should be a total of almost 
two thousand persons in Buffalo next July, gathered there 
for the purpose of celebrating this anniversary event. 

It is not too early for the committees having the pre- 
liminary arrangements in charge to calculate on providing 
accommodations and entertainment for such a vast crowd, 
and it is not too early for those who contemplate making the 
trip to come to a definite decision. 

Decide now, plan accordingly, and many complications 
will be avoided in the meantime. Remember that no better 
time of year can be had for a vacation and no better place 
will be found to enjoy it. 

Within a short time announcements will be made con- 
cerning hotels, railroads, and similar information. Be 
ready to lay out for yourself the most desirable routes and 
dates, and make your reservations promptly. 
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Executive Manager of National Electric Light Association Shows How 
Various Branches Benefit by Boosting the Entire Electrical Industry 


The year 1921 should be the peak of 
all electrical years. The electric light 
and power companies are fully alive to 
the situation and are ready to meet the 
problems which must be solved in the 
interests of the consuming public. All 
branches of the electrical industry are 
fully aware of their responsibilities and 
we have reason to believe that the pub- 
lic is awakening not only to the im- 
portance of the electric light and power 
company in the community, but of the 
service rendered by all branches of the 
electrical industry. 

The electric light and power busi- 
ness is basicly sound and its growth 
certain. The demand for electric light 
and power is still much greater than the 
available supply. The rate of charge 
for electricity, when considered with the 
service rendered, gives more to the peo- 
ple for their money than perhaps any 
other commodity. 

The public has at last come to a true 
appreciation of the value of electric 
service and is beginning to consider 
qualities in this service which have 
heretofore been obscure. The service is 
instantaneous and plays a part in do- 
and industrial life which ten 
years ago was unthought of except by 
those men in the industry who are con- 
stantly studying these problems far in 
advance of a period when they become 


mestic 


commercially practicable. 
Help Add to the List 


There are more than 1,500,000 own- 
ers of securities of electric light and 
power companies in the United States, 
and during the year 1921 there should 
be added at 500,000 owners of 
these 


least 
securities, 

have first class 
public utility service—electric light and 


Communities which 


power company service, gas company 
service, telephone service and _ street 
railway service—are continually grow- 
It is 
the small community without efficient 
public utility service which is stagnant 
and which, until it secures such service, 
will be known as a “country town.” 
Larger communities, which in them- 
selves are frequently spoken of as 
“overgrown” country towns, invariably 
are found to be communities in which 


ing, and always are prosperous. 


not received a 
square deal in which public utilities 
not been given fair 
so that they could maintain 


public utilities have 


rates 
their 


have 


properties in up-to-the-minute condi- 
tion, render efficient service, and keep 
just a step or two ahead of the com- 
munity in expansion. 

The science of home lighting, com- 





M. H. Aylesworth 


mercial lighting, and industrial lighting 
is just coming into its own. The con- 
tractor-dealers are alive to the sales 
talk which convinces home builders, 
merchants and manufacturers generally 
that lighting and labor saving devices, 
far from being ornaments, are absolute 
necessities and are closely related to 
social and business economics. 


Must Extend Service 

Federal authorities at Washington 
tell us it will be necessary to build more 
than 1,250,000 homes to relieve the 
housing shortage. We know that over 
150,000 industries will require electric 
service during 1921. The constant de- 
mand for increased service will require 
hundreds of millions of dollars for 
additional capacity and extension of 
service of electric light and power 
companies. 

Every contractor-dealer, jobber, and 
manufacturer is interested in this pro- 
gram. How many have given thought 
to the fact that electric light and power 





service is the primary necessity for the 
growth of business in the industry? If 
the electric light and power company in 
any community is not instantaneous 
twenty-four hours a day, week in and 
out, month in and out, year in and 
out, the people in that community are 
going to retain inadequate lighting sys- 
tems or get along with as little lighting 
as possible. If a community has an up- 
to-date, efficient electric light and power 
company, the city is ablaze with light, 
and the homes are wired accordingly. 

If an electric light and power com- 
pany is run down, inefficient and un- 
satisfactory, it is because the local com- 
munity does not support it as a business 
on a par with other businesses, but 
looks upon it as a necessary evil. The 
community does not realize that its 
progress and prosperity, and_ the 
progress and prosperity of the electric 
light and power plant, are interdepen- 
dent. 

Educating the Public 


It is the hope of N. E. L. A., that the 
public may be brought to realize that, 
selfishly and essentially, the aim of the 
electric light and power industry is to 
render the best and most efficient pos- 
sible service to the public. Naturally 
this must be so, since the only source 
of revenue of the electric light and 
power company is the customer, and 
the customer must be satisfied with the 
service given in order to be a true sup- 
porter and booster of the local com- 
pany. 

In this endeavor to educate the public 
the National Electric Light Association 
has inaugurated a good will campaign 
seeking to foster the good will of the 
public toward the electric light and 
power companies throughout the coun- 
try. This campaign is predicated upon 
the belief that all factors in the elec- 
trical industry have a selfish, individual 
interest in the success of the campaign. 

In this campaign the National Elec- 
tric Light Association has the support 
of the investment bankers and of many 
public officials who realize that the pub- 
lic can be served best by utilities who 
in turn receive fair treatment from the 
public. The association is also being 
wonderfully supported in the campaign 
by manufacturers of electrical machin- 
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ery, equipment and appliances, through 
the medium of paid advertisements in 
popular and trade magazines. Already 
this advertising campaign assumes the 
proportions of a million dollar adver- 
tising campaign, and it is hoped that 
every manufacturer, contractor-dealer, 
and jobber will participate in it. 

The manufacturer joins in this cam- 
paign of good will through a realiza- 
tion of self interest as well as a keen 
interest in national development. I 
know that the contractor-dealer and 
jobber are primarily interested in the 
development of their community and in 
the advancement of their own business. 
It is estimated that the electrical indus- 
try as a whole will require more than 
$10,000,000,000 for new plants, equip- 
ment, appliances, etc., by 1925. 

What does this mean for the central 
station? It means that during the next 
five years the electric light and power 
companies of the country wili require 


new capital to the extent of nearly 
$1,000,000,000 a year to purchase and 
erect new generating plant capacity, 
new transmission and new distribution 
equipment. 
What it Means to All 

What does this mean for the manu- 
facturer of electrical machinery, equip- 
ment, appliances, and other supplies, as 
well as for the contractor-dealer and 
jobber? It means the expenditure by 
customers now on the lines of electric 
light and power companies ‘or those who 
will be on the new lines of electric light 
and power companies, of $6,665,000,- 


- 000, or almost double the amount which 


will be invested by the electric light and 
power companies. 

Therefore, the interest of manufac- 
turers, contractor-dealers, and jobbers 
is in the ratio of two to one to the in- 
terest of the electric light and power 
companies themselves, so far as capital 
invested is concerned. 
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When it is considered that the capital 
invested in electric light and power 
plants, transmission systems and distri- 
bution systems is turned over once in 
five years, whereas the capital of manu- 
facturers, contractor-dealers and jobbers 
is turned over from two to five times 
each year, the interest of the electric 
light and power company itself in this 
campaign is negligible as compared 
with the interest which should be shown 
by the manufacturers, contractor-deal- 
ers and jobbers. 

During the year 1921—let every 
branch of the electrical industry boost 
the industry. Public information, 
whether by direct advertising or other- 
wise, will play its part; little talks to 
our customers and to the general pub- 
lic will play an important part; but 
better and more important than all of 
this, is the personal codperation of 
every member and of every branch of 
the great electrical industry. 


How the Government Can Increase Your Sales 


By Dr. Norris A. Brisco 


Director of New York University Training School for Teachers of Retail Selling; 
Formerly Director of School of Commerce of Iowa State University; Author of 
Economics of Business, Fundamentals of Salesmanship, Retail 


Every year the United States Govern- 
ment spends millions of dollars gather- 
ing facts about your business and about 
other people’s business. The govern- 
ment spends millions of dollars dis- 
tributing these facts and statistics to 
whoever needs them. 

Live business men take these facts, 
digest them, pick out the most useful 
ones, apply them to their particular 
businesses, and make a handsome profit 
out of them. 

The government is very careful in 
collecting an income tax from you. The 
government also has a debt to pay 
you. Are you careful in collecting this 
debt from Uncle Sam? 

No matter what business you are en- 
gaged in, provided of course it is a leg- 
itimate business, Uncle Sam can _ step 
behind your counter and show you how 
to increase your sales. 

Did you ever try to study the census 
figures for any other purpose than mere 
satisfaction of your curiosity regarding 
the population status of your home 
town? 

Census Worth Studying 

The head of a prosperous wholesale 
concern told me the other day how his 
concern helped a lot of its dealers to 





build up their sales by making use of 
census figures. 

The salesman of the concern will 
come to a dealer and say: “Do you 
know what your share of business in 
this town ought to be? Let me show 
you. This town has a population of 
three thousand people. The article that 
you are trying to push is bought by 
women over 18 years of age. Naturally 
you will want to know how many women 
of that classification there are in your 
community. 


“Well, the census figures for the en- 
tire state show that a little over 30 
percent of the population consists of 
women over 18 years of age. Which 
means that you have 900 prospective 
customers in your own town. If you 
add 30 percent for outside trade, it 
means that you have 1170 in the entire 
territory reached by your store. 

“Say you have two competitors. You 
must reach a third of the 1176 customers 
interested in the particular article, or 
390 in all. You may be a better mer- 
chant than your two competiors, and in 
that case you ought to surpass your 
quota. If you and your two competitors 
do not get their shares then you know 
that a lot of business goes to the mail 





Salesmanship, Etc. 


order houses or to stores outside your 
limits.” 

That kind of talk usually makes the 
dealer sit up and take notice. He sees 
his prospects in a very concrete way, 
and he knows how to plan his merchan- 
dising campaign. Uncle Sam _ has 
shown him how to set his mark. 


How to Figure It 

Investigations have shown that the 
average buying population of a trading 
center is figured by adding forty per- 
cent of suburban trade to the actual 
population of the city or town. 

In the census figures you will find a 
wealth of material that can be applied 
to your particular business. Besides 
population statistics the census officials 
issue reports concerning some of our 
greatest industries; the amount of busi- 
ness done in the various industrial 
fields, and statistics concerning the 
growth and development of manufactur- 
ing. 

And there are other important gov- 
ernmental sources of information that 
you, as an enterprising and thinking 
merchant ought at least to be acquaint- 
ed with. Valuable work has been done 
by the Bureau of Standards in Washing- 
ton, and its reports are available to 
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The Bureau 
employs experts who spend their time 


anyone who desires them. 


making investigations into standardiza- 
tions of weights and measures and im- 
prove standardized methods of scientifi- 
cally testing various products. 

Many instructive bulletins are pub- 
lished and distributed by the Depart- 
ment of Commerce, which was estab- 
lished to aid the business man in every 
possible way to increase his trade possi- 
bilities. 
this 


studies of the merchandising possibili- 


The investigators employed by 
organization conduct thorough 
ties of various commodities and the re- 
sults are set forth in a series of bulletins 
available to those who ask for them. 
If you are in any way interested in for- 
eign trade, the Bureau of Free Foreign 
and Domestic Commerce, operating 
under the Department of Commerce, is 
there to help you out. 

The weather plays an important part 
in your business. A change in weather 
may mean either a gain or serious loss 
of sales. You should guard against a 
spasm of unreasonable weather, and it 
is your business to know of that fact as 
far in advance as possible. The Weather 
Bureau, through its Washington office 
and various other local bureaus, sends 
You should 


make all possible use of this informa- 


out daily weather reports. 


tion. 
{nother Source 


And don’t forget the Department of 
Agriculture. If your place of business 
is located in or near a farming com- 
munity knowledge of the approach of a 
bumper crop will enable you to make 
preparations for a year of bumper sales. 
Every month the Department of Agri- 
culture issues a report from its Bureau 
of Statistics in which is stated a variety 
of data of crop conditions gathered 
from all parts of the country. It is 
the government a 
quarter of a million dollars a year to 


said that it costs 


compile and issue these crops reports. 

The Bureau of Markets and Rural 
Organization makes investigations per- 
taining to the marketing problems con- 
nected with farm products. This bureau 
is doing very valuable work and its pub- 
lications are available to all business 
men. 

The Department of Labor issues bul- 
letins containing valuable facts and 
statistics relating to wholesale and re- 
tail prices and analyses of business con- 
ditions throughout the country. Its re- 
ports deal with labor problems, par- 
ticularly those relating to wages and 
hours and conditions of employment in 
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manufacturing and retail establishments. 
New ideas in industrial relations 
also discussed in a very thorough man- 
ner. 

Perhaps you think the work of the 
Federal Trade Commission is foreign to 
your own particular business problems. 
commission, all 
trained business men, have turned their 
attention to the standardization of sys- 
tems of accounting as applied to cer- 
tain industries, and the organization is 
doing everything in its power to co- 


are 


The members of the 


operate with various trade organizations 
as a means of establishing a greater de- 
gree of coéperation among business 
men. 

There are other governmental bodies 
with studies of 
problems, such as the Bureau of Mines 
and the United States Geological Sur- 
vey, and it will be well for the merchant 
literature issued from 
time to time by these bodies and make 
the most use of them. 


The large commercial organizations 


concerned business 


to study the 


make use of the 
and there is no reason why the small re- 
tailer cannot share in the benefits. 


government reports, 


Advertising Pays for Itself 

The following argument ought to set- 
tle the question of who pays for adver- 
tising. It is taken from Advertising and 
Selling, an authority on such questions 
and the writer says that neither the con- 
sumer nor the dealer pays for the ad- 
vertising in either higher prices or 
lowered quality. 

There’s an illustration which has been 
going the rounds for a long while now. 
It is worth repeating here. 

X and Z are competitors in the manu- 
facture of rubber nipples for babies’ 
feeding bottles. Both produce 100,000 
nipples a year and neither advertises. 
The nipples cost each manufacturer 12 
cents each to make and they are sold to 
the dealer for 14 Thus each 
manufacturer makes a profit of 2 cents 
on each nipple he sells. 

X determines to advertise and appro- 
priates 1 cent on each nipple sold and 
presently finds his market expanded to 
a demand for 200,000 nipples a year. 

When he gets to making 200,000 nip- 
ples a year he discovers that economies 
in manufacture thus made possible make 
his factory cost 10 cents. So that in- 
stead of making 2 cents on each nipple 
he’s making 3 cents and selling twice as 
many. 


cents. 
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So next year he increases his ap- 
propriation to 2 cents per nipple, sells 
300,000 and gets his factory cost down 
to 8 cents—a profit of 4 cents—and the 
price still remains 14 cents to the dealer. 

Thus encouraged, the third year he 
increases his advertising appropriation 
to 4 cents for every nipple sold and en- 
joys a distribution of 500,000—and 
through further economies made _pos- 
sible through huge quantity production, 
he gets the factory cost down to a bed- 
rock figure of 5 cents per nipple. Then 
he decides that his profit is too long and 
he cuts the price to the trade to 12 cents, 
2 cents lower than the beginning price 
and makes 4 cents profit. 

Meanwhile Z continues his enterprise 
without advertising and is found stand- 
ing still—his factory cost continues at 
12 cents, profit 2 cents and the dealer’s 
price 14 cents. 

X is clearly in the commanding posi- 
tion—he got there through advertising. 
He sells his nipples to the trade for 2 
cents less, which affords the dealer an 
opportunity to make a longer profit— 
and you can guess whose nipples he 
buys and pushes. Meanwhile X is mak- 
ing 4 cents against Z’s 2 cents profit. 

Thus the advertising paid for itself, 
gave dealer and manufacturer a longer 
profit, cost the consumer no more and 
probably in some cases less. 


It Must Be Prosperous 


Look over this list! Such a country 


cannot help being prosperous! The fol- 
lowing figures were originally compiled 
by Judge Gary of the United States 
Steel Corporation and have been pub- 
lished far and wide, but they will bear 
repeating many times: 

The United States has only 6% 
world’s population, and but 7% 
world’s land, and yet it produces 


of the 
of the 


20% of the world’s supply of gold. 
25% of the world’s supply of wheat. 
40% of the world’s supply of iron 
and steel, ° 
of the world’s supply of lead. 
of the world’s supply of silver. 
of the world’s supply of zine. 
of the world’s supply of coal. 
of the world’s supply of alumi- 
num. 
60% of the world’s supply of copper. 
60% of the world’s supply of cotton. 
66% of the world’s supply of oil. 
75% of the world’s supply of corn. 
85% of the world’s supply of auto- 
mobiles. 


10% 
10% 
50% 
52% 


60% 








r. 
C. 


r. 


1. 
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The Merchandising of Electrical Appliances 


By L. H. TREADWELL 


Taken From an Interesting Paper by the Secretary of the 
Worcester District of Massachusetts, Presented at a State Meeting 


The only kind of merchandising in 
which you are interested is successful 
merchandising, and the foundation of 
successful merchandising consists first 
in creating confidence and second in 
keeping the confidence created. You 
must make people believe in you. 

There is an old saying “Get on, get 
honor, get honest.” You must keep 
faith with the public. 

In the early days selling a vacuum 
cleaner or washing machine to the 
housewife could be compared today 
with trying to interest a business man 
in the purchase of a commercial aero- 
plane for his everyday use. He may be- 
lieve that it is a coming thing, and so a 
homekeeper believed that in order to 
save labor in her home some day she 
would need an electrical cleaner and 
washer. However, the salesman had to 
overcome the lack of belief on the part 
of the housewife that it was for her 
just then. 

The price was usually prohibitive, to 
her mind, for she failed to figure any- 
thing but the first cost. This, of course, 
was not true of everyone, but where 
these conditions were not met with 
there was prejudice against anything 
electrical, first from a lack of real in- 
formation about electricity or its appli- 
cation to appliances, and second for 
fear that because they were electrical 
the goods would not stand up. The last 
obstacle was one big reason why manu- 
facturers were forced to issue written 
guarantees for from one to five years 
with every sale. These same guarantees 
have given the dealers a great amount 
of unnecessary trouble. 


Creating a Desire 


A great deal of my own early ex- 
perience with vacuum cleaners was 
direct with the customers in their homes 
where their confidence was gained and 
the prejudices overcome by leaving the 
machine on an absolutely free trial for 
a few days. The fact that a salesman 
was willing to leave a vacuum cleaner 
on its merits for a woman to use, in- 
spired confidence in the salesman and 
in the article itself, for few men would 
be willing to leave an article in a home 
unless they felt pretty sure it would do 
what they claimed for it. Leaving the 





machine also created a desire on the 
part of the prospect to own the article, 
for if she used it, as was intended, she 
could not help but compare the ease of 
electrical cleaning with the old hard, 
dusty way, and scheme some way or 
other to get it. 

Then if you could make the terms 
easy enough for her the sale was 
usually made, provided the man of the 
house was willing. Many the time I 
have had to spend a much longer time 
convincing a man who thought anything 
was good enough for his wife to use 
and thought she had very little to do, 
before closing a sale, than it took to 
make all the preliminary steps in sell- 
ing his good wife. 

Present day conditions, however, are 
far different, as various factors have 
entered into the sales problem of the 
electrical specialty man. The world 
war with its resultant unrest and female 
labor shortage has forcibly brought 
home to housekeepers that they must 
rely on electrical servants rather than 
on the undependable human ones. To 
this factor has been added the cumula- 
tive results of education in and ex- 
perience with appliances. 
Homekeepers have gradually been edu- 
cated to the use of and to the belief in 
their dependability. 

It used to be much easier to sell the 
middle aged woman a vacuum cleaner 
than a young married one, but now the 
younger ones have grown up with a 
fixed idea in their minds that modern 
electrical conveniences are their natural 
birthright and of necessity a part of 
their household equipment. Very little 
effort is needed today in overcoming 
prejudice, but rather the effort has to 
be placed on convincing your prospect 
that the particular make of an appli- 
ance which you are selling is the best 
for their puppose. 

Confidence is built very gradually 
like credit and you create it in the 
minds of many by keeping confidence 
alive in the minds of the few with whom 
you first do business. How then can 
we make sure that we keep the confi- 
dence of the buying public and thus in- 
crease our sales? First, we must make 
a very careful selection of the goods 
which we wish to merchandise; they 


electrical 


must measure up to the standard which 
we set for our stores. Second, we must 
make a most careful selection of our 
salesmen. Good will is often lost by 
an unscrupulous or tactless salesman. 

Much is demanded of a man who 
represents you on the outside. His per- 
sonality, appearance, habits and in- 
tegrity are large factors in both his suc- 
cess and the success of the house which 
he represents. Over anxious salesmen 
often do more harm than good, for they 
are prone to make too many promises 
to their customers. They often exag- 
gerate as to what they will do for a cus- 
tomer provided they purchase from 
them, and then speedily forget that the 
customer ever existed. 

It is not always the man who brings 
in the most sales who is your biggest 
asset. It is rather the fellow who makes 
the most sales that really stay sold; the 
fellow who takes the time and pains to 
show his customer how to get the most 
out of her appliance and who carefully 


instructs her as to the oiling, care, etc. 


Should be Trained 


Salesmen need a considerable amount 
of very careful training. They should 
be drilled thoroughly as to how to 
tactfully approach a customer, how to 
hold their attention, how to create de- 
sire, and how to present the sales plan 
to them in such a way that the sale can 
be closed. The salesman must be 
warned, however, that his sale is never 
made unless he has taken the time to 
go into all the necesary details relative 
to getting the best out of the machine 
and keep it in first class condition. 

Our customers must be taken care of 
if we are to keep their confidence, but I 
believe that the electrical industry as a 
whole, and I feel fully as much to 
blame as anyone else, has educated the 
public to expect altogether too much in 
the way of service in the purchase of 
electrical appliances. We have been 
over anxious to make sales and as a 
consequence have made for ourselves 
an infinite amount of service which we 
were bound on honor to give to our 
customers. 

There is no other industry to my 
knowledge where as much is expected 


of the electrical specialty concerns. 
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The average woman, of course, is not 
mechanical and very often a salesman 
does not explain fully to her just what 
she must do in order to get the best out 
of her appliance, and even though he 
does, she is liable to forget in a half 
hour all he told her. 

As a consequence, in the case of a 
vacuum cleaner, for instance, if it has 
no suction she will immediately call up 
the dealer from whom she purchased it 
and present her tale of woe. Ninety- 
nine times out of a hundred the dust 
bag will be so full of dirt that it will be 
impossible for the air to pass through 
not think 
were justified in making her a charge 


it, and yet she would you 


for emptying said dust bag. 

Is Too Expensive 
This example in various other forms 
large 
We 
created a number of 
this all a 
The average woman will 


is a daily occurrence with any 


dealer in cleaners and washers. 


have large 


cleaners and has cost us 
goodly sum. 
not do any mechanical thinking for her- 
self if she can use the telephone and 
secure the necessary help. 

Comparing sales made in the outly- 
ing districts with those made in town, 
we find that only a very small propor- 
tion of trouble calls come from the out- 
The people there are 
more dependent upon themselves and 
therefore they do a little thinking, use 
a little ingenuity and determine for 
themselves just what their trouble is. 


lying districts. 


I do not mean to say that goods 
should not be guaranteed; or that deal- 
ers should not live up to these guar- 
antees: but there is a large amount of 


service which rightfully does not come 
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under a guarantee, but which we are 
forced to give in order to keep the good 
will of our customers. I believe a fixed 
policy on the part of this association 
should be formulated and lived up to; 
a policy which would be fair to both the 
customer and the dealer. 

Take the case of an automobile that 
comes under a guarantee. None of us 
expect the automobile repairman to do 
his work for nothing. No more should 
the electrical dealer be forced to run to 
a woman’s home on Monday morning 
and replace fuse plugs just because the 
operator of an electrical washer tried to 
run a bunch of clothes through the 
wringer, without using any judgment 
whatsoever in the matter. 

Have you ever had a customer call 
you up and tell you her washer would 
not run and find out that she had for- 
gotten to turn on the switch or that she 
had carelessly dropped the connecting 
plug and broken it; or that the connect- 
ing cord had been cut because of care- 
lessness in rolling the machine about 
the floor? Possibly you fixed these 
little things for her and made a charge, 
as you had a right to do, and then had 
your customer come back and ask if the 
machine was not guaranteed. 

Most people’s conception of a guaran- 
tee has been and is that the article so 
guaranteed will be kept in running 
order for a year free of charge regard- 
less. Lots of little things can go wrong, 
due either to lax inspection on the part 
of manufacturers or more often care- 
lessness on the part of the operator that 
entails a great amount of service, and 
that service we are expected to give 
gratis. 
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To Solve the Problem 

I firmly believe that the following, or 
a similar policy, strictly adhered to 
would solve the problem: Furnish 
absolute free service for ninety days 
and after the expiration of that period 
replace free of charge any part of a 
guaranteed machine proving defec- 
tive within the guaranteed period, but 
making a regular service charge of 
$1.50 per hour for the time necessary 
to replace the parts and add a charge 
for calling for and delivering, no matter 
what the article may be. 

This policy should be advertised and 
then the public would gradually come 
to rely more on themselves and less on 
the dealer. If we are to be successful 
merchandisers we must either make this 
service charge or less secure from the 
manufacturer enough extra margin to 
take care of this very large item. 

This brings us right down to the mat- 
ter of discounts which said manufac- 


turers, particularly of washing ma- 
chines, are allowing the dealers. In 
talking with the manager of an elec- 


trical store in a nearby city, he stated 
that their profit on a washing machine 
that retails at $175.00 was just $3.50 
and their service charge was $2.50 per 
machine afterwards. Do you wonder 
that this concern is not enthusiastic 
about selling washing machines? 

Just as long as washers sell readily 
they will handle them, but when any 
great amount of effort has to be put into 
the sale of them they will be relegated 
to the rear of the store. All because the 
discounts allowed by the manufacturers 
are not great enough to allow them a 
reasonable profit. 


Six Essentials to Business Suecess: III 


By J. E. BuLLARD 


The Contractor-Dealer’s Preparation for Business Success 
Include Training of Employes and Self Study 


Should 


We are inclined in this country to 
ridicule the European practice of a boy 
following in the footsteps of his father. 
This practice, however, has one very 
decided advantage. The boy secures a 
thorough preparation for his life work, 
for he is trained for it from his earliest 
youth. In those countries there are not 
so many business failures due to lack 
of preparation for success in business 
as there is in this country. 

Statistics show that nearly one third 
of the business failures in the United 
States due to 


are incompetence—to 


lack of knowledge of the business—to 
unpreparedness for success in that busi- 
ness. Unfortunately also there seems 
to be a tendency for this proportion to 
increase rather than to decrease. 

The wonderful opportunities that are 
offered men here to succeed seem to be 
breeding a carelessness about preparing 
for success. Men and women appear to 
believe that they can make a success of 
any business without learning the fun- 
damental principles upon which such a 
success must be based. 

Nevertheless there is no business so 


simple that it does not require special 
training and experience. The business 
man requires special preparation just as 
the skilled worker needs to serve an ap- 
prenticeship before he can become 
skilled in his work. No business man 
in any line of work can make the great- 
est success until he has had this prepara- 
tion. 

He must know his business, the pro- 
ducts he sells, and the kind of service he 
must render. He must know as much 


as possible about the details of success- 
fully conducting a business. 


He must 
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be able to lead and to inspire others. 
He must know how and be able to train 
others. 

Entering business without this prep- 
aration leads to failure. If a man does 
not fail it is because he acquires the 
necessary knowledge and experience be- 
fore his resources are exhausted. In 
either case it is sure to prove a costly 
experience. There is an old proverb 
that experience is the best teacher. In 
later days this has been amended by 
adding the clause “but private lessons 
are exceedingly expensive.” They are 
-o expensive that paying for them may 
=pell ruin. 

Preparing for Success 

One plan that is proving very effective 
in helping men to succeed is the organi- 
zation of local business men’s associa- 
tions. In these the business men of the 
community all get together periodically 
and talk over their common problems. 
[he solutions arrived at in this way are 
far more effective than could possibly 
be arrived at by the men individually, 
because they are the result of the com- 
bined experience of all the men. In 
other words when a group of men dis- 
cuss these problems they are going to 
school in a class. When a man tries to 
solve them without talking them over 
with other business men in town he is 
taking private lessons from experience. 

Business and trade papers are es- 
sentially nothing more than a medium 
for the interchange of the experiences 
of the individual in the industry in 
which the particular business or trade 
paper is published. It is what might be 
called a sort of correspondence school 
conducted by experience. It makes very 
much larger classes possible and conse- 
quently very much reduces the tuition 
that must be paid to the school of ex- 
perience. 

There are local and national associa- 
tions of contractor-dealers. These place 
at the disposal of all the members the 
experience of all the others. Their real 
reaso” for existence is to help men suc- 
ceed in business. 

Special Educational Facilites 

In addition to all these opportunities 
for preparing for greater success there 
are special educational facilities offered 
contractor-dealer. There are 
many colleges and universites giving 
courses in business administration. If 
the contractor-dealer happens to be 
located in a college town he may be 
able to take advantage of these courses. 
Even if he is not in such town an ex- 


every 
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tension course may make the training 
available. 

Many of the local Y. M. C. A. educa- 
tional departments also offer special 
business courses which may prove of 
value and there are a number of busi- 
ness courses which may be studied by 
mail. There is no reason why any man 
or woman in business cannot secure all 
the training and preparation necessary 
for the greatest possible business suc- 
There is no country in the world 
where greater facilities are offered for 
securing it than right here in the United 
States. Yet there appear to be more un- 
trained and unprepared men and 
women entering business for themselves 
here than anywhere else and there are 
more who do not make a really serious 
effort to secure the needed training and 
preparation until it is too late. 

Many a person is ashamed to admit 
that he is taking a course of study by 
mail or that he is taking other educa- 
tional courses. He feels that it is a sign 
of weakness to take these courses. If 
such a person were permitted to see just 
how many men who are making marked 
success in life gain much of their knowl- 
edge he would certainly be surprised. 
More than one correspondence school 
can point to scores of the business lead- 
ers of the country who have taken their 
courses. The great leaders have gained 
their present power and success because 
they have prepared for it. They have 
prepared for it not by relying solely 
upon their own experience but by learn- 
ing all that they could from the exper- 
ience of others. They have studied. 

It is truly surprising what a fund of 
information the successful business man 
has gathered. The more successful he 
is the greater his fund of knowledge and 
this is the case no matter whether he left 
school when he was ten years and has 
never spent a day in one since or 
graduated with honors from a leading 
university and then took a post graduate 
course. Either man has found it neces- 
sary constantly to study his business. 

Study, much study and more study 
meaiis success in any line of business. 
Lack of it may and often does lead to 
failure. Doing business by instinct or 
intuition is a very expensive and danger- 
ous way to do it. Doing business on 
the knowledge gained from experience 
of others is sure to lead towards success. 


cess. 


Know the Business Itself 
A man who has been in business for 
the past ten years and has built a good 
sized organization for the size of the 
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city in which he is located was asked 
about his system of bookkeeping. 

“Oh!” he said, “I have my books kept 
by the best certified accountant I can 
get. I work too hard and have worked 
too hard to build up this business to 
take any chances on losing any of the 
results of my labor. Everything in this 
place is watched. I find that doing 
business is a whole lot like crossing the 
Atlantic when it is full of submarines. 
If you don’t have good lookouts on 
your ship you are running pretty good 
chances of being sunk. If you haven’t 
somebody to watch the results of the 
efforts that you are making in your 
business your business is pretty sure to 
be wrecked sooner or later.” 

Many a man has suddenly discovered 
that a business he thought was prosper- 
ous is in reality bankrupt. The whole 
trouble has been due to the fact that a 
close enough watch has not been kept 
of the result of the efforts put forth to 
make the business more successful. 

Many a contractor-dealer will profit 
to a great extent by having a public ac- 
countant go over his books at least once 
or twice a year. This will show him 
exactly where he stands. He will be 
sure. He will not merely be guessing 
about the true condition of his business. 
This sure and certain knowledge may 
prove invaluable. It may mean the dif- 
ference between success and failure. It 
may result in pointing the way to a 
much larger and a much more profit- 
able business than would otherwise be 
possible. 

All that accounting really is, is find- 
ing out the things about the business 
that a man should know in order to 
make it a more profitable business. 
The more expert and the more exper- 
ienced the accountant the better able he 
is to find out these things and to point 
out the facts that the man 
should in his position, It is 
another case of preparing for business 
success by making use of the experience 
of others. 


business 
have 


Train Employes 

The larger the number of failures in 
any line of industry the greater the 
burden that is placed upon those who 
succeed. To a very marked degree the 
successful dealer must pay the cost of 
the failures. If all the electrical con- 
tractor-dealers were honest and success- 
ful the jobbers and the manufacturers 
would not have to spend so much 
money their credit 
departments. 


and _ collection 
If jobbers and manufac- 
turers never lost any money through 


on 
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the failures of contractor-dealers they 
to do business on a 
Prices all along the 
articles 


would be able 
smaller margin. 
line could be reduced and 
would be placed within the reach of 
people who now find them just a trifle 
beyond their reach. This would open 
up a wider market, mean more business, 
quicker turnovers and more annual 
profits. 

There are a great many employes 
who enter business for themselves be- 
cause they don’t know any better. They 
have a few ideas which they think are 
good. Perhaps their employers do not 
encourage the making of suggestions. 
Indeed they may be working for a 
failure. So with little or no training 
they go into business for themselves and 
there only as long as their 
holds out. The 


make a success of their business and the 


remain 
money dealers who 
people who buy from these dealers have 
to share the loss suffered by the manu- 
facturers and the jobbers. 

The better training an employe re- 
ceives the less likely he is to enter busi- 
ness for himself before he has all the 
equipment required to succeed and if 
he does start in business for himself 
there is less likelihood that the industry 
will be burdened with another failure 
as a result. 

There is a man who has given a great 
deal of attention to training his em- 
ploves. Each one is trained for the 
most responsible position the ability of 
the individual fits him to hold. Rarely 
do any of this man’s employes leave 
him. If they have the money required 
to start in business for themselves as 
well as the ability they seek a partner- 
ship with him rather than attempting 
to travel alone. 

This very training gives these em- 
ployes the confidence in the employer 
which make better employes. It re- 
duces the number of failures that would 
otherwise result and in that way tends 
to increase the prosperity of the in- 
dustry. 

Failures Are Expensive 

It is the competitor who is not mak- 
ing a success rather than the one who 
is making a success who hurts the busi- 
ness of any concern. The man who 
knows enough about his business to con- 
duct it wisely is not going to make 
moves that will hurt the business of the 
community as a whole. The man who 
knows little or nothing about the busi- 
ness he is in may be expected to do most 
anything. Far too often he does the 
wrong thing and hurts not only himself 
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but all the other men in the same line 
of business. 

The more carefully employes are 
trained the fewer the failures and con- 
sequently the less harm from this cause. 
It is for this reason that it always pays 
the dealer to give serious attention to 
training his employes, to preparing 
them for a successful business career, 
even though he secures no benefit in any 
other way. 

In nearly every case, however, other 
advantages accrue. The better trained 
any employe is, the more valuable are 
His experience begins 
to acquire more and more practical 
worth. 


his suggestions. 


Sooner or later he becomes of 
real assistance in managing the busi- 
ness, 

In addition, the mere act of training 
these men gives the dealer a_ better 
preparation for success. Every college 
student knows that the best way to pre- 
pare so thoroughly for an examination 
that the highest possible mark will be 
obtained, is to find some one who hasn’t 
done so well in class work, as he, one 
whose habits of thinking are slow, and 
teach him. 
regard to training employes. 


The same rule holds true in 
The one 
who does the training is pretty sure to 
profit to a greater extent than the one 
who is trained. 


Newspaper Helps Electrical 
Industry 
By JANE LAKE 

Regular Department Brings About End- 


less Chain of Interest 

There can be no doubt in the mind 
of every reader of the ELectricat Con- 
TRACTOR-DEALER magazine, or in the 
minds of all members of the National 
of Electrical Contractors 
and Dealers, that advertising pays. 

The troubles experienced by most 
business men is to choose wisely from 
the multitude the most efficient medium 
of reaching an anxious public. 

The United States Government drives 
in the campaign for Liberty Loans were 
exploited by every known device to 
reach their individual mark. Unheard 
of efforts were put forth to attract at- 
tention. To fix the thought and center 
individual action an appeal was niade 
to every one of the senses. The eye was 
reached by color and form in all direc- 
Music of every type was gener- 
donated by professionals and 
From grand opera 
artists to hurdy gurdy grinders each 
one gave of his best. 


Association 


tions. 
ously 
nonprofessionals. 
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Every beauty of nature was emulated 
—then stimulated and circulated—and 
American humanity came across, as the 
saying goes, in answer, even to the last 
call and with its last penny. Each city, 
section and neighborhood was whipped 
into line and startled into the activity 
of patriotic duty. Nothing was too stu- 
pendous to nullify results, but double 
spreads in the newspapers always 
brought the last few remaining pro- 
crastinators up standing when nothing 
else would. 

Such a final fillip was recently given 
the writer after some years of advertis- 
ing endeavor along certain lines, when 
a double spread pertaining solely to 
electrical matters was presented to 
notice. 

A daily paper of nation wide promin- 
ence such as the Cleveland Plain Dealer, 
giving one industry several columns 
and a department of questions and 
answers on anything relating to elec- 
trical utilization, is an example of 
keen appreciation and such a forceful 
compliment that everybody connected 
with electrical research, manufacturing. 
or retailing, must see how profitable is 
the serious consideration of the subject. 

A certain pride and renewed con- 
fidence in one’s connection 
must necessarily ensue upon seeing 
what is practically a section of a metro- 
politan daily paper devoted to news 
items and general information concern- 
ing it. What industry other than the 
electrical has had courteous 
compliment paid it? 

This newspaper offers everything, 
from intricate radio news, to receipts 
for the intimate little cooking appli- 
ances. These for mature readers; and 
then they are even bidding for the in- 
terest of school boys and girls by offer- 
ing some thousands of dollars in prizes 
and school scholarships for the winners 
of competitive electrical contests of 
varied sorts. 

Propaganda it is with a vengeance. 
but propaganda which works for the 
betterment of both the informed and 
the uninformed public and the reaction 
of which does unbounded good for the 
whole electrical trade. 


business 


such a 


All this naturally attracts advertisers 
of various electrical commodities—at- 
tracts or develops consumers, and 
there you are. The endless chain or 
circle is made complete again and the 
volume of business increases in bounds 
and leaps where enterprise and fore- 
sight combine with the added most im- 
portant factor—that of instructing the 
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public mind at the proper time. 

The endless chain is thus welded 
into unbreakable links of commercial 
brotherhood. What does brotherhood 
mean if not the extension of a helping 


hand? The advertiser helps the publi- 


cation and the usefulness of a better 
publication is obviously retroactive. 
Someone has said that recognizing 
new ability is a gift. Can the ability 
of an industry be questioned or even 
vaguely doubted which is so generously 
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recognized as these tangible evidences 
clearly proved? The industry is new— 
but its ability and usefulness are in- 
dubitable and the public only has to be 
shown. Codperative advertising points 
the way to do this. 


New Discovery in Electric Lbumination 


Based on Filtration of Light Through Colored Shade Which Re- 
sults in Bringing About Desired Artistic and Therapeutic Effects 


One of the novel exhibits at the 
Lighting Fixture Market held in Buffalo 
last February was that of the Irwin 
Color Filter. Apparently it was a new 
idea. Nobody seemed to have heard of 
it before. What was it—where did it 
come from? 

Not until Wm. L. Goodwin made his 
impressive address at one of the noon- 
day sessions of the Associated Conven- 
tions were these enquiries answered. 
Mr. Goodwin told the lighting fixture 
people that they were prone to follow 
each other too closely in design and 
styles; but that they now had a woman 
among them—always an incentive to 
progress and development; that this 
woman was introducing a new and 
unique idea in lighting; and‘that they 
would do well to investigate this un- 
usual feature. 

It was this public introduction by 
Mr. Goodwin that drove the crowds to 
the booth in Elmwood Music Hall 
where was being demonstrated the 
filter system of illumination by Beatrice 
Irwin. Lighting experts, fixture manu- 
facturers, dealers in lighting equipment 
—professionals and laymen elbowed 
their way into the presence of Miss 
Irwin to learn more of her color 
science. 

What they heard in part was this: 
Miss Irwin’s discovery consists of the 
therapeutic effect of light when filtered 
through various colored shades. Her 
scientific research and experiments 
along this line led to her invention of a 
filter system of lighting. The filters 
consist of parchment containers of 
various shapes. These are tinted with 
pigments to produce the desired results 
for artistic and healing purposes. 


-Either the room furnishings or the 


temperament of the owner may readily 
be matched in the interest of harmony. 

By a scientific application of color, 
certain effects are produced. For in- 
stance, Miss Irwin has designed color 
filters that are suitable for bedrooms, 
studios, and hospitals, because the 


colors used will induce relaxation and 


relief from fatigue; then there are 
stimulating colors that induce concen- 
tration, activity and achievement, rec- 
ommended for offices and working 


quarters; while for harmony and con- 
tentment there are color filters to be 
used in all parts of the home. 

“A color for every condition” might 





be a suitable slogan for Miss Irwin’s 
color filter science, as she includes such 
a wide variety of lighting effects in her 
system that no situation can arise that 
has not been provided for in her experi- 
ments. 

Miss Irwin, who is an Associate in 


Arts of Oxford and Fellow of the Illum- 


Miss Irwin Demonstrating Her Color Filters at the Cosmos Club, Washington, D. C., 
Before Washington Chapter, American Association of Engineers 
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Three Different Types of Miss Irwin’s Color Science Portables 


inating Engineer’s Society, first came to 
this country from England to lecture at 
the Panama Pacific Exposition held in 
California several years ago. She has 
since lectured before scientific bodies 
in various sections of the country, and 
has published her book on “The New 
Science of Color,” now running into its 
fourth edition. She is the inventor of the 
filter system of illumination, which is 
based largely on her writings, and for 
which she holds patents. 

At the present time Miss Irwin is lo- 
cated in New York City, where she de- 
livers lectures on subjects pertaining to 
her profession and conducts demonstra- 
tions in color illumination at her 
studios, 5 West 39th Street. 

As investigation will prove, Miss 
Irwin is working along different lines 
to gain her results in_ illumination. 
This in itself should go a long way to- 
ward recommending her system, for no 
great accomplishments can come from 
imitating others or from a mere dupli- 
cation of previous experiments. 

Miss Irwin’s work has reached the 
point where she now has something 
definite—both in the field of illumina- 
tion and in the application of light for 
Those who are 
should 


therapeutic purposes. 
interested in such 
further investigate this new system. 


subjects 


Lighting Exhibit in Kansas 
City 
First to Become Big Feature of Electrical 
Show to be Held this Month 
An exhibit, to be maintained perman- 
ently in Kansas City, will be erected 
in the Lathrop, the vocational school 
there, in demonstration of the most 


eficient and economical lighting of 
stores and factories. The exhibit is to 
be one feature of the first Kansas City 
Electrical Show, being arranged for 
April 18-23 by the recently incorporated 
Electrical Trades Exposition Company. 

The chief purpose of the exhibition is 
to educate the householder and the busi- 
ness man on the principles of the use of 
electricity—showing the householder, 
for instance, why an iron heats, and 
what he should aim at in residence 
illumination. 

“We believe,” said Mr. Furst, “that 
the merchant should know enough of 
the principles of illumination to be 
able to decide whether his store illum- 
ination is the most effective for the 
various purposes; and that the manu- 
facturer should not have to depend 
wholly on an electrician in the arrange- 
ment and use of motor equipment. The 
show will demonstrate to business men 
the general character of features which 
they should give attention to with refer- 
ence to lighting or power.” 

The most practical and direct bene- 
fit of the show and of the permanent ex- 
hibit, for merchants, it is said, will be 
the emphasis on the necessity for 
specific attention to lighting effects for 
each department and each part of the 
store. The first end to be gained being 
illumination, disposition of lights for 
convenient stock will be 
demonstrated; and the most economical 
types and sizes for the purpose and 
situation. 

Secondarily, the problem of lighting 
for effects, in display of merchandise, 
in most comfortable conditions for em- 
ploves and customers will be handled. 
It is shown that an entirely different 


access to 
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method must be used in lighting a 
handkerchief counter from that used 
in lighting a piece goods counter and 
department. 

Colors of globes and shades and 
types of lamps also enter into the selec- 
tion of equipment for tapestry, dress 
goods, ready to wear, furs and other 
departments. Each of these depart- 
ments can be made more attractive, and 
the handling of customers can be made 
much more efficient by the careful 
adaptation of proper lighting methods. 
The conventional use or misuse of brass 
and glass, and the habitual effort to 
obtain a volume of light, are traditions 
which the show will undertake to over- 
turn. 

The Electric Club of Kansas City 
has been planning for this show for 
nearly a year, the financing and incor- 
poration of the company mentioned be- 
ing the step that assures its holding. 
The show will take place in Convention 
Hall. Lathrop School is across the 
street from the hall. 


Wait for July 


Anyway That is the Best Month for a 
Vacation in Buffalo 

Some folks say they are going to 
start their vacation a week before the 
Anniversary Convention date, leisurely 
motor through to Buffalo, and arrive in 
time for the big event. Others plan on 
going to Buffalo first and then taking 
their vacation after the convention fes- 
tivities end. 

Who can realize that it is now only 
about three months until the sessions of 
that annual affair will be called? Not 
too early to make arrangements, to be 
sure. In fact all preliminary prepara- 
tion should be perfected this month. 

That busy committee which started 
work before the noise of the Baltimore 
Convention died down last October, an- 
nounce a tentative program, the high 
spots of which are as follows: 

National Headquarters at Lafayette 
Hotel. Convention sessions in Ball- 
room, first floor. Monday and Tuesday, 
July 18 and 19, meetings of Executive 
Committee in Tea room, first floor, 10 
a. m. and 2 p. m. 

Wednesday, July 20, first session of 
convention in Ballroom, first floor, at 
9:30 a. m. Opening address: E. D. 
McCarthy, Buffalo, N. Y. Address of 
Welcome by a representaive of the 
Buffalo city government. Response by 
chairman of National Association. Con- 
vention turned over to National chair- 
man by E. D. McCarthy. National 
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chairman to introduce Charles L. Eid- 
litz, first president, and turn over the 
convention to him. Historical address 
by Mr. Eidlitz. 

Two sessions a day are scheduled for 
Wednesday and Thursday, with the an- 
nual dinner on Thursday evening. 
There will be only a morning session 
on Friday and the Niagara Falls trip 
will take up the afternoon of that day. 

Buffalo is a fine place for a vacation 
during the summer months, and the city 
alone is quite worth the trip. A recent 
description of Buffalo’s Technical High 
School has been received and is re- 
printed herewith. It shows Buffalo’s 
progressiveness along educational lines. 

Technical High School was founded 
in 1904 as the Mechanic Arts School. 
It assumed its present name in 1905 
when it received its charter from the 
State and moved to its present location 
in the Spring of 1914. 

This school provides vocational train- 
ing courses for young men who after 
graduation wish to enter upon indus- 
trial employment as junior or appren- 
tice engineers. This function of the 
school has become so generally under- 
stood and so successfully performed that 
the industries of Buffalo look to the 
Technical High School as the source of 
supply for workers in the following 
well established vocations: 

Mechanical, structural, and archi- 
tectural drafting, surveying, electricity, 
and chemistry. 

Furthermore, this school provides 
preparatory courses for the engineering 
colleges. For this function it is par- 
ticularly well adapted, for in this 
school, as in no other type of high 
school, the opportunities are provided 
for pre-vocational experience in the en- 
gineering field on a_ tryout basis 
through which intelligent choice may be 
made with reference to vocations in- 
cluded in this field. 

The courses for young women pro- 
vided in the Technical High School are 
vocational in character and train for 
employment in positions requiring 
thorough knowledge in those vocational 
lines which are the natural outgrowth 
of the removal of industry from the 
home. These courses should not be 
confused with household arts courses of 
the general high schools. The Tech- 
nical High School courses differ from 
the general high school courses in that 
they provide intensive training in a par- 
ticular field with the definite purpose 
of preparation for employment. 

Join the crowds that will attend the 
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big Anniversary Convention of the 
National Association of Electrical Con- 
tractors and Dealers next July and give 
Buffalo a chance to prove her great- 
ness. Make your reservations early. 


Master Your Difficulties 
By R. J. SrRITTMATTER 
Sales Manager of Apex Electrical Dis- 
tributing Company, Cleveland, Talks 
Straight From Shoulder 

Thousands of men go through life 
with their eyes raised longingly to 
pleasanter fields that lie just over the 
fence. Like the proverbial mule, they 
tug at the rope trying to nibble the 
green grass just outside their reach and 
all the while trample down greener fod- 
der all around them. 

Too many dealers, too many sales- 
men, too many of all of us are prone to 
see only the difficulties and the hard- 
ships that confront us in our particular 
line. In the business across the street, 
everything seems rosy. And to the 
dealer across the street his business is 
all hardship and ours looks rosy. 

A great many dealers handling ap- 
pliances do altogether too much experi- 
menting. They flit about from product 
to product like butterflies, never tarry- 
ing long enough at any one place to 
thoroughly master the difficulties that 
confront all of us in any line that we 
tackle. 

They secure the agency for a 
reputable cleaner and washing machine 
and because they have not made a 
thorough study of this particular pro- 
duct, they lose a sale to Jim Smith 
across the way. Then suddenly it 








239 





dawns upon them that perhaps they 
are handling the wrong machine and 
that Smith has the right one. Or be- 
cause a customer who has purchased an 
appliance from them and put it to use 
without receiving proper instructions 
experiences some difficulty with it, or 
tries to run a 2 x 4 plank through the 
wringer rolls and puts the mechanism 
out of gear, they decide that the pro- 
duct is no good and determine to secure 


‘the agency for some other make, 


And then they find that the same 
difficulty exists in the second product. 
And they try another, and another, and 
another, until they have handled prac- 
tically everything and not made much 
of anything. 

Of course there are some products 
that are better than others. It would 
be foolish to say that they are all alike. 
If you have picked a lemon and the 
taste has been with you long enough 
for you to recognize that it is a lemon 
and not an orange, then make a change. 
But don’t change with the idea that you 
are going to escape difficulties—hard 
work. You cannot escape them. Make 
up your mind that you are not kidding 
yourself when you decide to make a 
change. 

Then when you do change, be sure 
you change for the better. Stick long 
enough to master the difficulties that 
will confront you, even though you 
change to the best product in the line. 





S YOUR Universal Data and 

Sales Book kept up to date? 
You need it for buying, selling 
and estimating. 
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Its Studies Include Electricity—-A Popular Course Among 
Many of the Boys 
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How to Instill the Electrical Idea 


Cleveland Electrical League Cond 


te Schal 





ship Contest 


Which Interests Business Men as Well as School Children 


J. E. North 


How to bring the home electrical 
idea and the factory electrical idea— 
in fact the world electrical idea—to the 
most number of people in the shortest 
possible time, is of course, the problem 
confronting the industry. 

Strangely, or perhaps, naturally 
enough everybody hasn’t been sold the 
advantages that we know so well. And 
might that not be true because we take 
it for granted that everyone is saturated 
with our own enthusiasm? They aren’t! 
And who should know it better than the 
electrical contractor or dealer? 

Over in Cleveland where a gang of 
live wires is doing things to make the 
rest of the country sit up and take no- 
tice they've adopted divers methods of 
selling everybody the idea electrical 
every day in the week in every possible 
manner. 

But probably the most sensational 
and the most popular method of the 
several is the Electrical Scholarship 
Contest, which is not half so formal or 
dignified as the name might signify. 
Contests have grown to be a great Amer- 
ican institution; then why can’t the elec- 
trical industry capitalize them? 

If evidence is really evidence the 
Cleveland electrical bunch has made 
105 percent use of the contest idea. 
Right now there isn’t a boy or girl and 
perhaps not a father and mother in the 
Fifth City who is not directly or indi- 





rectly interested in the Electrical Schol- 
arship Contest. 

It has enrolled nearly 4,000 school 
boys and girls to the sworn task of in- 
tensive study of almost every applica- 
tion of electricity. More than that, it 
has vitally interested as many mothers, 
fathers, brothers, sisters, cousins and 
aunts. And still more, it has brought 
a most vital fact to the attention of the 
entire public school system—from su- 
perintendent to kindergarten teacher— 
the fact that boys and girls living in 
the midst of the electrical age are not 
being taught the uses to which this 
power can be put. 

The Plan Outlined 

Twenty-six lessons in the fundamen- 
tals and applications of electricity have 
been written by experts on each sub- 
ject. These are being printed at the 
rate of two each week in one of the local 
daily papers—The Cleveland Plain 
Dealer. At the end of the twenty-sixth 
lesson, an examination will be given 
those who registered in the contest and 
prizes awarded to those making the best 
grades. A total of $3,500 in prizes will 
be given*away. . 

At first glance, it might seem strange 
that such a contest would pull results. 
But the basic reason for the marvelous 
enthusiasm is found in the original 
plan, first built by Jack North, director 
of the Cleveland Electrical Develop- 
ment Campaign, and later worked out 
with religious care and study by an 
industrious unpaid committee of Cleve- 
land electrical men. 

North, after being assured that the 
money—$50,000—for the campaign 
was forthcoming through the efforts of 
the aggressive Cleveland Electrical 
League, appointed a most formidable 
committee. George D. Bury, secretary 
of the Cleveland Electrical Contractors’ 
Association and the Residence Wiring 
Association, headed this committee. 
Bury very wisely selected George S. 
Merrill, an engineer from the Cleveland 
National Lamp Works, to superintend 
the work of outlining and writing the 
lessons. 

Making the contest sufficiently attrac- 
tive to the maximum number of boys 
and girls was another big job. The 
committee decided to make a four year 
scholarship to Case School of Applied 
Science the first prize for boys and girls 





George D. Bury 


attending school. The remaining prizes 
for school students were chosen in such 
manner that any prize winner would get 
a wide range of selection. 

Two second prizes of $200 value, one 
for boys or girls under sixteen and an- 
other for those over sixteen, include the 
selection of almost everything from 
clothing and books to electrical mer- 
chandise and motor wheels. A similar 
range of selection was made in the third 
prize valued at $100, eight prizes val- 
ued at $50 and twenty-two prizes valued 
at $25. 

To make for fairness and to create 
wider interest, a third group of con- 
testants was included—those who do not 
attend school but who are under 
twenty-one years of age. For this group 
nine International Correspondence 
School courses in electrical subjects 
will be awarded to as many prize win- 
ners. The International Correspond- 
ence School thought well enough of the 
contest to donate these courses to the 
prize list. 

Forty thousand folders picturing in 
attractive style some of the prize selec- 
tions, such as a piano, phonograph, 
canoe, watches, camping outfit, motor 
flyer, bicycle and fishing rod and ex- 
plaining the details of how to get into 
the contest; together with the same 
number of post card _ registration 
blanks were distributed by the teachers 
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through every grade and high school in 
Cleveland and its suburbs. 

This was the day before the contest 
opened—February 17—and the follow- 
ing day registration cards poured in 
from the entire city, boys and girls 
flocked to the Electrical League Club 
rooms for more registration cards, par- 
ents and relatives exhibited eagerness 
in being equipped with minutest details 
of the contest and the Plain Dealer de- 
voted several columns of space in tell- 
ing about it. 

Fairness to everybody was a princi- 
ple consideration in the plan of the 
contest. The scholarship committee, to 
be certain that absolutely no one would 
be given’ Special consideration, even 
provided that the examiners would 
mark only one answer on each exam- 
ination paper so that no one man would 
fully mark any one paper. 

The committee decided that the final 
examination must be conducted at some 
central point in a single room. This 
would mean elimination of all but com- 
paratively few for the final, so it was 
planned to first permit all contestants 
to answer an examination by mail at 
the completion of the lessons. From 
these papers, the hundred best in Group 
1, hundred best from Group 2, and fifty 
best from Group 3 would be selected 
to take the final. 

To sum up the results of this contest 
in the words of Jack North: 

“It brought the attention of thou- 
sands of Cleveland men, women and 
children to the advantages of electric- 
ity. They considered the subject inten- 
sively and with receptive minds, there- 
by making rich soil for the seeds we 
were ready to sow. It was just one of 
the vehicles of the Cleveland Electrical 
Development Campaign for educating 
Cleveland electrically and I believe it 
has proved one of the most effective. 

“There is no reason why other cities 
cannot adopt the same plan. We're al- 
ways ready in Cleveland to give others 
the benefit of our experiences in this 
campaign. We're getting results over 
here; so can every other city.” 


Half a Century in the Elec- 
trical Industry 
E. Ward Wilkins of Philadelphia Started 
in as a Boy and is Still Very 
Much in It 
When a man arises at a gathering of 
electrical men and tells of his long ex- 
perience in the industry, dating back 
perhaps to 1901 or thereabouts, we are 
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prone to look upon him as a patriarch. 
Basing our estimate on the many new 
wonders of electricity that have come to 
us within the past twenty years, it would 
seem that nothing- worth while hap- 
pened before that time. 

Like the man who passed through the 
Johnstown flood made the mistake of 
relating the details of that great disaster 
in the presence of one Noah of flood 
fame, so any of us may err in recalling 
the early days of the electrical industry 
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E. Ward Wilkins 
while within earshot of E. Ward Wil- 
kins of Philadelphia. 

On March 12, 1871, Wilkins the 
youngster, believing that he had ab- 
sorbed all the schooling that was neces- 
sary, applied to James Partrick in his 
native City of Brotherly Love, for a 
job. Mr. Partrick said he would em- 
ploy him if he would remain long 
enough to learn the business. To this 
young Wilkins agreed and started in 
at twelve years of age, as an errand boy. 

The firm at that time was specializing 
in telegraph appliances, so it was con- 
sidered strictly in the electrical busi- 
ness. The company had been founded 
in 1867 by James Partrick, and Stephen 
Chester, who was his associate, retired 
in 1870. Then J. H. Bunnell was taken 
in and the firm became Partrick, Bun- 
nell and Co. 

All this time young Wilkins was liv- 
ing up to his first agreement and learn- 
ing the business. In 1873 Frank 
Carter became a member of the organ- 
ization and in 1884 E. Ward Wilkins 
was given recognition and the firm 
name was changed to Partrick, Carter 


& Wilkins. 





241 





Other changes came rapidly, Mr. 
Wilkins continuing according to his 
original purpose, and some time after 
the founder’s death the last reorganiza- 
tion took place, at which time he was 
made president of the Partrick and 
Wilkins Company, which office he has 
held since 1915. 

And so on March 12, 1921, members 
of the organization got together, invited 
Mr. Wilkins to the festivities, and pre- 
sented him with loving mementos in 
honor of his fifty years of association 
in the company of which he is now the 
president and manager. Among those 
loyal associates are four men who have 
been with the company for more than 
thirty-two years; three for a period of 
twenty-six years; and several whose 
terms of service number more than 
seventeen ‘years—which all shows the 
kind of an organization Mr. Wilkins 
developed while learning the business. 

In a reminiscent mood Mr. Wilkins 
tells of the first phonograph which was 
made by his company in 1877. Then 
there was the first moving picture ap- 
paratus, models of which he still has, 
made in 1878. He personally put up 
the telephone line wire that was used 
by Professor Bell to communicate with 
Don Pedro. He tells interesting tales 
of Thomas A. Edison and his early ex- 
periments. Mr. Wilkins is arranging to 
turn over to the Franklin Institute of 
Philadelphia a collection of designs, 
models, and apparatus used by his 
company in an early day. 

Happening to be in San Francisco at 
the time when Wm. L. Goodwin made 
his entry into the electrical industry, 
Mr. Wilkins recommended him for his 
first job, and now feels that he is a 
sort of godfather to Bill. At least he 
is a strong advocate of the Goodwin 
Plan and a supporter of all progressive 
movements in the electrical industry. 

Members of the National Association 
of Electrical Contractors and Dealers 
are indebted to Mr. Wilkins for the 
loyal support he has always given to 
that organization. He attended the first 
convention of the contractors at Buffalo 
in 1901, has missed only three annual 
meetings since then, and is making ar- 
rangements to attend the anniversary 
convention to be held in Buffalo next 
July. 

Realizing that the first half century 
is the hardest, Mr. Wilkins’ many warm 
friends hope that he may live to enjoy 
another half century of progressive and 
constructive activities in the electrical 
industry. 
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(Metering Panels—Continued) 


In many of our large cities the man- 
agements of large office buildings are 
renting their space exclusive of electric 
light. That is, the tenants are billed 
for the actual amount of electric energy 
used, instead of covering this item by a 
flat rate included in the rent. This is 
in line with the general practice of the 
Bell Telephone Companies to measure 
telephone service by means of message 
registers, billing each customer on the 
unit basis, depending on the total num- 
ber of calls per month. 

If tenants are to be billed for their 
electric light, recording meters are of 
course necessary if this service is to be 
Space in large 
office buildings is frequently rearranged 
for different tenants, and when a build- 
ing is first put up the arrangement of 
space for tenants is seldom known in 
advance. This means that some form 
of flexibility in arrangement of meter- 
ing is very necessary if this practice is 
to be carried out smoothly. 

The usual plan calls for the installa- 


properly measured. 


tion of a master meter and the lighting 
company bills the owner in bulk for all 
The owner then reads all 
tenant meters and again sells current to 
the tenants. number of 
“Meter Companies” who will enter into 
with 
bill 


and to maintain the house meter equip- 


current used, 
There are a 


read 
tenants, adjust disputes, 


contract such an owner to 


meters, 


ment and who charge the owner a fixed 











Six Hundred Volt, Single Pole, Safety 


Brush Switch Panel 


rate for this service. This arrangement 
is very satisfactory and frees the owner 
from the drudgery of bookkeeping and 
electrical maintainance, and metering 
company specialists soon become ex- 
pert in this work. 

In order that this method of handling 
electric service may be possible, an 
efficient form of multi-metering panel 
is essential. It is a:rather remarkable 
fact that comparatively few building 
managers and operators, or architects 
and engineers are familiar with the 
possibilities and availabilities of the 
metering panels now on the market. 
For example a large office building now 
being erected in a prominent location 
in New York City by well known build- 
ers, architects and engineers is being 
provided with sectionalized panels for 
metering: A multiple metering panel 
would*do the work much better, can be 
bought for substantially the same 
money, and the people planning and 
administering this building are appar- 
ently simply ignorant of its existence. 

The McWilliams patent on multi- 
metering panels is now almost run out, 
which means that this design of panel 
has been in existence for nearly seven- 
teen years. 

Only of recent years has the real 
public need of such a panel been felt 
on any large scale and therefore gen- 
eral knowledge on this subject has been 
more or less held back, and is not now 
widely diffused. 

Manufacturers have not featured 
these panels to any extent in their ad- 
vertisements on the one hand, and con- 
tractors have not taken the pains to be 
well informed on this subject. Pros- 
pective owners and planners therefore, 
have not been drawn into contact with 
the latest developments in this field. 

It should be the contractor’s business 
and function to be as up to date as pos- 
sible on the development of his art, that 
is, the application of electricity to the 
needs of modern life. He should 
therefore bestir himself to acquaint his 
clients with all information tending to 
best cater to his clients’ needs. 

Let us see to it that we electrical con- 














Safety Distributing Panel 


(Cross Section View—Below) 


tractors do our full part in disseminat- 
ing information to our clients, and that 
we are well informed ourselves. 


Power Panels 


As the art of motor applications has 
advanced, the control apparatus for the 
motor itself has also seen considerable 
development, and this together with the 
improvement in the manner of planning 
and installing modern distribution sys- 
tems, has had a marked effect on the 
functions and make up of the power 
panels which form a part of such sys- 
tems. 

There has been a strong tendency in 
modern industrial plant development to 
raise the voltage of the interior wiring 
system. This together with increasing 
use of alternating current has _in- 
fluenced the design of power panels to 
a considerable extent. 

The first influence to be felt in this 
direction was an increasing demand for 
safety first features. With higher volt- 
ages, that is, 440, 550. or 600 volts on 
alternating current, it became very 
necessary io safeguard the operators 
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and even experienced electrical work- 


ers or maintainance men. Dead front 
panels for power work therefore strong- 
ly recommended themselves for general 
use. A number of manufacturers ac- 
cordingly have done considerable de- 
velopment work in this direction. 
For panel board use the brush type of 
safety switch seems to be the most ap- 
plicable. This switch operates usually 
by means of toggle mechanism and 
makes contacts by the well known 
principle employed in circuit breakers. 

Where more room is available such 
as at switch boards, or isolated switch 
locations, a knife switch may readily 
be employed. Such a switch may be 
mounted on the rear of a switch board 
and be operated by means of an in- 
sulated handle on the front of the 
board. Or such a switch may be 
mounted within a sheet or cast iron 
box, and may be operated by a lever at 
the side of the box. The brush type 


switch lends itself more readily to. 


panel board use on account of requir- 
ing much less depth of box and general 
compactness of arrangement. 

A safety panel made up of brush 
type switches may be arranged so as to 
have a separate compartment for each 
set of fuses comprising a circuit. The 
cover of this compartment may be in- 
terlocked with the operation of the 
switch so that access to the fuses may 
only be had when the switch is open. 
The fuses in adjacent circuits being 
separated by steel barriers of the com- 
partments. 

This arrangement makes a very safe 
and satisfactory panel. It may be made 
up as a lighting panel, with any ar- 
rangement for termination of main 
feeder desired. Usually main lugs only 
are provided, if panel is to control 
motors taking a large amount of cur- 
rent. Panels of this type have been 
extensively promoted and advocated for 
use in large industrial plants. Where 
frequent operation of circuit switches 
is likely to occur by inexperienced 
hands this panel fulfils a real need and 
safeguard. 

These panels are, however, very ex- 
pensive, and like other new develop- 
ments have often been specified and 
used where there is no real need for 
them. With a well laid out power dis- 
tributing system for a deversified set of 
motors, fuse protection only is often 
sufficient. A power feeder from the 
main switch board for example, may 
terminate in a fuse gap panel from 
which power mains may be run to 
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groups of motors: or to individual 
motors. The control apparatus at the 
motor is then the only switch in the 
line. 

With the introduction of higher 
operating voltages on alternating sys- 
tems it would seem that an element of 
danger is thus brought about by elimin- 














Auth Type Metering Panel. Upper Com- 
partment Controls Corridor Lights 
ating switch controls at the panels. 
To change a fuse on a 600 volt circuit 
is not any too pleasant an operation. 
It is possible, however, to design a 600 
volt three phase fuse gap panel so as 
to reduce this danger to a minimum. It 
is interesting to note also that this de- 
sign results in economy, and saving of 

space. 

The three phases may be connected 
individually to three separate sections 
of the panel. These sections are 
identical in arrangements, and each is 
as it were a magazine of fuses, there 
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being as many fuse gaps side by side 
and close together in each phase as the 
number of circuits to be provided. 
Since adjacent fuses are of like polarity 
the separation between fuses need only 
be sufficient for finger room. Thus in 
replacing fuses there is no needful 
danger of encountering opposite polar- 
ities (except possibly through grounds) 
and if the operator gets across the cir- 
cuit the act must be more or less de- 
liberate or wantonly careless. 

(To be continued.) 


Financial Success is 


Dangerous 
By NApPoLeon HILL 


Financial success brings power, and 
power is a dangerous thing to those 
who have not learned how to use it 
justly and wisely. 

Great financial power has a decided 
tendency to develop intolerance and 
disrezard for the rights of others. 

When you begin to succeed financially 
you will need to watch your step more 
closely than ever before. 

It is the exception and not the rule 
when a man who accumulates great 
financial power without having tasted 
liberally of the dregs of poverty, uses 
that power wisely. 

Real success cannot be measured in 
dollars. 
measured orly by the quantity and the 
quality of service which one renders for 
the good of others. 

Financial success too often smothers 
the finer impulses of the human heart, 
and leads a person to the worship of 
the god of Mammon. 

If financial power takes away the de- 
sire to render useful service, then it 
may be properly interpreted as failure 
instead of success. 

We do not know for sure, but we 
strongly suspect that the only real suc- 
cess is that which brings happiness to 
oneself and to others. We also suspect 
that the only sure means of attaining 
happiness is through some sort of use- 
ful service which helps others to find 
happiness. Financial power doesn’t al- 
ways do this. 

Watch your step as you begin to ac- 
cumulate more money than you need for 
your daily use. Take care that it does 


It is something which can be 


not blind your eyes to the one sure 
pathway to real success, which is the 
performance of useful service for the 
good of humanity.—Copyright, Hills 
Golden Rule Magazine. 
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How Electrical Estimators’ Association Works 
for Betterment of Conditions 


Organization in Greater New York Founded Two Years Ago 
is Progressive and Has Already Accomplished Great Good 


In May, 1919, a body of men came 
together to form the Electrical Esti- 
mators’ Association of Greater New 
York. The objects of this organization 
can be no clearer set forth than by 
quoting article number two of the con- 
stitution and by-laws which governs the 
body: 

“The purpose of the association is to 
study the values of the electrical devices 
and methods which may be included in 
making up an estimate of the costs of 
electrical construction, to promote more 
intimate acquaintance and good fellow- 
ship among those who estimate elec- 
trical work and, by the interchange of 
experiences, ideas and assistance, to 
raise the efficiency of its members.” 

Not only are contractors themselves 
eligible to membership in this organ- 
ization, but also others who are en- 
gaged in the work, as will be seen by 
again quoting from the same authority: 

“Any person estimating electrical 
construction work for an individual, 
firm or company actually engaged in 
the installation of the same, shall be 
eligible for membership, and may be- 
come a member by being proposed by 
any member of the association and ap- 
proved by the committee on member- 
ship, and duly elected by a majority of 
the members present at any regular 
meeting.” 

Then to prove how serious and earn- 
est are the endeavors of this organiza- 
tion, article number seven states: 

“Every member, including the offic- 
ers, must feel it his duty to stand up 
at least once during a meeting and give 
the association not less than one 
thought about the subject under discus- 
sion.” 

Great good certainly should be ac- 
complished by an organization that will 
live up to such worthy principles. 

The present membership of the as- 
sociation is sixty-one, and the officers 
are as follows: W. R. Monteser, presi- 
dent; F. M. Kirby, vice president; A. 
Greenblatt, secretary; G. A. Schwab, 
treasurer. 

Meetings are held on the first and 
third Monday of each month, the first 
one at noon. At this meeting the mem- 


bers gather for luncheon and are after- 
wards addressed by a speaker outside 


of their organization. The other 
monthly meeting is held at night, and 
members of the association read and 
discuss papers relating to estimating. 

Valuable data is at all times being 
collected by the various committees 
and given out to members in the form 
of bulletins. The cost analysis of a 
residence in New York City is presented 
in these columns. 

Exhibit A shows the estimated costs 
as figured by four different estimators, 


indicated as A, B, C, and D in the figure 


material and labor, and shows the vari- 
ance of costs as figured by four differ- 
ent estimators, A, B, C, and D. 

Such exhibits are of unusual value 
to the contractor and to those who are 
in any way interested in estimating, and 
the figures given should be carefully 
studied. 

Among other exhibits which have 
been carefully collected and prepared 
by committees in charge of such work, 
are the following: 

Labor Costs of Motor Connections. 


























columns. Exhibit B is the analysis of Exposed Branch Circuit Work. 
Cost Analysis of a Residence Alteration 
COSTS AS ESTIMATED 
Percent Max. Actual 
ITEMS Est. A Est. B Est. C Est. D Average Variations Cost 

ee es 1580 1603 1992 1990 1791 —11.0 
Labor Sieiginiiaianil inane. ae 825 1103 934 921 +19.0 
Insurance 24 30 
Cartage 3950 8 
Inspection otnebcuntuneenset 5 
Sundries - sousacmmoannttits 16 80 

 . sicainnisctsiicenendemnsiininitainaitaiinacniiay 2486 2508 3095 7962 2763 +12.0 





GENERAL DATA: 
Building—Frame, furred ceilings. 
Conduit—Black, concealed. 

Date Estimated—March, 1920. 
Scale—$12.50 per day, man and helper. 





Exhibit A, Showing Difference in Figures of Four Estimators, A, B, C, D, as Shows 
in First Four Figure Columns 

















Analysis of Material and Labor ° 
QUANTITY OF MATERIAL UNIT LABOR, COST UNIT LABOR PER DAY 
Material 
Light & Power} A B Cc pia B c D A B Cc D 
Conduit %%” 3840 3400 3840 2900 07 07 10 06 180 180 125 210 
%” 360 380 90 160 | 08 08 20 07 156 156 2 180 
1 260 600 27 250 09 10 20 08 140 125 62 156 
1% 30 12 105 
214" 40 40 30 30 21 40 20 .16 2-3 62 31 62 75 
Wire No. 14 Dx) 4150 3850 4100 3750 0 O11 00% O11 1250 1125 1650 1125 
12s 220 250 270 205 00% .004-5 01 01 1650 1600 1250 1250 
8 490 620 900 510 | 0 -02 01 01 1250 625 250 1250 
1/0 7 02 625 
4/0 140 130 100 100 -03 0416 01 03 410 278 1250 410 
Boxes, ceiling 37 34 35 32 | .43 50 29 21 25 
side 65 68 67 68 -42 62 50 30 20 25 
sw. & rec. 82 95 o4 95 -42 58 50 30 22 25 
Switches, S. P. 32 33 ll 11 | «30 44 30 30 42 28 42 42 
D. P. 22 22 30 30 42 42 
3 way 12 12 ll 12 -50 50 30 30 25 25 42 42 
4 way 1 1 1 1 50 50 30 30 25 25 42 42 
Base Recpt. 49 49 49 49 45 50 30 30 28 25 42 42 
Panels, circuits 56 46 56 56 -60 1.23 62 55 21 10 20 23 
Main Bd. | 1 1 1 1 10.50 14.50 40.00 15.00 1. 8 3 75 
Low Tension 
Conduit ™%” 630 380 10 125 210 
4” | 199 150 13 10 100125 
_# 460 250 14 10 90 125 
Wire, No. 18 3950 5000 7 4050 | 00% .003-5 .00% 00% 2500 2080 1650 5000 
8 pr. 220 300 | 108 05 156 250 
10 pr. 240 187 | 07% 07% 175 175 
Outlets, boxes | 10 9 45 9 40 56 4 31 22 23 
Telephones 7 7 7 7 6.00 4.15 5.00 4.60 2 3 be 2% 
Junct. boxes 5 6 8 6 4.50 4.80 5.00 3.50 3 2% 2% 31Q 
Potentiostat 1 1 1 1 12.50 14.00 25.00 15.00 x 5 8 
Speaking tube 40 40 30 .20 .20 -30 13 63 63 41 96 
Bells, 2%” + 3 6 4 -60 1 -50 50 21 12 25 25 
Buzzers 4 4 6 4 | 60 75 50 50 21 17 25 25 
Pushes, exterior 3 2 4 4 1. 2. -0 50 12 6 25 25 
floor 1 1 1 1 a 2. 1. 0 12 6 12 25 
extension 8 1 8 7 .50 2. -50 50 25 6 25 25 
midget 21 24 22 9 -70 82 30 40 18 15 42 31 
Annun. 24 drops 3 3 3 3 45 45 -63 71 28 27 20 18 
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Exhibit B, Showing Variance of Material and Labor Costs 
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Open Wiring in Wood Building. 

Wiring of Finished House. 

Wiring of Frame Loft Building. 

Wiring of Fireproof Loft Building. 

Modern Fireproof Apartment. 

It is hoped that the data connected 
with the foregoing can be presented in 
full at a future time in these columns, 
and also other data now in course of 
preparation. 

As evidence of what a working con- 
tractor thinks of the Electrical Esti- 
mators’ Association of Greater New 
York, William J. Shore, an active mem- 
ber engaged in the contracting business 
in New York City, recently said that 
in previous years estimating was more 
a matter of guesstimating. Mr. Shore 
continues: 

“T have been told that estimates on 
the cost of electrical construction work 
were based on the cubical contents of 
a building, at so many dollars per 
cubic foot. In other cases estimates 
were based on the weight of the plans 
the architect submitted. As a matter 
of fact these methods are still prac- 
ticed by the man who estimates at so 
many dollars per outlet. And there is 
the man who makes up estimates on his 
cuffs and then loses his cuffs. 

“Since that time there have been 
great improvements in the art of esti- 
mating and it is now becoming a science 
of estimating. 

“There is nothing that discredits a 
business so much, in the eyes of the 
business world, as a lack of uniformity 
in the costs of rendering service. Large 
variations in prices serve to create two 
impressions. One, that an unusually 
large profit is demanded by the higher 
bidders, and the other impression is, 
that electrical contractors do not know 
their costs. 

“As a matter of fact, contractors do 
not make an unusually large margin of 
profit, and as a rule, they do know their 
prime costs, namely the actual cost of 
labor and material consumed on the 
job. 

“In the presentation of a complete 
estimate on the electrical construction 
work, the final figure is composed 
mainly of two parts: The first consist- 
ing of the actual costs of labor and ma- 
terial required; the second consisting 
of a percentage of the above costs for 
overhead, and another percentage for 
profit. 

“Assuming for the moment that the 
percentage for overhead and profit is 
identically the same for all concerns, 
the various estimates submitted would 
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vary, depending upon the accuracy of 
estimates prepared. 

“Fundamentally, therefore, if the 
estimates are correct and exact, the 
final figures submitted will be uniform, 
provided all contractors use the same 
percentage for overhead and desire the 
same percentage of profit. 

“The estimator, per se, is only con- 
cerned with prime costs, and if he has 
succeeded in securing accuracy in this 
field of endeavor and in eliminating 
guesswork, he has reached a high state 
of efficiency. 

“The New York Electrical Estimat- 
ors’ Association was formed with this 
object in view. It was felt that by co- 
operation and open meetings in which 
free and full discussion take place, the 
information and data put into circula- 
tion would soon lead to a valuable col- 
lection of facts and figures which when 
properly tabulated and _ classified, 
would form the basis of the science of 
estimating on electrical construction. 

“The members of this organization 
consist mainly of the estimators em- 
ployed by all of the large electrical 
contractors and also some electrical 
contractors who do their own estimat- 
ing. The contractor who attends these 
meetings himself can obtain some very 
valuable information if he listens care- 
fully.” 

In speaking of the valuable informa- 
tion which can be gained from such an 
association, Mr. Shore further said: 

“In addition to the interesting and 
valuable data secured through this or- 
ganization, it serves to benefit the in- 
dustry in other ways. 

“It is endeavoring to develop stand- 
ard forms for estimating purposes. 

“It promotes greater friendship and 
cooperation among competitors. 


“It brings out many interesting 
points in the discussions that take 
place. One begins to realize that all 


contraactors are subject to the same 
identical conditions. They have the 
same kinds of trouble. No matter how 
large or small they may be, it shows 
very clearly that both for the large and 
small contractors the path of successful 
estimating is strewn with many rocks 
and pitfalls, but codperation and intel- 
ligent work serve to clear this road, and 
to develop one hundred percent effici- 


-ency in the matter of estimating on 


electrical construction work.” 


Success is spelled with a Capital S, 
and so is Saving. Saving is the foun- 
dation of success. 
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How to Apply Platitudes 
By THeopore H. JoserH 


[At a meeting of the Institute of Elec- 
trical Contractors, a New York organi- 
zation, Mr. Joseph of the E-J Electrical 
Installation Co., New York City, read 
the following paper which is published 
here by request of his fellow members. 
It was also asked that it be printed 
verbatim, which accounts for the style 
of capitalization used throughout the 
article.-—The Editor. ] 

The title of this discourse is “Ap- 
plied Platitudes.” We have many 
books on applied Subjects, such as ap- 
plied Geometry and applied Mechanics 
but no one has ever written about Ap- 
plied Platitudes. 

First, let us trace the Platitude to its 
lair, examine it and ascertain its habits. 

When stripped of its clothing a 
Platitude is the Statement of an Obvi- 
ous Fact. When Dressed Up it looks 
like a Proverb. . 

Its origin is shrouded in farthest an- 
tiquity but it is known to speak all 
languages. In fact, it is invariably of 
ancient origin. Sometimes people think 
they have found a new Platitude but 
after a while this same Platitude is dis- 
covered chiseled by an artist of the 
Stone Age on the wall of some cave 
alongside the picture of a Wooly Rhin- 
oceros. 

A few years ago a British Expedition 
in Mesopotamia discovered a shard on 
which were inscriptions. From the 
character of the writings and from its 
surroundings it was unquestionably de- 
cided that this was the very oldest piece 
of writing in the World. After years 
of labor the writing was deciphered and 
the opening Sentence ran: 


“Alas! things are not now 
as they were in the good old 
times.” 


So when one of the founders of 
the Electrical Contractors’ Association 
starts to compare the Happy Days of 27 
years ago to the Decadent Present, just 
refer him to the British Museum and let 
him take His Place among the Other 
Antiques. 

Platitudes never grow Wild but, like 
the Bumble Bee, are only found near 
the habitations of Man. Their Sting, 
however, is not So Sharp. They 
Breed principally in Printing Presses, 
although they are frequently found 
where printing presses are unknown. 

Carlyle said: “The population of 
the world, two billion people, mostly 
fools.” He divided the population into 
two parts but his classification is rather 
drastic. I would prefer three classes: 








1. Those that benefit by the 
experience of others. 

2. Those who benefit only 
by their own experience. 

3. Those who benefit neither 
by the experience of others 
nor by their own. 

In which of these classes do we be- 
long? 

Wisdom is a knowledge of fact ccm- 
bined with the recollection of past per- 
sonal experience. 

Judgment is the application of that 
knowledge and experience to present 
conditions and to future expectations. 

The Wisdom is at Our disposal and 
if we will apply it to our own condi- 
tions we may aspire to be put in, at 
least, the second class. 

Platitudes applicable to Competitive 
Bidding, lump sum or percentage: 

1. Competition in quality 
is a Stimulant to the Art; 
Competition in price puts a 
Premium on Substitution. 

2. Your customer Expects 
You to make a Profit. Do 
not Disappoint him. 

3. Do Not assume that your 
Extremely Low Figure will 
frighten your competitor 
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away. He is probably as Big 
a Fool as you are. 


Platitudes to be remembered when 
making up an estimate: 

1. Your Employees may be 
100 percent Efficient on 
Promises, but what Discount 
will you apply to their Per- 
formance? 

2. The Sum of the Items 
does not represent the Cost of 
the Job. It represents only 
what your estimator Thinks 
the cost will be. 

3. Hope and Optimism are 
beautiful traits in human 
character but they should not 
form the Basis of an Esti- 
mate. 


Platitudes to be considered when 
putting on the Final Touches: 
1. Consider thy Overhead; 
it Rests not neither does it 
Sleep. 
2. You will never become 
Poor by adding a Profit. 
3. lt is easier to Come 
Down than it is to Go Up. 


Platitudes to be applied before Cut- 


ting your Price: 
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1. Respect your own Esti- 
mate or else Discharge your 
Estimator. 


2. More Money is fre- 
quently made by Refusing an 
Offer than by Accepting it. 


3. Your Competitor's Fig- 
ure is not a Guarantee that 
You can do it at His Price, 
nor that He Can either. 


This is a subject easy to start and 
hard to stop. With very little en- 
couragement the list of Applied Plati- 
tudes could be extended almost in- 
definitely. However, if we will assimi- 
late the fifteen offered above, apply 
them, each to his own business, and by 
precept, but better still by example, 
impress them upon others, something 
will have been acomplished. 

During the present slump in business, 
resulting in a shortage of work, their 
application may result in keeping the 
competition on a slightly better level. 

In writing the above it has been as- 
sumed that our members are in business 
to make a profit and not to join the 
ranks of those philanthropists who, not 
only give away their services, but fre- 
quently, their money as well. 


Merchandising House Wiring 


Second Article of the Series Prepared by the N. E. L. A. House 
Wiring Committee in Which Quoting the Proper Price is Handled 


In a preceding article we have en- 
deavored to show that house wiring 
should be sold in such a way that to 
the purchaser the price will be a more 
or less incidental matter and not the 
basis on which the work is let. To the 
contractor, however, the price will 
always be a serious consideration. To 
determine prices, which will keep his 
men constantly employed upon profit: 
able work, usually requires careful 
figuring. On the other hand, the aver- 
age contractor cannot always secure or 
spare high grade estimators for house 
wiring jobs. 

Fortunately, all house wiring is so 
much alike that except in unusual cases 
it is entirely practicable to base prices 
on a prearranged schedule instead of 
estimating each job separately, and this 
plan is commonly used. Most of the 
schedules which have been devised for 
this purpose, however, have been so 
general and have omitted so many es- 





sential details that they have not been 
satisfactory, except where applied with- 
in narrow limits. 

Such schedules, while indicating rea- 
sonable profits, perhaps, if averaged for 
a number of installations of varied 
types, usually show wide variations in 
individual cases. A contractor who at- 
tempts to wire a number of buildings of 
a type for which the schedule leaves too 
little margin, therefore, soon finds him- 
self in trouble. 


The reason for this difficulty is that 
most of these schedules have been based 
either on a uniform price per outlet, 
regardless of the number of lights, or 
on a uniform price per light, without 
sufficient reference to the number of out- 
lets, and neither of these plans is suf- 
ficiently comprehensive to give satisfac- 
tory results. 


Accounting for Differences 
In the wiring of houses and apart- 


ments, there are a number of important 
items whose cost is not proportional 
either to the number of outlets or to the 
number of lights, but is constant for a 
wide range of conditions. If the cost 
of these items is averaged into any uni- 
form price per outlet, or per light, there 
are hence bound to be wide differences 
in the margins of profit. 

It will be obvious, for instance, with 
a moment's thought, that if two instal- 
lations each have the same number of 
outlets, but one of them has only 16 
lights, while the other has 17, the cost 
per outlet may differ considerably. In 
the first case, a single circuit will be all 
that is necessary, while in the second 
case two circuits will be required. On 
the other hand, if both jobs called for 
16 lights, but in one instance they were 
to be connected to 4 outlets while in the 
other they were to be connected to 8 
outlets, there might then be a consider- 
able difference in the cost per light. 
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In small installations, also, the ser- 
vice entrance is often a noticeable part 
of the total cost. There is a fixed 
minimum for this item for a wide range 
in outlets, and its cost under the regula- 
tions in effect in many cities may have 
a considerable influence on the cost 
per outlet, according to whether it is 
divided among 6 outlets, instead of 12, 
or among 10 outlets instead of 20. 

The character of the building, too, is 
important. It is much less expensive to 
install a given number of outlets in a 
two-story building with open attic and 
unfinished basement, than it is if there 
is no basement, and if the roof is flat. 
Such a distinction, if not properly al- 
lowed for in pricing the job, might 
easily make the difference between a 
profit and a loss. 

Other items not at all proportional to 
the number of outlets or the number 
of lights, might also be mentioned, but 
the above should be sufficient to illus- 
trate the idea and to show why existing 
schedules for quoting prices have fre- 
quently proven unsatisfactory and why 
house wiring is not more eagerly sought 
for by many contractors who have tried 
to use them. 

A Simple Schedule 

While the above analysis, at first 
thought, may seem to indicate that, 
after all, the wiring of houses is too 
complicated to permit satisfactory re- 
sults from the use of schedule prices, 
this idea is not at all warranted. There 
are, it is true, many items to be con- 
sidered which heretofore have fre- 
quently been overlooked, but it is en- 
tirely possible to devise schedules which 
make due allowance for these, and 
which are yet so simple that they can 
be readily used. One such schedule 
has been devised by the Commonwealth 
Edison Co. of Chicago and used by 
them and local contractors for several 
years. 

This schedule has been found not 
merely to give correct prices on the 
basis of averages, but to yield uniform 
profits for the individual jobs, and thus 
to conform to sound business principles. 
It has been used in the pricing of 
house wiring totaling more than half 
a million dollars per year, and it has 
given complete satisfaction. Through 
the courtesy of the Commonwealth 


Edison Co. this schedule is attached, 
and the following explanation of its 
fundamental principles is given. 

In presenting this schedule, it is not 
the actual figures which it is desired to 
show, but rather the general plan on 
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which they have been arranged. The 
prices themselves were, of course, in- 
fluenced very largely by the methods of 
wiring, the wage rates, and the technical 
requirements prevailing in Chicago. 
The general principles, however, will 
apply anywhere. When these principles 
are understood, it is a comparatively 
simple matter for any contractor, or 
group of contractors, to prepare a sim- 
ilar schedule for particular localities. 

The first and most important princ- 
iple on which this schedule is based, 
is that in making up the price for wir- 
ing buildings the service entrance (in- 
cluding first meter loop and first cir- 
cuit) should be covered by a separate 
item instead of being averaged with 
the outlets and that additional circuits, 
when required, should be covered in 
the same way. In the case of apart- 
ment buildings, also additional meter 
connection, after the first, should like- 
wise be listed independently. The rea- 
sons for this procedure have already 
been referred to. 

The second new idea is, that the effect 
of the size and type of building on the 
various items of cost should be recog- 
nized, as well as that of the number 
of stories. The difference or the ease 
with which a two-story building having 
an open attic and an open basement 
can be wired (since the men can work 
from below as well as above for the 
lst story, and from above for the 2nd) 
as compared with a _ corresponding 
building with no attic and no basement, 
has already been referred to. It is obvi- 
ous that a 3-story building, even if it 
has both the attic and basement, will 
be more difficult to wire than a 2-story 
building of the same type, on account 
of the difficulty in reaching the middle 
story. 

There is another element, also, that 
has been taken account of in making up 
the schedule, especially in the matter of 
residences. A house with 3 or 4 stories 
is usually of more expensive construc- 
tion than one of lesser size, and the wire- 
men must exercise greater care and 
hence less speed in working in it. 

The 3rd principle upon which the 
schedule is based, is that certain types 
of outlets are inherently more costly 
than others. A ceiling outlet, for in- 
stance, costs least of all on account of 
the much greater ease of fishing be- 
tween floor and ceiling, and the shorter 
average length of conductors per outlet. 

Experience Governs 

It will be seen from the schedule that 

in addition to the gradations in prices 
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for several items in accordance with 
the above, the prices have also been 
carefully arranged to care for other 
variations in procedure, which have 
been found by experience to affect the 
cost. 

It will be noticed, for instance, that 
for service entrance, the price is less 
for a l-story building with flat roof than 
for a similar building with a peak roof, 
or for buildings of more stories. This 
is due to a local requirement in Chicago 
that the service entrance in conduit must 
extend to the level of the 2nd story ceil- 
ing or on buildings of less than 2 
stories to the highest point on the build- 
ing. A certain length of conduit, con- 
ductors, etc., with labor, is saved, there- 
fore, on l-story flat roof buildings, on 
account of their lesser height. 

In apartment buildings an additional 
charge is made on circuits where 
switches have been omitted. This is 
apparent when it is considered that 
switch outlets are usually used as junc- 
tions and as pull boxes. In proportion 
the work is made difficult by the omis- 
sion of switch outlets and the increase 
in cost due to this item, increases with 
the size of the building. 

Outlets in public halls in apartments 
cost more than other outlets because 
usually they are supplied from a sepa- 
rate meter, and the average length of 
conductors for such outleis is greater 
than in the living rooms. 

Apartments over stores are more dif- 
ficult to wire, because of the lack of 
partitions in the stores. It is harder to 
reach such apartments with conductors 
from the basement, where these must 
pass through a store, than it is when 
they pass through another apartment 
where numerous partitions are available 
for concealing them. Frequently, also, 
the conductors are longer on account of 
the way in which they must be run. 

For the same general reasons, it is 
more expensive to wire a store than to 
wire an apartment, even when open 
conduit is used for a portion of the 
work. Obviously, the additional cost is 
less when there is an open basement 
under the store to facilitate the work 
than when there is none. 


Must Be Diplomats 


Where certain apartments only are 
wired, and not the entire building, the 
human nature of the tenants of the ad- 
joining apartments is often a matter to 
be reckoned with. If the whole build- 
ing is being wired, it is impossible for 
any tenant to know whether the wire- 
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man’s presence in his apartment is en- 
tirely for his benefit or not. If, how- 
ever, the 2nd apartment only is being 
wired, the tenant on the 3rd floor has 
no doubt on this matter, and the con- 
tractor’s force must often be diplomats 
as well as craftsmen. 


As a convenient means of illustrating 
the working of the schedule, it may be 
applied to the residence referred to in 
the Ist section of this article on “How 
to Sell House Wiring.” This has been 
worked out in detail on the estimate 
sheet. It will be seen that while all of 
the various items are taken fully into 
account, the pricing of the job with the 
aid of the schedule is very simple, and 
that the total figure is $256.00. 


It will be evident to any one who has 
followed the matter thus far that this 
schedule is the result of study and ex- 
perience. After deciding to prepare a 
schedule the Commonwealth Edison 
Company, to secure correct data had an 
inspection made of all house wiring 
work completed during a period of 
three months. This data covered type 
of building, construction and complete 
wiring layout. Labor and material 
costs were analyzed on each job and 
average costs secured and listed with 
other jobs of like type. All work in 
progress was priced on piece work basis 
as the job progressed. The totals were 
then segregated by class or type of 
building and from the final results the 
present schedule was computed. 


While a tremendous amount of time 
and effort was thus required in making 
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Table 1. Prices of Service Entrances and Grevits for Residences. 





Service ruth ; foch odd tion 
meter + first |Second Greuit\al Circuit (33 
Circu/t. (1 te 16\G7 4032 lights, | to 46 lights et) 


Type of Building. 




















lights) 
One story building with flat roof. # 13.20 #690 #385 
All other residences. 14.35 6.90 3.85 







































































Table 2. Outlet Prices for Fresidences. 
: . . mJ 3 © < 
2 Type of Building. ¥2/3 14/3 F315 |+ 
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up the original schedules, the work of 
adopting them to the wages, methods, 
and other conditions of any par- 
ticular locality should be comparatively 
simple, now that the way has been indi- 
cated. More equitable prices for the 
public, as well as more uniform profits 
for contractors, should result from the 
wider use of similar methods in every 
city, as well as more rapid progress- 
toward 100% wiring, and the general 
good of the entire electrical industry. 


SCHEDULE NO 





CENLING OUTLET 
wa. OuTLET 
BASEBOARD OUTLET 
PS a OuTLET 


S$. P. SWITCH OUTLET 







3 WAY SWITCH OUTLET 



















SERVICE 1ST. METER AND 1ST CaT 
2ND CAT. 17 TO 32 LIGHTS 
ADDITIONAL METER wiTH OWE CKT 
ADDITIONAL CKT. ON OWE METER 
OTHER ADDITIONAL CATS. 
STORE WIRING ADDITIONAL CHARGE 
maui OUTLET House Wiring Schedule* 
HALL ALTERNATING SWITCHING 
CIRCUITS NO SWITCHES The price for wiring any residence 
or apartment building is made up of a 
charge for service entrance, meter con- 
nections, and circuits, together with a 
charge for each outlet. These prices 
vary with the size and construction of 
the building as well as with the type of 
outlets, as indicated in the following 
tables. Under certain circumstances 
there are various other items to be 


charged for, as likewise indicated. 


CIRCUITS OVER STORES 
EXTRA SERVICE CHARGE 
25% FOR STORE WIRING 
OROP CORDS 
WIRING GARAGE 


SERVICE EXTENSION 
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Table 3 Prices of Service Entrances and Greurts for Apt Bldgs - 






































Ndi Service wth bach odd / Aga / ee totner > neers 
pe meter and |meter with pecond weutother Circur 
Ty, of Bui ng vest Corcuth first Crow? wry me ore meter | 
| One story, flat roof 74320 #410 23 #630 T "38S _ 

| One story, peak reof, or 1f story 14.35 40 vs € 30. a 382 4 
| Two story. 1725 10 #% 30 3 

Tro ond — half ste story 1725 420 4% 6 90_ 333 
Three Story 19.55 4220 * | 6.90 5 95 
Four story 79-35 435 + ® | € 9O a /0 








*The prices listed for service entrances are for single buildings, or for double buildings, not exceeding one and one 


half stories. For double buildings of two stories or more, 
those given in the table. 

*For each Circuit having no Switch, the price in the table 
for two and a half or three story buildings, and $2.50 for 


the prices for Service Entrances are 50 per cent more than 


@9 9" 


will be increased by $2.00 for two story buildings, $2.25 
four story buildings. 


**There is usually required one meter for each apartment in the building and one meter for public hallways, ete. 


Table4. Outlet Prices 
Type of Buildu 


Description 


A, 





4#ment Buildi 
¥ 


c 


wWol/ 
Outlets 
Se 
Out leds 


*Single pole Switch Outlets 4.60 each in buildings of two stories or less and $5.15 each in buildings of two and 


one half to four stories. 


*Three way Switch Outlets $5.15 each in all buildings of one to four stories. 


*Outlets of any kind in public halls, 


$7.50 each in all buildings of one to four stories. 


*Where there is alternating switching in public hallways (i. e. where lights are controlled by two or more switches) 


add $5.00 for each building. 


The prices cover wiring ready for the 
attachment of fixtures, but do not in- 
clude any fixtures or other devices. 
These items should be covered by a 
separate contract. In certain cases, how- 
ever, single sockets at each outlet, either 
hung by drop cords or mounted on the 
wall, are considered sufficient, and these 
may be included in the Wiring Contract 
at the prices given in Table 6. 

The schedule prices apply to ordinary 
residences and apartment buildings of 
standard types, and over a large propor- 
tion of all buildings likely to be met. 
Special cases, however, such as hotels, 
large apartment houses, high grade 
residences or residences converted into 
apartments, etc., should be estimated 
individually. 

Where additional outlets are specified 
after the work has 
started, the price for these outlets will 


of wiring been 
be 10% greater than the prices given in 
the tables. Where the number of out- 
lets originally specified is reduced after 
the work is in progress, the credit al- 
lowed will be 10% 
given in the table. 


less than the prices 


Table 5—Outlet prices where One or More 
Apartments Only Are Wired, and not the 
Complete Building. 





Schedule 


Number 





31 | For wiring Ist apartment in 3 or 4 
story building, charge 2-story 
schedule plus $ .50 per outlet. 


w 
ty 


For wiring 2nd apartment in 3 or 4 
story building, charge 3-story 
schedule plus $ .50 per outlet. 


33 | For wiring 3rd apartment in 4- 
| story oy charge 4-story 
schedule plus $ .50 per outlet. 


34 For wiring Top apartment in 3- 
| story building, charge 3-story 
schedule plus $ .35 per outlet. 


35 | For wiring Top apartment in 4- 
story building, charge 4-story 
schedule plus $ .35 per outlet. 


Table 6—Prices for Wall and Drop Cord 
Sockets where these Are Used Instead of 
Fixtures. 

















< = oe 
= " 255 
4 5 =O - 
8 < 25 5 
Lam = .= 4 
s s = 
With Key Socket, 
GO a cnaaak nas $ $1.05 $1.40 $1.50 


With Chain Pull 

Socket, each....$1.05 $1.25 $1.60 $1.75 
Where wire guards are desired in any of the 
above cases, add $ .30 each. Duplex recep- 
tacles, add $1.00 each. 
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RESIDENCES 

For residences, the charges for service, 
meter connections, and circuits are as given 
in Table 1. To these must be added the 
proper charges for outlets in accordance 


with Table 2. 


APARTMENT BUILDINGS 


For apartment buildings the charges for 
service, meter connections, and circuits are 
as given in Table 3, and the notes below it. 
To these must be added the charges for out- 
lets in accordance with Table 4. 

The prices given in Table 4 are based on 
wiring the entire building *, one time. If 
one or more apartments only, are wired, 
instead of the complete building, the prices 
given in this table must be increased in ac- 
cordance with Table 5. 

STORES 

Where apartment buildings include stores, 
an addional charge of $5.00 per circuit will 
be made for wiring apartments over the 
stores. 

In wiring stores the folllowing charges 
should be added to the regular schedule 
prices. 

1% story building 

to 4 story building, open basement... 12.65 
2 to 4 story building, finished rooms.. 16.10 

or no basement 

These prices cover wiring the store by 
using exposed conduit along the corner of 
the ceiling, and concealed armored cable 
from this conduit to the various outlets. If 
.< is desired to have all the wiring concealed 
‘he price for meter connection (not includ- 
ing service), circuits and outlets for the 
store, will be 25% greater than the corres- 
ponding figures in Tables 3 and 4. 
GARAGES 

For wiring individual garages, and con- 
necting them to the circuits and meters of 
residences or apartments, the price is made 
up of a charge for extending the circuit, a 
minimum price for wiring (which includes 
certain outlets) and a charge per outlet, for 
additional outlets. 

The minimum charge for wiring is $28.75, 
and this covers one drop cord, one wall re- 
ceptacle and one switch, together with a 15 
ft. extension cord. For additional outlets, 
the charge is $3.00 each. 

SERVICE EXTENSION 

Where service must be carried along out- 
side wall of a building the charge is 35¢c 
per conduit foot. Overhead lawn service 
between buildings, first 20 feet, $5.15; 9c 
per foot additional. ‘The capacity covered 
by these prices is 100 lights or less. 

Prices cover the use of Rigid Conduit 
for all wiring in basements and the use of 
Armored Cable for all other wiring. For 
service entrances the prices cover No. 14 
wires in % in. conduit, where the current is 
15 amperes or less and larger sizes of wire 
and conduit, where necessary, to comply 
with the N. E. Code requirements. 

Where the current for a 2-wire service 
would be more than 24 amperes, a 3-wire 
service is used. 

Service entrances are carried to the level 
of the ceiling of the 2nd story, for buildings 
of two or more stories, and to the highest 
point of the building, in the case of build- 
ings of less than 2 stories, as required by 
the local city code. 

The prices were based on a wage of $1.00 
per hour for wiremen and on the prices for 
material which were in effect at that time. 
Owing to an advance in wages, the actual 
prices used have since been increased. The 
general form of the schedule and the rela- 
tion between the prices for the various 
items, however, have been retained. 
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“RETAILING: 


A Department Devoted to Practical Suggestions that Help to Solve the 


Problems of Electrical Dealers 


















Merchandising and Sales 
Convention 


Given to Contractor-Dealers of New Jersey 
by Newark Electrical Supply Company 

The Newark Electric Supply Com- 
pany has the distinction of being New 
Jersey's oldest and largest electrical 
supply house. It is located at Newark 
and is under the able management of 
O. Fred Rost. 

On February 22 Mr. Rost held what 
he termed a merchandising and sales 
convention, which was attended by con- 
tractor-dealers and addressed by the 
representatives of manufacturers whose 
products are distributed by the Newark 
Electrical Supply Company. 

At the afternoon session the speakers 
were P. B. Zimmerman, publicity man- 
ager of the National Lamp Works, Nela 
Park, Ohio; A. Hansen of the Hotpoint 
New York sales force; S. J. White of 
the Lily White Washer; C. J. James of 
the Liberty Vacuum Cleaner; G. E. 
Voorhees of Emeralite; George Loomis 
of Walker Dishwasher fame; R. P. Me- 
Connell of the Rutenber appliances; V. 
G. Kay of the Airbell Washer; and J. 
L. Mayer, the Simplex Ironer man. 

Each one of these men talked on the 
merits of his product and answered 
questions concerning it, and afterward 
demonstrated it in an adjoining room 
while the banquet hall was being pre- 
pared. 

At seven o’clock the entire party sat 
down to a dinner that proved the 
eficiency of Mr. Rost as a_ host. 
Souvenirs were laid at each plate, in- 
cluding cigars for the gentlemen and 
candy filled mazdas for the ladies, of 
whom there was a goodly number 
present. 

An enjoyable menu was served and 
then Mr. Rost introduced a novelty in 
the form of a ladder, which was used 
to illustrate his talk. His idea is that 
honesty must first prevail on both sides, 
as shown by the ladder, and then start- 
ing with sincere desire and climbing on 
up by easy steps, success will be at- 


tained as a result of covering the rungs 
one after another as outlined. 


SUCCESS 
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Mr. Rost’s Ladder Which Leads to Success 


Mr. Rost announced that his com- 
pany had worked out a plan for co- 
operative advertising, which he ex- 











plained, and also plans for extending 
credits and carrying installment ac- 
counts that make a complete tieup be- 
tween the retailer and his company. 

Mr. Rost then introduced Wm. L. 
Goodwin, to whom he said was due the 
credit for any ideas on coéperation and 
coérdination which he may have ad- 
vanced. 

Mr. Goodwin congratulated Mr. Rost 
on the fine showing his company has 
made, and the contractor-dealers pres- 
ent on having such a distributor to deal 
with. He said that he most heartily en- 
dorsed the ladder of progress which 
leads to success, and hoped that the 
customers of the Newark Electrical 
Supply Company would realize their 
wonderful opportunities and appreciate 
the source from which they came. 

Mr. Goodwin then gave one of his 
heart to heart merchandising talks, il- 
lustrating it with charts, and closed 
with the quotation from Herbert Spen- 
cers Principles of Ethics, which in 
itself is a whole sermon on codperation, 
and which reads as follows: 

“But as civilization advances and 
status passes into contract, there comes 
daily experience of the relation between 








Dinner Party Following the Merchandising Conference of the Newark Electrical Sup- 
ply Company, William L. Goodwin, O. Fred Rost, and George E. Davis at the Speakers’ 


Table, Back of Which is Manager Rost’s Ladder of B 
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advantages enjoyed and labor given: 
The industrial system maintaining, 
through supply and demand, a due ad- 
justment of the one to the other. And 
this growth of voluntary codperation— 
this exchange of services under agree- 
ment, has been necessarily accompanied 
by decrease of aggressions one upon 
another and increase of sympathy: 
Leading to exchange of services beyond 
agreement.” 

Mr. Rost had already printed this 
quotation on his program and menu, 
along with the golden rule: “As ye 
would that men should do to you, do ye 
unto them likewise.” 

At the close of Mr. Goodwin’s ad- 
dress, Mr. Rost presented a number of 
the oldest employes of the company 
with service medals, after which the 
floor was cleared and an enjoyable 
dance was indulged in until the hour of 
midnight. 


New Use for Flood Lighting 
Recently the National X-Ray Reflec- 


tor Company’s engineering department 
received the following letter from a 
man living in Baltimore: 

“T live in the suburbs, and would like 
a spot or flood light, which I could 
throw at various points within one hun- 
dred feet of the house and into the tops 
of surrounding trees where during cer- 
tain weeks of the year, blackbirds roost 
in annoying numbers.” 

The X-Ray engineers told him X-Ray 
No. 51-E Projectors would chase the 
disturbing birds. 


Success of Flying Circus 


In Washington, D. C., the attendance 
at the Merchandising Conference held 
under the auspices of the General Elec- 
tric Company and eight concerns allied 
or afhliated with it, was 350. At Jack- 
sonville it was 275, and at New Orleans, 
300. Similar attendances are reported 
from other cities where the conferences 
are now being held. 

A large number of jobbers, dealers 
and salesmen have already been reach- 
ed, the total number during the first 
itinerary being estimated at 6,000. 
Nine cities were visited on the first 
itinerary, and the second, now in prog- 
ress, includes twelve. By the time the 
itineraries are completed, the principal 
distributing points in the electrical field 
will have been visited, and jobbers, 
dealers and salesmen of every section 
of the country brought into contact with 
the enterprise. 








Good Advertising 
The Hay-Blanchard Electrical Com- 


pany, Portland, Maine, has been doing 
some attractive advertising in the local 
newspapers of that city. Each adver- 
tisement touches upon some one im- 
portant phase of the electrical business. 
The space used is about three columns 
square, the copy being hand drawn and 
reproduced, which makes it stand out 
from the usual run of newspaper adver- 


tising. 


A Progressive Firm 


The accompanying illustration of the 
interior of Amoss & Dowsley’s Electric 
Shop of Baltimore, Maryland, proves 
that when two enterprising young men 
with a little capital get together and de- 
cide to cash in on their experience the 
retail electrical store offers plenty of 
opportunity. 

Not quite two years ago this shop 
was opened at 223 West Saratoga Street, 
just off the retail shopping centre, and 
from a few appliances handled it is now 
a real factor in the retail distribution 
of such items as washing machines, 
vacuum cleaners, sewing machines, dish 
washers, heating appliances and other 
household necessities. 

The contracting side of the retail 
store also subscribed in a large meas- 
ure to the success of this shop, which 
now enjoys the confidence of a large 
following which insures its future. 

Amoss & Dowsley handle and install 
equipment for every electrical need, 
holding consistently to only firstclass 
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- 
Showing Retail Store of Amoss & Dowsley, Baltimore Maryland 
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materials and appliances, and do not 
hesitate to tell the public so through the 
medium of the newspapers. They have a 
trained corps of solicitors who dilig- 
ently follow such advertising and are 
always on the alert to create new busi- 
ness. 


Selling Aids 

The Western Electric Company has 
just issued a set of fan manuals which 
will govern most of its local dealer ad- 
vertising during the current year. They 
have attempted in it to produce adver- 
tising media of a more atractive nature 
than that used in the past. 

The campaign covers direct mail 
material, newspaper advertisements, 
lantern slides, and counter or car cards, 
all of which are distinctly novel and at- 
tractive. 


Industrial Lighting Exhibit 


Attracting Attention of Business Men All 
Over the Country 

Facts supported by actual demonstra- 
tion tending to prove the increase in 
production from the use of high intens- 
ity illumination in industrial plants is 
the feature of the interesting industrial 
lighting exhibit now touring the coun- 
try under the direction of the Edison 
Lamp Works of the General Electric 
Co., being part of a broad educational 
movement in behalf of better lighting. 

A novel feature of the exhibit is a 
portable room in which the demonstra- 
tions are given. This of a 
frame work of iron piping supporting 


consists 
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canvas walls and ceilings through which 
are hung various types of lights and re- 
flectors. Within this portable room, 
accomodating about 50 persons at a 
time, sits the audience. 

After first briefly tracing the history 
and development of the incandescent 
lamp, the lecturer from the Edison 
Lamp Works, discusses the value of 
good illumination as a means of in- 
creasing the workman’s efficiency. 

To show that greater speed and ac- 
uracy and less spoilage depend directly 
on sufhciently and adequate illumina- 
tion, the results of several tests, made 
recently in factories to determine these 
truths, are shown. 

These exhibits are being held under 
the auspices of local distributing job- 
bers and are designed to tie in directly 
with sales activity and aid in opening 
the way for sales of lighting equipment 
to industrial plants. 

The effect of the exhibit and demon- 
stration is to stimulate sales and in- 
terest business men in better lighting 
methods, as well as to broaden the 
market for electric lighting equipment 
thereby benefiting both the central sta- 
tion and the retailer. 

One of the features of the demonstra- 
tion is the use of Foot Candle Meters, 
by means of which members of the 
audience are asked to test the intensities 
and efficiencies of the various lighting 
systems in the booth. Starting with a 
haphazard installation, com- 
posed principally of bare unshielded 
lamps, which is found so universally in 


typical 


factories today, they progress, step by 








Note the contrast with the preceding picture. 
the black curtains drawn back, reflect the light 
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The walls of the exhibit booth covered with dark curtains, showing how dark walls 
decrease illumination 


step, from one type of system to 


another. 


Joins Henry D. Sears 


Frank V. Burton, who recently re- 
signed as general sales manager of The 
Bryant Electric Co. of Bridgeport, Con- 
necticut, after nearly nineteen years of 
service with that corporation, on April 
1 became sales manager for Henry D. 
Sears, general sales agent for Weber 
Wiring Devices, 80 Boylston Street, Bos- 
ton, Massachusetts. Mr. Burton holds 
a prominent place in the wiring device 


The white walls of the booth, with 


department of the electrical industry 
with the various branches of which he 
has been connected for thirty years. 

Mr. Burton’s headquarters will be in 
Boston with Mr. Sears, under whose 
general direction he will be responsible 
for the sales policy pertaining to the dis- 
tribution of Weber Wiring Devises 
throughout the country. 


New Words to an Old Tune 


The following parody, purporting to 
come from Benj. C. Doyle of the Deco- 
rative Lamp & Shade Co., Philadelphia, 
was passed around at the Buffalo Fix- 
ture Market: 


It’s a short way to Philadelphia, 
It’s a short way to go. 
It’s a short way to Philadelphia, 
The fairest place I know. 
So come down to Phillie, 
And we will treat you square. 
It’s a short, short way to Philadelphia, 
And we'll all be there. 


It’s a short way to Philadelphia, 
The home of Liberty. 
It’s a short way to Philadelphia, 
The home of Billy P. 
So come down to Philadelphia, 
If you want to buy or sell. 
It’s a short, short way to Philadelphia, 
And the Liberty Bell. 


It’s a short way to Philadelphia, 
It’s a short way to go. 

It’s a short way to Philadelphia, 
A place you all should know. 

It’s a short way to Philadelphia, 
Where Old Glory was born. 

It’s a short, short way to Philadelphia, 
And the home of Bill Horn. 


Send to National Headquarters for in- 


formation on the New Business Record. 
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STATE CHAIRMEN AND SECRETARIES 
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State Chairman 
ONTARIO, CANADA: E. A. Drury, 
164 Oakwood Av., Toronto 

BRITISH COLUMBIA: E. Brettell, 


CALIFORNIA: 


COLORADO: 


CONNECTICUT: 


DISTRICT OF COL.: 


FLORIDA: 


GEORGIA: 


INDIANA: 


IOWA: 


KANSAS: 


LOUISIANA: 


MARYLAND: 


781 Granville St., Vancouver 
Cc. L. Chamblin, 
643 Call Bldg., San Francisco 
J. Fischer, 
Denver 
E. S. Francis, 

272 Asylum St., Hartford 
Frank T. Shull, 
Conduit Rd. and Elliott St. 
Washington 
T. E. Satchwell, 
Jacksonville 
Henry Morton 


1227 Broad St., Columbus 
A. B. Harris, 
Gary 
Louis L. Corry, 
510 “a St., Davenport 
Sutton, 
125 N. , oS. St., Wichita 


C. S. Barnes, 

513 rw St., New Orleans 
S. C. Blumenthal, 

505 N. Eutaw St., Baltimore 


page 
J. A. McKay, 

110 chun St., Toronto 
R. H. Hargreaves, Bus. Mgr., 
Vancouver 
J. W. Redpath, 

643 Call Bldg., San Francisco 
W. A. J. Guscott, 
Denver 
Geo. M. Chapman. 

43 E. Main St., "Waterbury 
H. R. Harper, 

635 D St., N. W., 
Washington 
J. G. Spencer 
Palatka 
C. B. Anderson 
Walker El. & Plain. Co., 
Columbus 
A. I. Clifford, 

309 N. Illinois St., 
Indianapolis 
F. Bernick, Jr., 

208 High Ave., W., Oskaloosa 


H. S. Lee, 
816 Kansas Ave., Topeka 
R. S. Stearnes, 
336 Camp St., New Orleans 
C. Philip Pitt, 
15 E. Fayette St., Baltimore 


State Chairman 
MASSACHUSETTS: Geo. B. Quinpy, 
ton 


MICHIGAN: Henry Roseberry, 


41 Pearl St., Grand Rapids 


MINNESOTA: Emil Anderson, 
240 Plymouth Bldg., 
Minneapolis 
MISSOURI: W. J. Squire, 


Kansas City 
eo. E. Davis, 


NEW JERSEY: G 
23 Central Ave., Newark 


NEW YORK: F. A. Mott, 
29 St. Paul St., Rochester 
OHIO: C. M. Beltzhoober, 
4th and Plum Streets, 
Cincinnati 
OREGON: Roy C. Kenney, 
388 Burnside St., Portland 
PENNSYLVANIA: R. W. Keck, 
Allentown 
TENNESSEE: P. W. Curtis 
Chattanooga 
WASHINGTON: S. G. Hepler 
WISCONSIN: B. L. Burdick, 
72 Water St., Milwaukee 


—— — ee) 
| 
f 
\) 
\ 
— = S = 
Secretary 
J. E. Wilson, 
263 Summer St., Bostos 
H. J. Shaw, 
613 Lincoln Bldg., Detroit 


Roy Constantine, 
2395 University Ave., 
St. Paul 
A. J. Burns, 
533 Delaware St., Kansas City 
D. Wilson, 
Newark 
J. P. Ryan, 
26 Cortlandt St., 
New York City 
Walter B. Keefer 
939 E. McMillan St., 
Cincinnati 
F. R. Whittlesey 
212 Henry Bldg., Portland 


Elmer 


M. G. Sellers, 
1518 a St., Philadelphia 
J. A. Fowler, 
10 S. Second St., Memphie 
Forrest E. Smith. 
205 Boston Block, Seattle 
H. M. Northrup, 
25 Erie St., Milwaukee 
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CaLirorNia | New Jensrr . 
Long Beach --.- > i tee: 5 bane Tees. Evening | «....... Atlantic City.... F. P. Wright 16 Ohio Ave. lst Thursday . Malatesta Hotel 
Oakland _...... East Bay Elec’]| 217 Syndicate Tuesdays i, > Siaeectinmae Jersey City.-... Wm. Doeliner |743 Bergen Ave. = ________ P. S. Bi 
| Trades Ass'n Idg. 8 P.M. | Newark --...-..| Geo. E. Davis (23 Central Ave.) Ist Monday 23 Coen Ave 
Paso Rebles....y Me. Castle | ------- sutitetitaliion ——— Paterson ----.. H. M. Desaix | 88 Ellison St. | Last Friday S. Bldg. 
Sacramento -... J. A. Woods nnipeneliits ih U6 tll OO New Yore | 
San Francisco._| L. R. Ardouin 645 New Call Sat. 12:15 P.M.| States Cafe er E. A. Jones 31 Hudson Ave.! Ist Thursday Pekin Rest'at 
Cotorapo Bldg. Binghamton ---| A. H. Hyle —mumnees:: |b. :obimees) scant 
Beaver «..----- L. B. Roberts 227 Coronado Mondays | 227 Coronado Brooklyn ------ H. W. Walcott -------- lie “& 3d Monday Johnson Bidg., 
Bldg. 8 P.M. Bldg | 330 P.M. 12 Nevins St. 
Connecticut | Buffalo E. P. McCormick) 555 Wash. St. Fridays 507 Elec. Bldg. 
Ansonia .-..-..-. G. M. Chapman Waterbury | -------- eonccese Kingston -|M. C. Rivenberg) _ -------- | 
Hartford --...- H. D. Hitchcock | 45 Preston St. Call of Sec’y | 118 Asylum St. | Nassau- Suffolk -| J. A. Palmer Huntington 
Dist. Cor. | Westchester .... I. W. Austin fhite Plains 
Washington _..- H. P. Foley 896 i St., 2d Thurs. Dewey Hotel Watertown --..| L. B. Smith |_ ---------- 
Fronwa W., ea mo., 8 p. m. | N. ¥. Sec. No.1) J. P. Ryan (26 Cortlandt St.! ist Thurs. Penn’a Hotel 
Jacksonville -..| W. L. Joseph | Care ae lst Tuesday 208 Realty Bldg.| Independent _| John Perass 22 New Cham- lst and 3d McAlpin Hotel 
Joseph Elec. Co. each month bers St. Wed. Evgs. 
a C. E. Debrauer| Care Biscayne | Twice a week | -------- Sec. No. 3.../L. F. Lwedecke | ---------- =| ccecccccee | ee wecncnce 
ILuNo1s Elec. Sup. Co. Ass‘d. El. Con.) H. S. Beidelman| 260 W. 85th St./2d & 4th Wed.' 226 W. 58th St. 
Ghleagd cacceue J. W. Collins, 179 W. Wash- 2nd & 4th | ——— Oneonta ....... B. B. St. John 3d Thursday 
ington St. Wednesday Rochester -.... A. Zimmerman Bldrs.’ Exch. |Mon. 6:45.P.M. Builders’ Exch. 
S. Se, Bente... |] Gg. Biemens | <nceeks Sat. 2 P.M. Arcade Bldg. Schenectady ---| Mr. Spengler McClellan St. | Subject to cail|  --.---.. 
E. Moline...... E. J. Beirmnes |  <-eee--— 0 || wwe nweee Rock Island Syracuse -..-... | H. N. Smith - O. Box 809 jist & 3d Monday = -._.___. 
7 pbdsbépanne 5. Wee fete Mon. 8 P.M. | = -------- See, eoeeneennne H. W. Boude oss a St. $ | 2nd Thureday Gas Office 
NDIANA ica .......... A. Stiefvat ayette St. , 
Evansville .-.- Gate { Losk Wed. noon CH Ca 4 Ouro emeneed Ist Monday Elks’ Club 
each week | eae L. C. Wall 12 S. High St. | a Elec. Co. 
GUE ciaciteess A. B. Harris 570 Washing- | -------- | -------- }} Cincinnati -.... W. R. Keefer 939 E. Mc- Tuesdays Chamber of 
ton St. , Millan St. | 3 P. M. | Commerce 
Indianapolis -..| Geo. L. Skill- 29 S. Capitol Ist & 3rd =| «= Commercial Cleveland -..... Geo. D. Biery | E. 95th St. [ist & 3d Thurs. Builders’ Exch. 
man Ave. Thursday | Club )| Columbus ....... O. A. Robins , Erner Hopkins | 2d Wed. Builders’ Exch. 
lowa Springfield --.-. J. R. Yo. | -------- | 2d & 4th Fri, | 0-2-2222 
Waterloo --.-.- J. A. Harleip Care Waterloo | -------- | 8 -------- Youngstown -..-' W. Wosbeck |Hood Elec. Co.! Mon. 6 P.M. |New China Res 
. | Elec. Sup. Co. | P ke gma 2H Bid 
ANSAS } ‘| Portland -....- F. R. Whittlesey 2 enry &- 2d & 4th Mon 5 
Topeka ...----- H. S. Lee | 816 Kansas Ave.| Mon. 6 P.M. Elso Club || Pennsvtvania | f 4th Monday Cham. of Com, 
Kentucky || Bethlehem .-... ?S FD) OC a ee 
Paducah --..... W. R. Kitterjohn | ------.- Last Thurs. of | = -------- Catasauqua -...W.T.Kleppinger _ -------- Last Thureday |  ____---- 
ae f month ~ siticepenen J. B. Rect Star Elec. Co. Ist Tues. | Builders’ Exch. 
A ss neaster ---... A. Deen 'I|....°>"°"" | 83rd Frida Und'w Ofte 
New Orleans...| R. S. Stearnes 336 Camp St. | lst & 3d Wed- | Teocalli Hall, || Philadelphia --.' M. G. Sellers | 1518 Sansom } mg Ist » tom Buildeww Bork 
ManRyYLanp || Pittsburgh -~-.-- H. VanAernam Cr Gen. Ele. Be ee oO ee re Fi 
Baltimore --...-. | C. P. Pitt | Bidre.’ Exch. 3d Tuesday Hotel Emerson |} Sourn CanoLina Oliver Bldg. cee 
Massacnusetts | | j |} Columbia ------ eee ess UU SS ars eee 
Ce asec | J. E. Wilson | .263 Summer St.! 3d Thursday Boston City Club || Greenville -~---- E. C. DeBruhl| [Ideal Elec. a Maree 
Haverhill __- Mr. Porter 24 West St. 4th Thursday El. Lt. Sta. TENNESSEE | Wednesday 
Worcester ...-.| L. H. Treadwell | 681 Main St. 2d Thursday Auto Club, 44 Chattanooga ----| L. Thurmond |1104 Market St.) Noons. Manhattan Cafe 
MICHICAN Front St. Knoxville -....- Moses | 615 Market St. | Monthly Rwy. Lt. > 
Grand Rapids__ in Ea emucuitiaha Tues. Noon Ass'n of Com. || Memphis H. A. Street 285 Madison Av. Ey. other Wed. Allyn Cafe 
MINNESOTA Ist Tuesday Nashville J. B. Mullen Arcade | Ist & 3d Wed. | Tularie Hotel 
Duluth ----.... Alfred L. Foster | 210 W. Ist St. each month {| = = --.-.... Texas 
Minneapolis __. | Roy’ Constantine | 2395 University |2d & 4th Tues. | Builders’ Exch. || Dallas -~-.-.-.-. P. B. Seastrunk Lepscombe | Wed. 8 P.M. | 1805 Main Si 
Ave., St. Paul Vincinta Elec. Co. 
St. Paul_....._.. | Roy Constantine | 2395 Univer. Av. | 2d & 4th Mon. Elk’s Club ONES. centocse K. D. Briggs | -------- eesesces Arcade Bldg. 
Missourt | 6:30 P Wisconsin | 
Kansas City....| L. G. Shumaker 407 E. 15th 7 Tues. Evenings | University Club || Milwaukee ..... H. M. Northrup 25 Erie St. | 2nd Tuesday | Maryland Hotel 
St. Louis ...... A. J. Dunbar Frisco Bl Wed. Evening | Am. Hotel Canapa 
NEBRASKA | Vancouver ..... H.R. Hargreaves Pacific Bldg.  --...-.- seaneuen 
CO T. Mustain S08 Matis S.C niieeniitind 

















Associations can secure listings here by sending necessary data to the National office 
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William L. Goodwin Establishes New Base 


of Operations 


Interpreter of Electrical Interests Takes New Position, But Will Con- 
tinue to Promote Harmony Amongst Various Branches of Industry 


Down at the annual convention of 
the National Association of Electrical 
Contractors and Dealers in Baltimore 
last October, Wm. L. 


made known his intention of making a 


Goodwin first 


change in his business connections. 
When the first of the year came it was 
said that several different plans pre- 
sented themselves, but that nc definite 
decision would be made until some time 
in the future. 

This uncertainty was sufficient cause 
for Mr. Goodwin's friends to express 
their anxiety and to discuss among 
themselves the probability of losing his 
untiring activities and great accomplish- 
ments in the electrical industry, and no 
little disappointment was evident when 
it was surmised that he might take up an 
entirely different line of work. 

Weeks passed without receiving any 
further information on the subject. In 
the meantime Mr. Goodwin continued to 
occupy his New York headquarters, and 
sO far as could be observed he was not 
worrying about his future connections. 

Late in February the following notice 
was made public: 

“President W. W. Freeman announces 
oficially that William L. Goodwin will 
join the Staff of the Society for Elec- 
trical Development on March 1, in the 
capacity of Assistant to the President. 

“By securing the 
Goodwin, the Society aims to consoli- 
date the efforts which have been exerted 
so actively in recent years in the inter- 


services of Mr. 


ests of genuine electrical codperation 
throughout tke country, with the sys- 
tematic work conducted by the Society 
for Electrical Development, and_ by 
such direct consolidation, to promote 
codperative development throughout the 
industry along lines of the broadest 
scope and most intense activity. 

Mr. Wakeman as General Manager 
and Mr. Goodwin as Assistant to the 
President will direct the activities of the 
Society codrdinately, under the author- 
ity of the President and with the active 
advice and support of the Executive 
Committee and Board of Directors.” 

Of course this announcement cleared 
the atmosphere and Mr. Goodwin’s 
many friends in the electrical industry 
were more than pleased to learn that 


he would merely change his base of 
operations and would still continue to 
represent the industry interests and 
spread the gospel of good will. 

As an evidence of the esteem in which 
he was held by his former connections, 





William L. Goodwin 


the following announcement which was 
sent to the press, is quoted: 

“William L. Goodwin, who for the 
past three years has been associated 
with the General Electric Company in 
carrying on electrical trade develop- 
ment work in various sections of the 
United States and Canada, was on 
March 1 appointed Assistant to the 
President of the Society for Electrical 
Development to initiate similar work on 
a broader scale among the activities of 
the Society. 

“*Tremendous opportunities for de- 
velopment and for service to mankind 
now await the electrical industry, and the 
Society for Electrical Development is 
the logical agency for taking the leader- 
ship in the vast development which 
must come in the next decade. Mr. 
Goodwin has displayed such remarkable 
powers of vision in forseeing these op- 
portunities for the electrical industry 
that the General Electric Company’, ex- 


plained A. W. Burchard, vice president 





of the company, ‘felt obliged to accede 
to the wishes of the Board of Directors 
of the Society and has accordingly as- 
sented to the arrangement pursuant to 
which Mr. Goodwin will initiate under 
the Society auspices the activity he has 
in mind. 

“This arrangement will make avail- 
able for the Society and for the elec- 
trical industry at large in a way not 
previously possible, Mr. Goodwin’s 
wealth of ideas and fund of knowledge 
of electrical trade matters and great 
talent for organizing and for inspiring 
men to action. Mr. Goodwin during his 
connection with the Society will con- 
tinue to have the support and confidence 
of the General Electric organization.’ ” 

And so also has Mr. Goodwin the sup- 
port and confidence of the entire elec- 
trical industry—of every man in every 
branch of it—and furthermore, of every 
man, woman and child that knows him, 
for Bill Goodwin is of that rare red 
blooded breed that inspires confidence 
and commands support. 

Goodwin has his enemies, of course. 
No man that ever stood out in the open 
and declared his principles ever fully 
escaped criticism. There are always 
snipers lurking behind an ambush of 
deceit to take a crack at the man who 
fights in the open. 

But Bill Goodwin’s enemies never can 
harm him. He is too big for that. He 
came from fighting stock, and never 
does he work so effectively as when his 
passions are aroused by an unfair an- 
tagonist. 

When Goodwin started to work out 
his plan of codperation in the electrical 
industry he realized that he had a big 
job on his hands. While he has ac- 
complished wonders, he still realizes 
that he is not yet finished. He has the 
courage to continue and his many 
friends hope that he may possess the en- 
durance to accomplish his aims in full. 


N. F. P. A. Convention 


The National Fire Protection Associa- 
tion is to hold its annual meeting in San 
Francisco on June 14, 15, and 16. 

Special railroad rates are being ar- 
ranged for and on this account a large 
attendance is expected. 
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Particulars can be had from the office 
of the secretary, Franklin H. Went- 
worth, 87 Milk Street, Boston, Massa- 
chusetts. 


Headquarters Removal 


As we go to press with this issue, the 
headquarters offices of the National As- 
sociation of Electrical Contractors and 
Dealers are being removed to 15 West 
37th Street, New York City. 

The old location, the World’s Tower 
Building, being an exclusive office build- 
ing, is so desirable for small offices re- 
quiring a central location that the rents 
were increased beyond the point where 
the National Association considered it 
advisable to remain. 

The new quarters are conveniently 
located in a large loft building which is 
just being completed, and it is believed 
these new offices possess many advant- 
ages over the old ones. 

The ELectricaL ConTRACTOR-DEALER 
magazine also removes to the new ad- 
dress with the National Headquarters 
offices. The new location, 15 West 37th 
Street, is near Fifth Avenue and is on 
the uptown side of the street. It is only 
a few blocks from the former location. 


Connecticut Holds Annual 
Meeting 
By Geo. M. CHAPMAN 


State Secretary Gives Details of Interest- 
ing Session Held at New Haven 


The annual meeting of the Connecti- 
cut Association of Electrical Contrac- 
tors and Dealers was held at the Hotel 
Garde, New Haven, Conn., on Wednes- 
day, March 2, 1921. 

The meeting was well attended and 
was presided over by Chairman E. S. 
Francis. The report of the chairman 
was presented, dwelling on the work of 
the past year and what it was hoped 
would be accomplished in the future. 

The secretary reported that more than 
two-thirds of the members had paid 
their dues for the year in advance and 
that three new members were to be 
voted in at the annual meeting; that 
more interest was manifested in the As- 
sociation than had been and it was ex- 
pected that the coming year would be 
one of our best. 

The treasurer reported on the receipts 
and expenditures of the past year and 
showed the largest balance in the bank 
we ever have had. 

A proposed change in our By-Laws 
providing for the election of the state 
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chairman by the annual meeting, in- 
stead of the executive committee was 
presented. The proposed change was 
approved by the executive committee 
and recommended to the 
and after free discussion was adopted. 

As all other nominees had withdrawn, 
the secretary cast one vote for E. S. 
Francis of Hartford, who was declared 


association, 


elected as chairman for the ensuing 
year. 

At the executive committee meeting 
held in the morning, Geo. M. Chapman 
was re-elected as secretary and John A. 
Gilliland was re-elected as treasurer for 
this year. 

A committee was appointed to attend 
the New England Section meeting of 
the National Electric Light Association, 
to urge the adoption of preferential 
rates to electrical stores, to enable them 
to properly display electrical appli- 
ances and lighting. 

It was also voted to establish a ques- 
tion box. All members were urged to 
send in any questions regarding the 
industry to the secretary, who will print 
them and send them out to members 
before each meeting. 

The secretary was instructed to write 
to one of the leading trade journals and 
inquire as to their knowledge of the 
merits or demerits of an article featured 
in its advertising columns; and which 
the experience of our members had 
shown to be very inefficient, misleading 





as to its label, and under some circum- 
stances, a positive hazard to life. 

Representatives of the Connecticut 
Builders’ Exchange were present to ex- 
plain the program of that organization 
to secure better conditions in the build- 
ing trades and to request that the elec- 
trical trades be represented on their 
board of directors. After a lengthy dis- 
voted to approve the 
Connecticut Builders’ Exchange and to 
appoint three individual contractors 
members of the exchange, to represent 
the electrical industry on the board of 
directors of the Connecticut Builders’ 
Exchange. 

Mr. Babcock of the Westinghouse 
Electric & Manufacturing Company 
then addressed the meeting on “Starters 
and Controllers for Motors.” The var- 
ious types used were described and he 
urged that particular attention be paid 
to selecting the proper type for use with 
motors for special purposes. The 
speaker classed the starter as the heart 
of the motor and stated that like the 
human, if the heart were not right, the 
system would be disarranged. 

Mr. Abbott of the American Wire- 
mold Company talked to us on the pro~ 
ducts of his company and illustrated his 
talk with specimens of his product, 
showing its adaptability to extensions 
of existing systems as well as complete 
systems. He also gave us much good 
advice as to new installations, urging 


cussion it was 

















View of private garage from General Electric Company’s exhibit at Chicago Auto- 

mobile show which is fully equipped with electrical devices for the use of the owner, 

including handy tools and motor driven appurtenances which add to the comforts 
always afforded by electricity 
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the necessity of making them complete 
and convenient, anticipating possible 
future requirements and making them 
convenient for use; for if not made con- 
venient for the attachment of appli- 
ances, the use of such appliances is 
neglected and less current is used. 

W. D. Jennings of the General Elec- 
tric Company gave notice of a merchan- 
dising exhibition to be given by the 
General Electric Company and its allied 
companies at New Haven. 
and urged our members to attend this 
exhibition and learn the best methods 
of merchandising and display. 

Mr. Ross, also of the General Electric 


He invited 


Company, announced an exhibition of 
industrial lighting soon to be held at 
New Haven and invited our members to 
attend and see the best methods and ap- 
pliances for this work. This exhibition 
should be not interesting but 
profitable to all who attend. 


only 


Activities in Iowa 

Newly Elected State Chairman Reports 

Appointment of Special Representative 

At the annual convention of the Iowa 
State Association of Electrical Contrac- 
tors and Dealers, as reported in these 
columns last month, L. L. 
Davenport was elected to the office of 
¢clanmman. 

George W. Hill, formerly of National 
Headquarters has 


Corry of 


engaged to 
represent the state association, and en- 


been 


larged activites are to begin all along 
the line. The following quotations 
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from a letter sent to contractor-dealers 
in that state explain the situation: 

“The Iowa Electrical Contractors’ As- 
sociation is pleased to announce that 
they have been successful in securing 
the services of George W. Hill, ex- 
special representative of the National 
Electrical Contractors’ Association. 

“Mr. Hill’s wide experience covering 
a period of over twenty years in the 
electrical contracting field, and as 
special representative of the National 
Electrical Contractors’ Association, 
covering the entire United States and 
Canada, should qualify him to be of 
invaluable assistance to every individual 
electrical contractor in the state. 

“His slogan will be: ‘Make More 
Money.’ 

“He will travel from place to place, 
lending every possible assistance to the 
electrical contractors individually and 
collectively, promoting the best interests 
of the entire electrical industry in each 
community in the state. 

“Mr. Hill has a message for every 
contractor, jobber, and manufacturer, 
especially along the line of concrete 
benefits to be derived from community 
cooperation. 

“The Iowa Electrical Contractors’ 
Association has some very important 
and constructive work outlined for the 
present year paramount among which 
is adequate protective legislation. Live 
working committees will be appointed 
on the subjects of labor, legislation, ad- 
justment, buying—covering the subject 
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of a better first or basic discount on 
specialties and utility devices. Business 
extension bearing especially on trans- 
mission line extensions and country 
home electric wiring and equipment.” 


Engineers’ Meeting 

The new Colfax Station of the Du- 
quesne Light Company will be the main 
subject of a joint meeting of the 
American Institute of Electrical En- 
gineers, and the Association of Iron & 
Steel Electrical Engineers, which will 
be held in Pittsburgh on Saturday, 
April 18. During the morning of the 
meeting, the Colfax Station will be 
visited, in order to review the new 60,- 
000 kw. 3-cylinder cross compound 
Westinghouse turbine-generator. The 
ultimate capacity of this plant is to be 
360,000 kw. 

Papers will be presented by D. L. 
Galusha on the electrical features, and 
by C. E. W. Clarke on the mechanical 
features of this station. B. G. Lamme, 
chief engineer of the Westinghouse 
Electric & Manufacturing Company, 
will read a paper entitled “The Prob- 
lem of Conversion from 60 Cycles to 
25 Cycles,” and D. M. Petty, of the 
Bethlehem Steel Company, will give a 
talk on “Some Results in the Changing 
of 60 Cycles to 25 Cycles.” A. W. 
Berresford, president of the American 
Institute of Electrical Engineers, and 
E. S. Jefferies, president of the Associa- 
tion of Iron & Steel Electrical En- 
gineers, will preside at the meeting. 
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First State Convention in Idaho 


Contractor-Dealers Get Together With Other Electri- 
cal Interests for Interesting Session Covering Two Days 


A delightful banquet, served in the 
Hotel Rogerson dining room on the 
evening of February 21, brought to a 
close a two-day organization convention 
of the Southern Idaho Association of 
Electrical Contractor-Dealers at Twin 
Falls, Idaho. Fifty members of the or- 
ganization and guests were present. 

This convention resulted from a get 
together meeting, which was held at Po- 
catello February 12, when a prelimi- 
nary survey of the industry in Idaho 
was made, and it was decided to perfect 
a state organization. The invitation of 
the Twin Falls delegation at this meet- 
ing to the members of the industry to 
hold their first convention in Twin Falls 
was accepted. 

At the banquet Harry Dinkelacker in- 
troduced Frank R. Venable, of Butte, 
sales manager of the Montana Electric 
Co., as toastmaster and he in turn in- 
troduced the speakers of the evening. 

In his own introductory remarks, the 
toastmaster, who is secretary of the 
State Association in Montana, informed 
the company that the Idaho organiza- 
tion has accomplished as much in two 
days as his own state organization has 
accomplished in eighteen months. The 
industry is one of the best in the world 
to follow, according to Mr. Venable, 
because the future is before it. 

“Our business is only forty years 
old,” he declared, “and it is only dur- 
ing the past seven years that we have 
been retailing electrical appliances to 
householders. At present, that is the 
big branch of the industry, and in the 
future it is bound to grow.” 

Jacob A. Kahn, vice president and 
general manager of the Capital Electric 
Co. of Salt Lake City, declared that 
coéperation is the big idea of the or- 
ganization, and that this ideal can be 
more easily realized as the members be- 
come better acquainted. 

Mayor W. H. Eldridge addressed the 
banqueters in a speech of welcome in 
which he told the men that he hoped 
their impressions of Twin Falls had 
been as good as the city’s impression of 
them. Charles Neeley, district manager 
of the Idaho Power Co., gave a brief 
talk in which he stressed the necessity 
of firms making every effort to render 
acceptable service to patrons after elec- 
trical appliance have been purchased. 





Asher B. Wilson, president of the 
Chamber of Commerce, painted an op- 
timistic picture of the possibilities 
ahead of the electrical dealers in the 
Twin Falls country as the country con- 
tinues to develop and add to its wealth. 
Charles C. Campbell, sales manager of 
the Inter-Mountain Electric Co., made a 
short talk. 

Burton E. Morse, speaking in behalf 
of the architects, expressed a desire to 
coéperate with electrical dealers in his 
profession whenever possible. An in- 
vitation to the association to send a rep- 
resentative to the convention of archi- 
tects was extended by Mr. Morse. 

E. J. Ostrander, president of the Ki- 
wanis Club, congratulated the members 
of the association on being in such a 
young business. 

“The surface of the industry has only 
been scratched, and the science is still 
in its infancy,” he said. He invited 
members to attend meetings of the Ki- 
wanis Club when they were in Twin 
Falls. 

The session was closed with a fare- 
well talk by H. L. Dinkelacker on “What 
to Take Home from the Convention.” 
In part Mr. Dinkelacker said: 

“We have all had our local organiza- 
tions and have found to our sorrow, 
that they were a sad failure, the sayings 
that the dealers and manufacturers’ 
agents and the power company are al- 
ways right and the contractors always 
wrong, and vice versa is truly only of 
the days gone by. 

“We have bumped shoulders with the 
manufacturers, wholesalers and power 
company and fellow contractor-dealers 
and find that they are not as bad as we 
tried to convince ourselves they were. 

“Should disturbances arrive in the 
future we now have an organization to 
which we may present them, and get a 
just decision. All are looking for a 
square deal, whether it be the public, 
manufacturers, wholesalers or contrac- 
tor-dealers, it matters not. The time has 
come when we must realize the fact that 
to help ourselves we must help others 
serve in a like manner. Our first slogan 
should therefore be ‘Service first to the 
public.’ 

“It behooves each one of us to keep 
in step with its progress, and the only 
way one can do this is to take the elec- 


trical magazines, join the National As- 
sociation, dig out the valuable informa- 
tion contained in them and put them 
into practice and operation. 

“We, the contractor-dealers of Twin 
Falls, wish each of you a safe journey 
to your homes, and hope that you will 
not regret that by becoming a member 
of this association you will have bright- 
er views for the future.” 

Sunday evening the delegates to the 
convention were very pleasantly enter- 
tained at the Perrine Hotel by Charles 
Neeley, local manager of the Idaho 
Power Co., at a banquet. The occasion 
was a pleasant one, and afforded an ex- 
cellent opportunity for members to be- 
come acquainted. Special music was 
enjoyed at the banquet. 

Officers of the association chosen dur- 
ing the business session Monday morn- 
President, A. H. Ball, Burley; 
president, eastern district, W. 
Bauchman, Idaho Falls; vice president, 
central district, W. Hopper, Boise: vice 
president, western district, P. H. Bul- 
lock, Weiser; secretary-treasurer, Harry 
Dinkelacker, Twin Falls. 

The next convention of the associa- 
tion will be held at Boise September 
4 and 5. 


ing are: 
vice 


Florida State Meeting 
By J. G. Spencer, Jr. 


Secretary-Treasurer Tells of Enjoyable 
and Profitable Time Spent in Tampa 


One of the most successful and bene- 
ficial meetings of the Florida State As- 
sociation of Electrical Contractors and 
Dealers was held in Tampa, Florida, 
Monday, February 28th, at which time 
we had the pleasure and good fortune 
of having with us Special Represent- 
ative Laurence W. Davis of the National 
Association. Mr. Davis is most thor- 
oughly conversant with the conditions 
confronting the electrical contractor- 
dealers, and his visit has done more to 
arouse enthusiasm in the association 
than any other one thing. 

There were approximately seventy- 
five electrical men present, representing 
practically every section of our state. 
The meeting was called to order at 
10:30 a. m., in the Council rooms at 


the City Hall, by Mr. Brown of the 
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Pierce-Brown Electric Company, who 
introduced Mayor Brown of Tampa, 
who gave us a most pleasing address 
Immediately following 
Mayor Brown’s address the meeting was 
turned over to State Chairman T. E. 
Satchwell, who explained in a few 
words the object of the meeting. 


of welcome. 


The morning session was taken up 
with short talks by Mr. Hunter, of the 
Hunter Electric Co., Tampa, relative to 
conditions in Tampa; by Executive 
Committeeman, Frank Hallowell, of St. 
Petersburg: and Executive Committee- 
J. Newell, of Orlando, relative 


to the outlook for our new association. 


man J. 


Mr. Vary of the Livingston Yonge 
Co., of Jacksonville, gave a most in- 
teresting talk on the working of the 
Jacksonville 


especially on the codperative advertis- 


local association, and 
ing which they have been carrying on 
in Jacksonville, and the results 
Mr. Vary’s talk did much to 


encourage membership in the associa- 


tained. 


tion, and the good that can be expected 
from it. The meeting then adjourned 
for lunch. 

Just at this point we had a most 
pleasant surprise in the announcement 
that all present were to go immediately 
to the Tampa Bay Hotel, where lunch 
had been prepared for us by the Tampa 
Electric Co. 
of the Tampa Electric Company was 
thoroughly 
present, and shows the very friendly 


relations existing between the lighting 


This courteous treatment 


most appreciated by all 


company and the contractor-dealers in 
Tampa. 

Just after lunch a picture of those 
present was made on the grounds of 
the Tampa Bay hotel. 

At two o'clock we again assembled 
at the meeting place and Special Repre- 


& 


5 





ELECTRICAL CONTRACTOR DEALER 





sentative Davis took charge. Mr. Davis 
talked for a little over an hour, and 
then for more than an hour we had a 
general discussion with numerous ques- 
tions from different ones present. He 
explained a number of points on which 
we had been in the dark, and in every 
way his talk was a most instructive one. 
We secured eight new memberships, and 
I feel positive that we will get at least 
ten more as direct results from his visit. 

.At six-thirty we went to a restaurant 
for the banquet which had been pre- 
pared for us by the Tampa contractor- 
dealers, and everyone had a most en- 
joyable time until about eleven o’clock, 
when we adjourned. 

Immediately after being seated at the 
banquet table, Toastmaster P. F. Lyons 
called on each one present to stand up, 
name and firm connection. 
During this process we had one, of the 
most amusing instances of the meeting. 
It seems that Mr. Fiene, of the Fiene 
Electric Company, and Mr. Hunter, of 
the Hunter Electric Company, big rivals 
in every way, had endeavored to see 
which one could have the most men an- 
nounce themselves as a member of their 
representative firms. I do not recall 
exactly but think it resulted in a tie. 
with each one having employed (so it 


give his 


was rumored) thirteen to answer for 
his firm. 

During the banquet all present were 
very inauisitive of Mr. Fiene, who was 
the principal “hooch” producer, as to 
where he obtained his supply, but he 
was firm in his decision not to make it 
known. However, it came to light the 
next morning when in the Tampa morn- 
ing paper it was announced that a room 
at police headquarters had been broken 
into the night before, and several hun. 
dred quarts carted away. 
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The Tampa fellows proved them. 
selves most worthy hosts, and everyone 
who had the good fortune of attending 
the meeting feels indebted to them for 
a most pleasant time, and to Laurence 
W. Davis, we all extend thanks for his 
visit, which as stated before, is one of 
the most beneficial that we have ever 


had. 


South Carolina Meeting 


Special Representative Entertained by 
Electrical Men in Charleston 


The Following account comes from 
Louis D. Rubin Electrical Company, 
Charleston, South Carolina: 

For the purpose of interesting local 
electrical contractors and dealers in the 
formation of a body affiliated with the 
national organization, Laurence W. Da- 
vis, special representative of the Na- 
tional Association of Electrical Con- 
tractors and Dealers, spent March 4th 
in Charleston, he being the honor guest 
at a luncheon at the Chamber of Com- 
merce. 

Mr. Davis declared while in Charles- 
ton that the education of competitors in 
the principles of good business through 
organization was one of the crying 
needs of the trade just now. He told 
of the success that has attended efforts 
along these lines in other cities, saying 
that the movement followed the failure 
of the leading electrical contractors of 
the place cited to throttle their smaller 
rivals by the adoption of a scheme to 
fix prices. They quickly realized that 
they were unable to accomplish their 
desires and then decided to open their 
organization to everyone engaged in the 
business. 

The necessity of figuring the over- 


: 


? 


Annual Convention of the Florida State Association of Electrical Contractors and Dealers, at Tampa, February 28, 1921 
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head in every contract was emphasized 
and Mr. Davis said that it was an abso- 
jute fallacy to think any contractor 
could take a job for the sole purpose 
of keeping his working force together. 
He lamented that many of those en- 
gaged in the business were ignorant of 
the proper method of arriving at the 
answer as to whether or not they were 
making money. 

This was one of the greatest problems 
confrqnting the contractors, he said, 
and it was up to the organization to fur- 
nish the solution. He showed how it 
was easy to err in computing estimates, 
showing that imaginary profits of from 
ten to 15 percent often dwindled to two 
percent when properly calculated. 

Codperative advertising was another 
feature of the visitor’s talk, the express- 
ing the conviction that this form of pub- 
licity would prove to be productive of 
the greatest results in the long run. His 
views were based on the idea that it 
would tend to create a greater demand 
for electrical appliances and electrical 
work and would react to the benefit of 
the trade as a whole. 


El Paso, Texas, Meeting 

Success for electrical contractor- 
dealers in electrical apparatus depends 
on vision for the future, attention to 
details, better accounting and knowl- 
edge of business principles, Laurence 
W. Davis, special representative of the 
National Association of Electrical Con- 
tractors and Dealers, told a meeting of 
electrical men at the chamber of com- 
merce, El Paso, Texas, on the evening 
of February 16. 

The great importance of reckoning 
accurately the actual overhead cost of 
doing business was graphically illus- 
trated by Mr. Davis by a blackboard 
talk. 


“We must have men who not only 
know the business as it is but who have 
a vision for the future,” Mr. Davis said. 
“The householder who comes to us must 
be served, not as to what he knows, but 
as to what he doesn’t know. He is de- 
pending on us for that.” 

Mr. Davis explained carefully the 
elaborate system of accounting and 
other business systems gotten out by 
the national organization which he 


represents. 

A number of members of the El Paso 
Electrical Contractors Credit associa- 
tion were present, as well as other in- 
terested in the electrical trade. 


The meeting was largely attended and 
Mr. Davis was complimented by local 
dealers for his advice and suggestions 


offered. 


Raleigh Meeting 

The following comes from Raleigh, 
North Carolina: 

“Laurence W. Davis, special repre- 
sentative of the National Association of 
Electrical Contractors and Dealers, with 
headquarters in New York, delivered an 
address to twenty-five or more electrical 
men in the private dining room of 
Smith’s Cafeteria on Monday, March 
7, at a banquet given in his honor. On 
Tuesday morning he addressed the 
students of State College. 

“The banquet was devoted to a dis- 
cussion of better business methods in 
electrical contracting and on this was 
the subject of Mr. Davis’ address. It 
was attended by officials of the Carolina 
Power and Light Company, electrical 
contractors of Raleigh and vicinity, job- 
bers, salesmen and others.” 


Richmond Meeting 

Fifty electrical contractor-dealers of 
Virginia, together with invited repre- 
setatives from the jobbers and central 
stations, met at a dinner meeting in the 
Hotel Richmond, in the city of that 
name, on Thursday evening, March 10, 
to hear Laurence W. Davis, special rep- 
resentative from the National office. 
Norfolk was represented by a dozen 
men, and Petersburg, Lynchburg and 
other places sent delegates to unite with 
the Richmond contractor-dealers — in 
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considering plans for organizing a state 
association. 

Mr. Davis gave a stirring talk on or- 
ganization the importance of 
careful planning for constructive asso- 
ciation work and weighing its value to 
the industry before organizing; and out- 
lined some of the important things 
which could result from a live state as- 
sociation in Virginia. He had just re- 
turned from his long trip through the 
West and South, and told of some of 
the many lines of codperation which are 
being successfully developed in many 
states and cities—educational work on 
basic costs, overhead, business and store 
management, etc.; codperative selling 
campaigns, both of wiring and appli- 
ances, through codperative newspaper 
displays, electrical homes, etc., and the 
benefits of proper state licensing laws 
in stabilizing the class of men entering 
the contracting business. 


work; 


Following Mr. Davis’s talk the meet- 
ing voted unanimously to organize the 
Virginia State Association of Electrical 
Contractors and Dealers, adopted the 
Constitution and By-Laws of the Na- 
tional Association, and elected an Ex- 
ecutive Committee of five representing 
each section of the state. Following a 
short recess, the Executive Committee 
reported that they had elected E. M. 
Andrews of Richmond, state chairman, 
and W. B. Catlett, secretary-treasurer. 

All the jobbers present expressed 
their interest in this movement, and plan 
not only to support it through associate 
memberships, but also to help build up 
its active membership of contractor- 














View of Prosperity Garage, from General Electric Company’s exhibit at Chicago 

Automobile show. It includes a repair shop electrically equipped to do everything to 

a car, inflating tires, pumping gasoline, and charging batteries. Repair department 
has motor driven valve grinder, portable drill, lathe, drill press, and emery wheel 
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dealers through their salesmen through- 
out the state. 

The Virginia State Association starts 
with about thirty-five members, but it is 
hoped that this will be largely increased 
in the next few months, which will re- 
sult in a fine advance of the electrical 
interests of Virginia. 

Here’s all success to Virginia! 


Pennsylvania Legislation 

M. G. Sellers, secretary-treasurer of 
the Pennsylvania State Association of 
Electrical Contractors and Dealers is 
urging the membership to get behind a 
bill which has recently been introduced 
into the Pennsylvania State legislature. 

The object of the act is to exempt 
electric washers, ironers, vacuum clean- 
ers, and other similar appliances, from 
levy or sale on execution or distress for 
rent. There is already a similar act 
pertaining to electric fans, dynamos, 
and motors, which was drafted, intro- 
duced, and its passage secured through 
the efforts of the Pennsylvania State 
1909. The new bill 
was introduced in the Pennsylvania 
House of Representatives on March 2, 
and was immediately reported out with 
favorable recommendation. 


Association in 


All that would seem necessary now is 
for the membership to get behind this 
act and push it to a successful con- 
clusion. 


Davenport Meeting 

The local association of Electrical 
Contractors and Dealers of Davenport, 
Iowa, held a very interesting meeting 
on the evening of February 21. The 
heads of the local lighting company 
were in attendance and a number of 
problems were discussed and acted up- 
on to the satisfaction of contractor- 
dealers and utilities. 

P. J. Denman, president of the Peo- 
ples’. Light Company, explained some 
of the perplexing problems his com- 
pany had experienced during the period 
of rising costs. 


E. J. Burns, secretary of the Quad 


Builders’ Association and the Rock Is- 
land Electrical Association of Contrac- 
tors and Dealers, expressed a most op- 
timistic view regarding the restoration 
of confidence in all lines of industry. 
He based his arguments on the fact that 
building in this country is from five 
to seven years behind. 

The meeting was a genuine get to- 
gether affair and was enjoyed by all 
in attendance. 


Building Congress Meeting 
Special Representative Davis Attends 
Dinner at New Orleans 


While in New Orleans, Louisiana, 
Laurence W. Davis, special representa- 
tive of National Headquarters, attended 
an informal dinner given to Robert D. 
Kohn, chairman of the National Con- 
gress of the Building and Construction 
Industry. 

The meeting took place at the Grune- 
wald Hotel on February 23, and was 
attended by contractors, architects, ma- 
terial men, bankers, and others inter- 
ested in the building industry. 

Admitting many of the evils which 
had been charged in the New York 
building materials exposure, Mr. Kohn 
pointed out that the exposure could only 
be turned to good use by going back 
to the conditions which had resulted in 
the practices which have caused scan- 
dal. The remedy lies in working to- 
gether unselfishly and intelligently, he 
said, adding that there is hope in the 
fact that everywhere he has been or- 
ganized labor seem willing to join in 
the surveys and evolution which would 
enable the entire industry to function 
with better understanding and larger 
production. 

Robley S. Stearnes, president of the 
Contractors’ and Dealers’ Exchange, 
which he said was the first exchange or- 
ganized in the United States, in pledg- 
ing support to the plan, told of the re- 
organization steps proposed by that 
body, which intended to organize each 
industry under its own officers, taking 
counsel of itself, and periodically get- 
ting together with all the other branches 
to work out measures for the general 
welfare. 

J. P. O’Leary, president of the Gen- 
eral Contractors, and chairman of the 
evening, described the prevailing de- 
pression as shell shock induced by un- 
precedented business. expansion, and 
predicted early return to normalcy. 

Mr. Davis, in his talk, referred to the 
Congress movement as epochal, mark- 
ing the birth of the new spirit to give 
more heed to the other partner in all 
business, the public, and said that full 
return to the public is basic in all 
remedies. 

Senator E. M. Stafford spoke for 
Governor John M. Parker. Other 
speakers were Major Lynn H. Dinkins, 
president of the Interstate Bank; Har- 
old W. Newman, president of the Stock 
Exchange, and Francis J. MacDonnell, 
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of the Louisiana Architects’ Chapter. G. 
B. Baldwin was chairman of the recep- 
tion committee. 


Fatal Accident 


J. A. Beverly, an active member of 
the Massachusetts State Association of 
Electrical Contractors and Dealers. 
while on a hunting trip was instantly 
killed by the accidental discharge of a 
gun. His home was in Haverhill, where 
he was engaged in the electrical busi- 
ness. 


Electrical Efficiency Expert 

Quite a number of men in the elec- 
trical industry are privileged to carry 
“E. E.” after their names. But in ad- 
dition to this, Wm. L. Goodwin is en- 
titled to three more “E’s”. At the 
Fixture Market in Buffalo last February 
the newspapers spoke of Mr. Goodwin 
as the Electrical Efficiency Expert—and 
nobody will deny that such a title fits 
him perfectly. 


lf you do not employ a bookkeeper, 
get the New Business Record. 


| - YOUR store attractive? If 
it is send us a description for 


the benefit of the other fellow. 














Special Representative Larry Davis; Cali- 
fornia State Secretary J. W. Redpath; H. 
H. Courtright, Vice-President California 
State Association, Member Advisory Com- 
mittee, Cooperative Campaign. Taken at 
Fresno, California, in Park Near Court- 
right’s Store, Valley Electrical Supply 
Company, During the Visit of Mr. Davis 
to the Raisin District of the Golden State 
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News Notes Concerning Elec- 
trical Contractor-Dealers 
Business Changes, Store Improvements, 
and New Establisiments Opened 
H. G. Dudgeon of Glen Ullin, N. D., 
has added a line of electrical supplies 
to his hardware business. 


R. H. Flint will add a line of elec- 
trical appliances to his hardware and 
furniture business at Batesville, Miss. 


The Wentworth-Dean Electric Com- 
pany has opened a new electric supply 
store at West High Street, Lima, Ohio. 
Increased capital from $10,000 to $40,- 
000. 


Boonville Electric Light & Power 
Company is opening a new electric sup- 
ply business in Boonville, Ind... New 
stock amounts to from $5,000 to $10,- 
000. 


Cleveland Washing Machine Com- 
pany is reported to have opened a new 
electric appliance business at Euclid 
and East 46th Street Market, Cleveland, 
Ohio. Increased capital from $20,000 
to $50,000. 


Ward & Bissing will open a new store 
carrying electric appliances at Stock- 
ton, Kansas. 


T. A. Demanty of Lindsay, Califor- 
nia, has opened a new electric appli- 
ance store. 


Gross Electric Fixture Company will 
remodel and add a fourth story to their 
building located at 136-138 Summit 
Street, Toledo, Ohio. 


Curtis & Myers are opening a new 
electric shop at Bentin Harbor, Mich. 


B. A. Massey Electric Company has 
opened a new store carrying electric 
supplies at 317144 North Gay Street, 
Knoxville, Tenn. 

Larkey & Rae will open a new elec- 
tric supply business at North Lake, 
Wisconsin. 

A. B. S. Electric Company is open- 
ing a new electric appliance store at 


3390 West 25th Street, Cleveland, Ohio. 
C. E. Myers of Bellefontaine, Ohio, 


will open a new electric supply store. 

John Schmitt has opened a new re- 
tail electric business at Wakefield, 
Michigan. 


Lloyd & Whitlock are going to open 
a new electric appliance business at 
109-111 East Sherman Street, Hutchin- 
son, Kansas. 
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Fjelstad Bros. are opening a new 
store carrying electric supplies at La 
Crosse, Wisconsin. 


Nesbit & Torr of Bloomfield, Ind., 
are reported to have opened a new elec- 
tric supply store. 


DeBree & Mikesell will open a new 
electric shop at Three Rivers, Mich. 


A. C. Day Electric Company has 
opened a new store at 6500 Euclid Ave- 
nue, Cleveland, Ohio. 


Home Electric Company will open a 
new store carrying electric appliances 
at 102 North Sacramento Street, Lodi, 
California. 


Broome Electric Company is opening 
a new electric appliance business at 


Slick, Oklahoma. 


Lawrence D. Wilson is going to open 
a new electric supply store at 126 North 
Main Street, Mishawaka, Ind. 


H. E. Supnite Company will open a 
new electric appliance business at 742 
West Superior Avenue, Cleveland, 
Ohio. 


Gill & Thomas have opened a new 
electric supply store at West Branch, 
Iowa. 


H. D. Lloyd & W. H. Whitlock will 
open an electric service station at 
Hutchinson, Kansas. 


M. Rutherford of Muncie, Ind., is 


opening a new electric supply store. 


I. Joslyn will open a new store carry- 
ing electric appliances at Mobridge, 


South Dakota. 


Arlington’s Electric Shop has been 
opened at Albion, Michigan. Electric 
devices and appliances will be carried. 

Electrical Contracting & Supply Com- 
pany has opened a new electric appli- 
ance business at Hammond, Ind.  In- 
corporated capital $25,000. Incorpora- 
tors: L. P. Halligan and others. 


Instanto Electric Company is report- 
ed to have opened a new electric supply 
store at Maysville, Ky. Incorporated 
capital $25,000. Incorporators: An- 
drew Clooney and others. 


Glencoe Electric Company is open- 
ing a new store at Glencoe, Minn. 
Household Electric Company has 


opened a new electric supply business 
at Anderson, Ind. 


Elm Sarlandson has opened an elec- 
tric supply store at Glenville, Minn. 
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Theodore T. Anderson has opened an 
electric shop at 215 East Clark Street, 
Albert Lea, Minn. 


The Stratton Electric Company, for- 
merly in business at Middletown, Ind., 
is opening a new electrical supply store 
at 934 Main Street, Anderson, Ind. 

Frank J. Bernhardt will open a new 
tlectric appliance store at 408 South 
Sth Street, Quincy, Ill. 

Modern Electric Shop is reported to 
have opened a new electric supply bus- 
iness in the Meinhart Building, Don- 
nellson, Iowa. 


V. C. Blott is going to open a store 
for the sale of electrical supplies at 


Renton, Wash. 


Chandelier Shop at 120 East Second 
Street, Bartlesville, Okla., has been 
opened by E. H. Parsons, who will carry 
a line of electric appliances in his bus- 
iness. 

The Electric Testing & Supply Com- 
pany, of which B. P. Carney, J. M. Car- 
ney and Paul Warner are proprietors, 
has opened a new electric appliance 
store at 256 East Station Street, Kan- 
kakee, Ill. 


Hughes Electric Company, of which 
Walter Hughes is proprietor, is open- 
ing a new electric supply business at 
Crooksville, Ohio. 


Gill & Thomas are opening a new 
store carrying electric appliances at 
West Branch, Iowa. 


Joseph W. Cline is going to open a 
new electric business at Petaluma, Cali- 
fornia. 


Motor Maintenance & Wiring Com- 
pany is reported to have opened an 
electric supply store at Fort Atkinson, 
Wis. 

Gaddis Fentress Electric Company is 
opening a new business at 321 North 
Broadway, Oklahoma City, Okla. 


Herman Scharrer has opened a new 
electric supply business at Boonville, 
Ind. Stock $5,000 to $10,000. 


John Reed and William Rosenberg 
will open a new electric store at Hoopes- 
town, III. 


Donald Frazier is opening an electric 
supply business at Fairmount, Ne- 
braska. 


Powers Electric Company will open 
a new store at 3395 East 93rd Street, 
Cleveland, Ohio. 
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New Auto-Transformer 
Starter 
Central stations almost universally 
require that standard squirrel cage in- 
duction motors of 5 HP. rating or over 
be provided with starting devices in 
order to avoid the line disturbances re- 
sulting when the motor is started by 
connecting directly to the supply sys- 
tem. the auto- 
transformer starter or compensator is 
generally considered to be the most 


For various reasons, 


satisfactory device for this service. 





Auto-Transformer Starter for Starting 
Squirrel Cage Induction Motors 


The squirrel cage motor, because of 
its inherently simple construction, will 
withstand unusually severe service with 
This 


cannot be said of starting devices as a 


only an occasional overhauling. 
class and, therefore, where squirrel cage 
motors are used the weakest link in the 
power system is generally in the starter 
or controller. The value of a de- 
pendable starter is generally realized 
in those industrial plants where a shut- 
down even if for only a half hour, is 
costly in terms of wages and finished 
material. 

The Engineering Department of The 
Cutler-Hammer Mfg. Co. of Milwaukee, 
has devised an auto-transformer starter 
of unusually rigid construction to meet 
the severe requirements of the large in- 
dustrial plant and mine, as well as that 
of the small mill and factory. The 
simple steel construction—using no 
ab- 
sence of flexible moving leads. and the 


wood or castings whatsoever—the 
ease of inspection of the contacts and 


adjustments of the relays. enable this 





starter to give continuous and satisfac- 
tory service at a low upkeep cost. 

This starter is shown in the accom- 
panying illustrations, and consists of 





Under View of Starter Showing Simplicity 
of Finger Construction and Arrangement 


two auto-transformers, commutating 
mechanism, low voltage release and du- 
plex overload relay, all enclosed in a 
sheet metal case with the operating lever 
outside. The case is strongly reinforced 
with angle iron, and has a hinged cover 
which can be lifted to expose the trans- 


formers and relay. 


Midget Motor Connector 


For use on portable motor driven de- 
vices such as massage machines, vibra- 
tors, sewing machines, vacuum cleaners 
and the like, the Bryant Electric Com- 
pany has developed the Midget Spar- 
tan Connector KR-130. 

This connector is furnished in two 
cap with parallel 
blades for fastening permanently to the 


parts, the plug or 


motor, the receptacle being 
attached to the portable cord 
that supplies the current serv- 
Both parts are 
made of molded insulation 

the receptacle is made of two 


ice wires. 


pieces which are fastened to- 
gether by means of 
screws after the flexible cord 
is connected to the concealed 
binding screws at the base of the re- 
cessed contact blades. 

The outside diameter of the KR Cap 
is but 1 1-8 inches, while the receptable 
or connector body is only 1 3-16 inches 
diameter by 1 inch in length. 


two 


For motors where polarity connection 
is essential, the cap is furnished with 
non-reversible blades—one large blade 
to fit a large slot in connector, so that 
it is impossible to reverse the connec- 
tions. 


Portable Instruments 


” For tests on batteries for automobiles, 
farm lighting equipment, etc., the 
Type Pi Portable Instruments, recently 
placed upon the market by the Westing- 
house Electric & Manufacturing Com- 
pany, have been found extremely de- 
sirable. There are no springs or mov- 
ing coils in these instruments, and 
great simplicity and ruggedness are ob- 
tained. Dead-beat indications are as- 
sured because of an efficient damper. A 
moving softiron vane polarized by a 





stationary permanent magnet and de- 
flected over its scale by the action of a 
current coil furnishes the 
moving element. Other uses for these 
instruments are for tests on electrical 
toys, radio apparatus and amateur ex- 
perimenting. 

These instruments are assembled in 
moulded composition cases, which are 
2%, inches over all. The instruments 


stationary 


weigh only six ounces. 


Sockets With Spartan Outlets 

The Bryant Electric Company, 
Bridgeport, Connecticut, has made a 
line of sockets with side outlets of the 
Spartan standard style. As will be 
noted from the illustration, the side out- 
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let is of compact design and does not 
increase the length of the socket nor its 
diameter except directly at the point 





where the receptacle is formed. More- 
over, the receptacle part of the com- 
bination socket does not interfere with 
the threaded bead on the socket so that 
it is possible to use a shade over the 
lamp if desired—the shade being sup- 
ported by a Uno Shadeholder which 
screws on the bead. 

In these sockets the usual porcelain 
insulation is replaced by molded in- 
sulation so that the slotted receptacle 
member and the socket base can be ac- 
curately assembled. Moreover, the re- 
ceptacle member is not easily chipped 
or damaged as would be the case with 
porcelain. 

The two outlets of these sockets are 
in multiple connection so that when the 
key or pull switch is operated to con- 
trol the lamp, the circuit through the 
receptacle and extension cord therefrom 
is not disturbed. Thus it would be pos- 
sible to operate a fan or desk light 
through the side outlet without using 
the lamp in the socket. 

The brass shells of these sockets will 
fit any of the 45 caps and bases of the 
New Wrinkle Interchangeable Line.. 

All three of these devices have ap- 
proved ratings of 660 watts, 250 volts 
on each outlet—ample for heating iron 
or percolator service. 


Strength of Elexits 
“How heavy a chandelier will it 
hold?” This question has been asked 
frequently about the new type of elec- 
tric outlet plug that recently has made 
possible the utmost flexibility in light- 
ing. 
The answer was supplied readily by 
a recent. tenacity test, the result of 
which showed that one of the new 
chandelier plugs, with its curved 
blades, will safely support a weight far 
in excess of its rated capacity of 100 
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pounds. Few chandeliers weigh over 
50 pounds. 

One of the new plugs was placed in 
a ceiling receptacle. These plugs are 
made in two pieces, one of which is 
inserted in the contact slots at a time, 
the curved blades of each section point- 
ing in opposite directions. With this 
insertion the electrical and mechanical 
connections are made at the same time. 

On the the hooks of the plug was 
hung a brass plated steel fixture chain, 
the links of which were 2 1/16 inches 
long and of .093 inch stock. On the 
other end of this strong chain was at- 


- tached a heavy wooden box. 


Then, chunk by chunk, iron billets 











Elexit Receptacle and Ceiling Plug Sup- 
porting 310 Pounds Weight 


were thrown into the box. At a load of 
192 pounds the chain parted and the 
box of iron crashed to the floor. The 
test was continued with another steel 
chain, with links 134 inches long and 
of .110 inch round stock. This chain 
parted at 212 pounds. 

Chains failing, a steel cable was sub- 
stituted and the test More 
chunks of metal were thrown into the 
box. At 310 pounds the plug clung to 
its receptacle with a bull dog grip, 


resumed. 


firmly supporting the tremendous 
weight. 

This test removed all apprehension 
as to whether the new installation 


method is successful as far as the ques- 
tion of support goes. The wall plug 
of the new plan is made on the same 
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curved blade principle but the blades 
both point upward as they are inserted 
in the contact slots. These, too, have 
demonstrated that they are capable of 
sustaining all kinds of wall brackets 
without vibrating or working loose. 


Automobile Door Switch 

For automatically illuminating the 
runnirg board or step to closed auto- 
mobiles, the Bryant Electric Company 
has developed this single button push 
switch which operates automatically to 
close the circuit and light the inside 
lights when the car door is opened. 
The shell within which is fastened the 
switch mechanism is of sheet brass with 
heavy fibre back to form the insulated 
base for the mechanism and screw ter- 
minals. This shell is of the smallest 
practical dimensions—1x114x34” so as 
to minimize the size of recess hole nec- 
essary to be cut into door frame. 

The switch proper is of the standard 
knife blade contact type as used in Bry- 
ant switches for 110 volt house service 
with phosphor-bronze contact members. 
A coiled spring of piano wire furnishes 
the force to close switch (and the cir- 
cuit) when button is released by open- 
ing the door. Round, polished plate is 
furnished for fastening to inner surface 





of door to serve as strike plate for but- 
ton. This prevents the marring of fin- 
ish on door. 

The rating of this switch is such that 
it will work satisfactorily on any auto 
lighting circuit, from 4 volts up with- 
out danger of injury to the switch. 


Westinghouse Motors 


Leaflet 1160-A has just been issued by 
the Westinghouse Electric & Manufac- 
turing Company, which illustrates and 
describes the features of the Type CS 
Squirrel-Cage Induction Motors of this 
The constant 
speed, continuous ‘rated from 2 horse- 
power to 200 horsepower, 2 and 3 
phase with 25, 40, 50 and 60 cycle, and 
110, 220, 440, 550 and 2200 volts. 

In addition to the discussion on the 
motor and its parts, the Type A auto 


company. motors are 
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starter and the Type 815 motor start- 
ing switch for 10 horsepower motors 
and under are shown in the leaflet. 

As early as 1889, thirty years ago, 
due to Tesla’s invention, the Westing- 
house Electric & Manufacturing Com- 
pany initiated the use of squirrel-cage 
induction motors for driving industrial 
machinery. 

The simplicity of the squirrel-cage 
motor, which consists only of five parts, 
rotor, stator, shaft, and two bearing 
brackets, appeals to every user of elec- 
As a result, this type of 
motor is the most extensively used for 
driving machinery in nearly every in- 
dustry, where constant speed motors 
are applicable. 

The obtaining of a rugged construc- 
tion, which is necessary to insure con- 
stant service, has been greatly assisted 
by the extreme simplicity of this type 
The failure of a motor driv- 
ing industrial apparatus, even for an 
hour, might result in the loss of hun- 
dreds or even thousands of dollars to 


With this idea in mind, the 


tric motors. 


of motor. 


the user. 


Westinghouse engineers have carefully 
considered the design and construction 
of every detail of the type CS motor. 


Condensed Notes of Interest 
to the Trade 


In “Jasco” the Julius Andrae & Sons 
Co., Milwaukee, has a double purpose 
house organ, for it serves as a monthly 
price list as well. It is unusually well 
printed in two colors, and in size and 
appearance lends itself to careful read- 
ing. 

The Electrical Supply Jobbers As- 
sociation has been sending out a num- 
ber of attractive pieces of direct mail 
advertising, the work of A. A. Gray & 
Co., Chicago. 

Edwards & Co., Inc., New York City, 
has folder on_ electrical 
signaling apparatus, setting forth par- 
ticularly the Edwards Bank Holdup 


Alarm System. 


issued a 


The Peerless Light Company, New 
York and Chicago, announces that its 
fixture part catalog is now complete 
and ready for distribution. 


Meade W. Powell of Warren, Ari- 
zona, a distance of 1600 miles from 
East Pittsburgh, receives clearly every 
night the entertainments sent out from 
the experimental wireless telephone sta- 
tion of the Westinghouse Electric & 
Manufacturing Company. This is the 
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farthest distance from which a report 
has been received at East Pittsburgh of 
hearing the program sent from the ex- 
perimental station. 


The Western Electric Company which 
for many years has been giving monthly 
pensions to its older employes has just 
announced a broadening of its policy. 
Several hundred veterans of the com- 
pany will be benefited by the changes 
made public through J. W. Johnson, 
treasurer of the company and chairman 
of the Employers’ Benefit Fund Com- 
mittee. The Board of Directors voted 
to increase the minimum pension from 
twenty to thirty dollars a month. The 
action is made retroactive to July 1, 
1920. 


M. F. (Poe) Green of Baltimore, Md., 
has recently been appointed southern 
sales manager of the Arrow Electric 
Company of Hartford, Conn., manufac- 
turers of electrical wiring devices. His 
headquarters will be at 804 Continental 
Bldg., Baltimore, Md. Mr. Green will 
have charge of sales in all southern 
Atlantic States. 


“Telling the public About the Switch 
You Sell” is the title of a folder being 
distributed to jobbers and retailers of 
C-H 70-50 Switches by The Cutler- 
Hammer Mfg. Company, of Milwaukee, 
Wisconsin. The various advertisements 
to be run this year in the Saturday 
Evening Post, Pictorial Review, and 
Good Housekeeping are reproduced, 
and a graphic chart shows the dealer 
how many people will be reached 
through this advertising during each 
month of the year. The new 70-50 
Switch Display Cabinet is illustrated in 
colors and several lantern slides and 
small advertisements explainng the con- 
venience and advantages to be obtained 
from the C-H 70-50 Switch are shown. 
The slides and advertisement electro- 
types are distributed free to dealers. 
The folder is known as Publication 
2015. 


The new Wooley Apartments recently 
erected in Pocatello, Idaho, by Dr. H. S. 
Wooley, are each equipped with a 
Type 219 semi-automatic Westinghouse 
range. The energy for these ranges is 
furnished by the Idaho Power Com- 
pany, and so far extreme satisfaction 
has been evidenced by the tenants at 
being able to cook the electric way. 


Francis R. Upton, a former associate 
of Thomas A. Edison and first president 
of the Edison Pioneers, died on March 
10, at his home in Orange, N. J., after 
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a long illness. Mr. Upton, who was 
sixty-eight years old, was born in Pea- 
body, Massachusetts, and was educated 
at Philips Exeter Academy, Princeton 
University and Berlin University. He 
was associated with Mr. Edison in his 
perfecting of an electric lighting system 
and also in his ore milling. He subse- 
quently became interested in quarries 
and in selling materials for construc- 
tion. 


An exhibition of electrical refrigerat- 
ing equipment is being arranged by The 
New York Edison Company. It will be 
held from April 4 to 15, in the company 
showroom at Irving Place and Fifteenth 
Street, New York City. Included in the 
display will be various types of ma- 
chines for apartments and dwellings 
and the larger machines which are used 
in commercial establishments. All 
manufacturers of electrical refrigerat- 
ing equipment have been invited to ex- 
hibit. There is no charge for space and 
admission to the show is free to the 
public. 


W. D’A. Ryan, director of the Illum- 
inating Engineering Laboratory of the 
General Electric Co., gave an interest- 
ing talk on “Ancient and Modern Light- 
ing” before a large and enthusiastic 
gathering of members and guests of the 
Electric Club of Chicago March 1. 
Mr. Ryan, with the aid of slides, showed 
ancient and modern methods of light- 
ing. His slides showing the wonderful 
lighting at the Panama Exposition 
made a lasting impression on_ his 
audience. 


An engineering society has been 
formed in Montreal by the employes of 
the Northern Electric Company, the 
Canadian associate of the Western Elec- 
tric Company. The inaugural meeting 
was attended by one hundred and fifty 
engineers and draughtsmen, who elected 
the following officers: P. W. Sise, 
honorary president; W. Stanley Vipond, 
president; D. W. Whitney, vice _presi- 
dent; L. E. Hamilton, secretary; and 


Gordon S. Patterson, treasurer. 


An advertising agency was estab- 
lished in Chicago by George J. Kirk- 
gasser the latter part of last year and 
is now handling work for The Cutler- 
Hammer Mfg. Co., the Pawling & Har- 
nischfeger Co., Wetmore Reamer Co., 
and Frank D. Chase, Inc., Industrial 
Engineers. Mr. Kirkgasser was assist- 
ant advertising manager for The Cutler- 
Hammer Mfg. Co., from 1910 to 1914, 
after which he assumed the duties of ad- 
vertising manager for that company. 
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If you haven’t received a copy 
of this new Hand-Book, write 
for one now. 


National Metal Molding © 


Advertising Dept., Pittsburgh, Pa. : 





FARADAY 


_ Signal Gongs 
Fire Alarm Systems, etc. 


Telephone Apparatus, Annunciators, 
Hospital Signal Systems, etc. 


APARTMENT HOUSE 


INTERTALK-TELEPHONE 
SYSTEMS 


are the result of long manufacturing experience and diligent 
studies of present-day requirements. The telephones are of 
rugged construction and design; easy to install and to con- 


nect and reliable in operation. 








FLUSH VESTIBULE TELEPHONE TYPE NO. 2500-N 
Vade with 2-, 3 r s-nest Letter Boxes). 
COMPLETE STOCK ON HAND INSURES PROMPT SHIPMENT 
Printed matter covering the above or any of our manufactured 


lines sent promptly upon request. 


MANUFACTURED BY 


Bells and Buzzers 
Signal Gongs, etc. 


Flush Wall 
Sutte Station 


\o. 2530 


Vidget Type 
Push Button 


+ ond 


STANLEY & PATTERSON, Inc. 





WEST & HUBERT STS., NEW YORK, U. S. A. 


GENERAL OFFICES AND FACTORY | 





Cante Appress “Evecuicnt,”” New York 


DISTRICT SALES OFFICES: 
PHILADELPHIA PITTSB! RGH LOUISVILLE CHICAGO 
Vaughar H. B. Park ectricé ‘ o Doherty-Hafner Co 
Estate Trust Bld O% Ist Nat. Bank Bldg envo sldg 618 W. Jackson B'l'v'd. 
SAN ANTONIO SEATTLE FRANCISCO LOS ANGELES 
; | ekert L. Parker Clapp & LaMore« 
ull Building San Fernando Bldg. 





BIRMINGHAM 
W. H. Beaven 
Jefferson Co. Bank Bldg. 
HABANA 
Arnesto N. Rodriguez 
Abreu Bldg. 
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Same fitting? 
_ with cover turned 
Wires out the side 


How These Two-in-One Fittings 
Save You Money: 


V. V. FITTINGS are 
already a sensational 
success because they 
mean economy as well 
as efficiency. 


V. V. REVERSIBLE 
FITTINGS are different. 
Their features are pat- 
ented. There is no 
substitute. 


For quality you can 








1. 


2. 


3. 


6. 


Small Stock In- 


vestment 


Minimum Stock 
Room 


. Rapid Turnover 
. Speedy Installa- 


tion 

Facility of Or- 
dering 
Flexibility 








choose none better. For 
all round service you 
can find no equal. For 
actual money saving 
they are supreme. 


It is easy to lay out a 
job just right with 
V. V. REVERSIBLE 
FITTINGS. It is easy 
to order them correctly 
end install them in 
double quick time. 


Note the exclusive advantages listed. These remarkable savings 
are yours upon the first trial of V. V. REVERSIBLE FITTINGS 


V. V. FITTINGS COMPANY 


New YorK 
50 Church Street 


PHILADELPHIA 
711 Cherry Street 


CHICAGO 
308 S. Canal Street 





SAFETY 
SWiTCHES 














REVERSIBLE 
FITTINGS 


and 
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Swivel Lug. 


Back Lug. Angle Lrg. 
eg 
Gi. 


Front Terminal Lug. 


Grounding Devices ‘! Y-Joint. Cable Tap. axl) Box Plug. 
Dossert Connectors, Terminals and Cable Taps Dossert Insulated Cover. 


—a type for every service —the proved principle of solderless con- 
—a service from every type nection 


—all embodying the Dossert principle of Data on all the Dossert Line in Catalog 15 
the Tapered Sleeve 








Write for a copy 


DOSSERT & COMPANY, 242 West 4ist Street, New York, N. Y. 
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You are Over-looking 
Some Profitable Business 





when you do not put the wireless to work for 
All day long, wireless messages are 
Catch them by 
means of a Magnavox Radio Telemegafone 
In other 


you. 


passing over your store. 


and use them to attract business. 
words, install 


“THE SIGN THAT TALKS” 


that works when your store is open for busi- 
ness—not at night when it is closed. 

Then you can build up a new line of business 
by installing this new sign in other shops in 
town. E-very live merchant is looking for 
something new and better. Why not get this 


business 2? 


Send for Bulletin 
for full details 


J. O. MORRIS CO., Inc. 


EASTERN REPRESENTATIVES 


1270 BROADWAY NEW YORK CITY 
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Geen DESIRABLE 
Se Fittings 


Efficient 
Installation 
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Tie ENTHUSIASTIC reception ‘given the latest 
addition to the Denzar family by the few who have 
seen it, makes us extremely optimistic for its future. 


MADE IN TWO TYPES FOR 75 AND 
100 WATT “C” LAMPS 


The Compact Ceiling Type No. 475, shown in the 
upper circle, is for installation at any ceiling outlet. 
Its list price is $13.75. The Replacement Type No. 
475R, shown in center circle, is for attachment directly 
on-any standard 214” shade holder. No socket is 
furnished, and the deflector is attached independent of 
the socket. The list price of the Replacement Type 
is $8.65. Both are equipped with 12-inch reflecting 
domes and 6-inch Denzar Bowls. Each accommodates 
either the 75 or 100 Watt “C” lamp, and is smaller 
than the regular 100-150 Watt Denzar. 


For Kitchens, Hotel Bed Rooms and Small Offices 


The kitchen of the home is usually one of the poorest 
lighted rooms. Show Baby Denzar to Mrs. Home 
Owner, and sell one with every home lighting installa- 
tion. Put one in your own kitchen and convince your- 
self. Sell them to hotels for bed rooms, and to small 
offices such as doctors, dentists, etc. 

Packed in individual labeled cartons, Baby Denzar 
will be ready for delivery to both jobbers and dealers 
after April |. ' Write for literature. 


BEARDSLEE CHANDELIER MFG. CO., 
231 So. Jefferson Street 


WANT 
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y-X 7. ¢ 
PLURAL SOCKET 


LEAVES LAMP IN POSITION INTENDED 
Every User Needs at Least Three. 








Trade Supplied By Jobbers Everywhere 


MADE ONLY BY 


AJAX ELECTRIC SPECIALTY CO., 


ST. LOUIS, U, S.A. 
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The Link 


helps you to sell 
| this fuse 


The link contributes its share to the mass of 
evidence that Buss Renewable Fuses are builders 
of permanent business. Buss links are made with 
two or more narrow portions which burn out 
| when the fuse is heavily overloaded, permitting 
the heavier parts to drop away and break the 
arc. Thus the fuse is subjected only to moderate 
pressures which do not impair its further use- 
fulness. 





600 VOLT LINK | 
f 


H 
VETUTOTITIITNET RSI 













The illustrations show other advantages—the 
label with each link, and the convenient packing 
of 20 links in a carton. Know these features. 
Explain them to fuse-buyers. They help you 
make sales and build business. 











When fuse is renewed, place on ff 
cartridge one of the stickers | 
packed with links, to show §& 
capacity of renewed fuse. 


There is a Buss Distributor near you. 


Tear out the cut below as a re- 
minder to write for ““Fuseology,”” 
a pocket treatise on fuse protec- 
tion. 


BUSSMANN MFG. CO., St. Louis, Mo. 


3-to 60-ampere links are packed 20 ina 
4 carton—not 100, to lay around loose: 
and become lost or oxidized by exposure eS} 
to the air. Particularly convenient for [iiiiim)\\| = : Oro 
maintenance men. at = ae 


if m WN tsi, 


BUSS FUSES 


Aacekiepe, APPROVED IN ALLTYPES AND SIZES = 
‘Busts CARTRIDGE LABELED us 


<<, 2 By 


—ae oo 


Buss Renewal Links are approved in all sizes by 
Underwriters’ Laboratories, Inc., and are interchange- \ ‘ae!  s 
able with other standard makes of renewable fuses. =" = 
"ELECTRICITY'S SAFETY VALVE” MEANS, ONLY BUSS FUSES 
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A TRIP THROUGH THE PLANT OF 


THE ARROW ELECTRIC COMPANY 


HARTFORD, CONN. 





LECTURING ON A: ON HER WAY 
SANITATION iH} TO MAKE A CALL 














THE HOSPITAL 
IS COMPLETE IN EVERY 
DETAIL 


4 
= abbesist 
=a = 


4 
= 


SANITARY. KITCHEN EQUIPPED ; SERVING EIGHT HUNDRED 
WITH EVERY MODERN APPLIANCE IN TWELVE MINUTES 


The welfare work shown in this third article on our plant has a distinctive bearing on the efficient workmanship 
that goes into *‘ Arrow”’ wiring devices. 
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CONDULETS 











a ———... a 
a ———_—— 








GSC Condulet body 









Blank Cover - 
Watertight 
Watertight Hub Cover 





Ping Resaptpste Monting Plug Roseptesto Housing 
bress cap door 


non-watertight 


A Universal 
Convenient Condulet 


“THE GS Series of Condulet bodies can be applied 
to a wide range of conduit wiring because of 
the numerous covers and attachments made for them. 
Covers and attachments include blank covers, 
hub covers, plug receptacle housings, switch covers, 
lamp receptacle covers, and fuse block. All water- 
tight covers and housings are supplied with a rubber 
gasket and the cover fastening screws are located 
outside of the gasket. This construction in connec- 
tion with the tapered, tapped hubs, makes the Con- 
dulet absolutely watentliin: 
‘Bulletin 1000-M describes these Condulets. Ask 
also for complete Catalog of Condulets. 


CROUSE-HINDS COMPANY 
SYRACUSE, N., Y. 

BOSTON NEW YORK CHICAGO 

Condulets Panelboards 





















Switch Cover 
Watertight 


watertig! 


































CROUSEHINDS 
SSS SS 0 
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DURADUCT 


—the Quality Loom 


DURACORD 


—the Quality Cord 


Handled by 
the Quality Jobbers 


TUBULAR WOVEN FABRIC CO. 


PAWTUCKET, R. I. 
NEW YORK CHICAGO 
52 Vanderbilt Ave. 549 W. Washington Bivd. 
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Quick Sales with this 
HUBBELL Tetapten 


Have you sold your customer every 
thing he will buy? Electric 
washer, vacuum cleaner, toaster, iron 
—or is he waiting until he can afford 
to have his house re-wired with flush 
receptacles? 

Suppose he has 7 rooms. Every 
room is wired for lighting, isn’t it? 
Sell him 7 Te-Taps! Then every 
room will be wired for power as 
well—because each Te-Tap is a Hub- 





bell Current Tap, having a side out- 
let with Hubbell Te-Slots, and these, 
you know, take any standard cap. 

* * as 


We are telling three million peo- 
ple to ask for Te-Taps. Put the Hub- 
bell Te-Tap-Ten on your counter. 
Take advantage of this active market. 
Write for the proposition, including 
circulars, imprinted with your name, 
for distribution to your customers. 


Aull Standard Plugs-Caps 
Fit HUBBELL Tedtaps 






































Twin 
TePlug |Connector 
6287 | 5518 6109 











NEW YORK 





ELECTRICAL 


. BRIDGEPORT 





SAN FRANCISCO 


SPECIALTIES 


CONN, 


U.S.A. 


2131-U 
CHICAGO 
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Quiet ©peration 


Tue UNUSUALLY quiet operation of 

the R & M Fan is not only a fea- 
ture which has a very strong appeal in 
itself, but when the dealer points out 
to the customer that such operation is 
absolute proof that the fan is perfectly 
balanéed and the parts are accurately 
fitted, it has a double appeal which is 
very effective. 


Every customer can understand 
that perfect balance with consequent 
freedom from vibration, together with 
accurate workmanship, means reliabil- 
ity and long life. 


And this is something everyone 
wants when purchasing a fan. 


Vol, 20, No. 6 





THE ROBBINS & MYERS COMPANY 


SPRINGFIELD, OHIO BRANTFORD, ONTARIO 
Philadelphia Buffalo Cleveland 





New Youk Boston St. Louis 


obbins & Myers Fans 


Chicago Cincinnati San Francisco 





beet 
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| Be prepared for every requirement— 


there is a Columbia Cabinet for every need. 

























| 
| Use the complete line: 
| CUTOUT BOXES 
JUNCTION PULL BOXES 
GUTTERED CABINETS 
SWITCH CABINETS 
CONDUIT FITTINGS 


Special Enclosing Cabinets 
FOR 


Electrical Devices 
Many years of experience in cabinet making 
have made possible the development of a stand- 


ardized line—listed and illustrated in our new 
catalog No. 20. 


No effort has been spared to compile all the 





useful data obtainable regarding _ electrical 
cabinets. It is a standard reference book with 


which to determine your requirements. 


Write today for your copy of Catalog No. 20 


CGlumbia Metal Box ©. 


Makers of Columbia-Quality Steel Prodmets 
226 Easti441T4 Street New York NY. 


ENCLOSING CABINETS Ar ELECTRICAL DEVICES 
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What Are Your Costs? 
Do You Know Your Net Profits? 
Can You Make a Trial Balance? 


You don’t know unless you keep an accurate set ot books — and 
accurate accounting in the electrical business that employs a book- 
keeper is best accomplished with the new 


Standard Accounting System 


Here is the 

comprale sat [rsvavenat| [estos] | [irenat ncconos) [Ano 'ates nechpirocaion SHEETS 
just as 

it looks 


spread out 

















onan 
ordinary 7 

TRIAL BALANCE SHEETS 
office table ACCOUNTS RECEIVABLE [TR } 


D_ PAYABLE 














This is the system adopted by the National Association of Electrical Contractors 
and Dealers, endorsed by the National Electrical Credit Association, and approved 
by other branches of the electrical industry. 


For Contractors and Dealers 


It conforms with the accounting systems adopted by many branches of the electrical 
industry; it is flexible and economical; it is easy to operate, accurate and quick work- 


ing. Write for complete details TODAY. 
FULL INFORMATION SENT UPON REQUEST BY THE 


National Association of Electrical Contractors and Dealers 
15 West 37th Street, New York City 


NOTE—See announcement of New Business Record on another page of this issue. The New Business 
Record is designed for the business that does not employ a bookkeeper. Look for the announcement. 
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ae hold these old line cinteiiil 


‘with anything but Sprague Products” 


is a fact! The established trade wants the kind it has used 
. for years,—the kind that has won its confidence. 


Old line contractors who have tried them all have found it 
doesn’t pay to shop around for something cheaper. 

When they buy Sprague conduit products they know what 
they are getting; they know they can always say with pride to 
their customer—“Yes Sir! we gave you good, honest reliable 
materials—made by Sprague—the oldest and most experienced 
‘concern in the business”. 

lf you would hold the old, substantial trade and firmly es 
tablish yourself with the new, don’t try substituting something 
cheaper. 

THE OLD LINE CONTRACTORS KNOW-—The others 
soon learn. 

















‘SPRAGUE STANDARD CONDUIT PRODUCTS 


—Greenfielduct. Rigid Conduit—Galvanized throughout; Hot Dip Process. 
2—Spragueduct. Rigid Conduit; Black enameled inside and out 
3—BX. Flexible armored conductor; Rubber insulation (20 years the standard) 
4—BXL Flexible armored conductor; Leaded (For damp places.) 
5—SS Flexible armored conductor; Single Strip armoring (very flexible) 
6—Flexible Conduit; For pulling conductors into (Conforms to any surface.) 
7—Outlet Boxes and Fittings—A complete line; For concrete and regular work. 
8—Spraguelets—The new all combination conduit bodies, 


be = af GGPRAGUE ELECTRIC WOR 
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Now is the Time for All Good Men to Rally 
to the Support of the Industry 


W E make and purvey the juice and the accessories 
appertaining thereto that galvanize life and in- 
dustry into action. 


By and large, no matter how much the manufacturers manufacture, 





how much the jobbers job, nor the contractors install and the dealers 
deal, unless we have our utilities sound in their earnings, happy in 
their public relations and without restraint in the development of 


their resources, we put a drag anchor on our mutual prosperity. 


Let’s all agree that there’s one thing we can fight for on common 
ground—a fair deal for the utilities and a fair chance for the in- 


dustry. 


It’s a sleeves up, wet-hanaea, sweaty-browed prospect we're look- 
ing into—but who’s afraid ? 


“1921 Will Reward the Fighters---Let’s Go!” 


ELECTRICAL SUPPLY JOBBERS ASSOCIATION 
411 So. Clinton Street Chicago 

















NNUAL 


(NUNN OOVOASOOUVONVOOOOOOAOAOOAOVUGUOLNUOTUOAOOTUUOUUAUOGUAUO HUAN 


= 


iz 













April, 1921 ELECTRICAL CONTRACTOR DEALER 17 






















—Sell a Complete 
Line 





ad \ The Farmer and His F amily Welcome the 


Western Electric 
Power & Light 


DEALER 


because he can not only supply them with a Western Electric 
Power and Light Outfit, but with! Western Electric Accessories too. 
He has a complete line of time and labor saving devices that fill 
every electrical requirement. 

The Utility Motor, the Washer and Wringer, the Vacuum 
Sweeper, the Iron, the Fan, the Dishwasher, the Ironer, the Auto- 
matic Water System, and the Power and Light Outfit that “makes 
the battery last longer” all bear the name “Western Electric.” 

“Western Electric’ is the name of a manufacturer who has had 
50 years’ experience in the electrical industry. That name makes 
selling easy for the dealer who handles the Western Electric Com- 
plete Line because the Western Electric Company 

—helps the Western Electric dealer build his business and his 

bank account. 

—helps him win and hold the confidence and good-will of 

the public. 

—covers the country with attractive and forceful advertising 

in leading farm papers, thereby creating customer-interest. 

—helps him advertise locally by supplying him with the best 

modern advertising material. 

—protects him, by referring every inquiry from his territory 

to him. 

—gives him complete co-operation in every respect. 

A few Exceptional opportunities are still open to Enterprising 
Dealers. 


Western Electric Company — 


195 Broadway, New York City. 
OFFICES IN ALL PRINCIPAL CITIES 
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Distributors 


Alabama Netw Jersey 
Moore-Handley Hardware Co.,Birmingham Newark Electrical Supply Co., Newark 


California New York 






Alexander ‘& Lavensin Electric Supply Co., Spoteete Qeate and Equipment Co., , Albany | UR Electrical Distribu- 
il Electric Supply Co., Oakland Manhattan Electric Supply Co., Inc., N.¥.C. ° s 
Py acde: yd Gens Co : Ras Augetes Roberts, H.C., Electric Supply Co., Syracuse tors listed on this page 
Royal Eastern Electrical Supply Co., N. ¥.C. 
Colorado Utica Electrics? Annliance Ca. Utica offer you the most econom- 
Mine & Smelter Supply Co., Denver North Carolina ° . 
Carolina States Electric Co., Charlotte ical, and at the same time 


Connecticut 


Electric Supply & Equipment Co., Mastiord Ohio the easiest way to buy elec- 


Hessel & Hoppen Co., New Have 





’. Bissell & Company, Toledo . . 
New England Engin eering Co., Wi aterbury The Erner Electric Co., Cleveland trical materials. 
Illinois lost Glover Electric Uo., Cincinnati 
Wonarch Electric & Wire Co., Chicago Oregon These Electrical Distribu- 
Indiana North Coast Electric Co., ’ortland . 
National Mill Supply Co., Fort Wayne Pennsylvanic tors carry ample, varied 
Varney Electric Supply (o., Indianapolis Electric Supply and Equipment Company, and up is to ” j te supplies ; 
Town eading . 
jlec Ss ya ui ° . . 
Andrae, Julius and Sons.Co., Mason City Letom ne aulpment Compans can make prompt deliveries 
Herring Motor Co., Des Moines Franklin Electric Co., Philadelphia : 
Republic Electric Co., Davenport The Iron City Electric Co., Pittsburgh from stock; extend credits 
Kentucky ay Elec ame h =t Philadelphia 
oe St t : . s 
Peaslee-Caulbert Co Louisville WV woh an ma Jere, Hazleton and make it their business 
‘ noses: South Carolina to see that your electrical 
2ulf States Tleetrie Company, Inc., 


Kew Orleans Yerry-Mann Electric Co., Inc., Columbia 


purchasing is freed of 


Mussachwoeits Tennessce , ’ 
Buckminster, Geo. H. Co., Boston Electric Supply Co., Memphis annoying and expensive 
Wahn, Geo, H. Co., Boston _— J‘ 
Michigan Electric Appliance Company. Dallas details. 
Electrical Warehouse Inc. Detroit Mine & Smelter Supply Co., El Paso 
Utah That we have confidence 


Minnesota Mine & Smelter Supply Co., Salt Lake City 














Andrae, Julius & Sons Co., Duluth vootele in our Electrical Distribu- 
Missouri Woodhouse Electric Co., Inc., Norfolk 
Commercial Electrical Supply Co., St.Louis Washington , tors to render prompt and 
Funston Electric Co., Kansas City North Coast Electric Co., Seattle satisfactory service 1S evi- 
Montana The Washington Electric Supply Co., 
Montana Electric Co., Butte Spokane West Virgini denced by the fact that 
Montana Electric Co., Great Falls oo iinet As arte z ‘ . 
eens Fairmont Mining Machinery Co Fairmont Johns - Manville Electrical 
— Wisconsin . 
The McGraw Co., Omaha Andrac, Julius & Sons Co., Milwaukee Materials are sold through 
B.C., Cunada 
Horsman, E. B. & Sons, Vancouver them. 
JOHNS-MANVILLE 
INCORPORATED 
Madison Ave., at 41st St., New York City 
4 Branches in 66 Large Cities 





For Canaaa: 


CANADIAN JOHNS-MANVILLE CO., Led., Toronto 





Through— 















and its allied products 
JOHNS-MANVILLB 
Serves in Conservation 


Heat Insulations, High 
Temperature Cements, 
Asbestos Roofings, 
Packings, Brake 
Linings, Fire 
Prevention 
Products 
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Is your name 
in the list? 


ERE’S a list of those we believe to 
be the livest, most substantial Elec- 
trical Distributors in the country. 

We don’t say for a minute that they 
are live and substantial just because they 
handle Johns- Manville Electrical Equip- 
ment, but we do say that we are glad such 
firms are the kind who can best handle it. 

And we’re telling more than 150,000 
people every month just who does handle 
Johns-Manville Electrical Equipment and 
why it pays to buy there. 

Maybe your territory is still open. Better 
write and find out. The nearest Johns- 
Manville branch will give you complete 
information. 


JOHNS-MANVILLE 


Incorporated 
Madison Ave., at 41st St., New York City 
Branches in 66 Large Cities 
For Canada 
CANADIAN JOHNS-MANVILLE CO., Ltd. 


Toronto 
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Porcelain Sockets 


A complete line containing new and unique features. 


Far superior to all others on the market. 


INTER- 
cake tog CHANGE- FIXTURE 
PULL ABLE WALL 


Shells, caps and interior fittings are separate as in brass-shell sockets. 
All Shells fit all Caps and Bases. 
The same shells are used for Key and Pull Sockets. 


These sockets are wired in exactly Shells are fastened to caps and 
the same manner as are brass-shell ; bases by two screws on the outside, 
sockets, x very great advance over an easy and secure method of as- 
the clumsy methods used in the sembling and another great ad- 


past. vance in construction. 


Now that this up-to-date line is on. the market, contractors, central 
stations and isolated plants cannot afford to use any other porcelain 
sockets. 


Order from your jobber now—Specify “WEBER. 


FOR SALE BY 


ALL JOBBERS of ELECTRICAL SUPPLIES 


For illustrated price list showing the complete line, send to 


HENRY D. SEARS, General Sales Agent 
80 Boylston Street Boston, Mass. 
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CUTTER 


Street and Park 
Lighting Equipment 


Any jobber or dealer in lighting equipment 
for town or city streets and parks, will serve his 
buyers with credit in the selection and recom- 
mendation of Cutter Ornamental Posts and Tops 
equipped with Westinghouse Mazda Lamps. 


al 


The illumination, beauty, harmonizing 
effects and efficiency as well as the low 
maintenance costs of these units will be 
such that the buyers will have a high re- 
spect for your counsel. 

Our Illuminating Engineering Bureau 
will gladly co-operate with the jobber and 
dealer in creating a larger market for 

their service. 


Westinghouse Electric & Mfg. Co. 
George Cutter Works 


South Bend, Indiana 
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Point by point the Type M 
Iron is daily proving its superiority. 
Its ironing speed is remarkable. 
It does fine work well, because of 
the flanged base. Its durability 
is a recognized factor in its increas- 


ing popularity. 


WwW 


STINGHOUSE 
ELECTRIC 


For Dealers 


Who Sell Only the Best 


There is but one answer to the question of supremacy among 
irons, for the Westinghouse Type M has earned its unquestioned 
leadership. 


You who believe that permanent success is based on permanent 
satisfaction given, should use this iron as your leader. 


Westinghouse Agent-Jobbers have them 


Westinghouse 
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Its Value 
HasMultiplied 










Always found on the best 
motor driven appliances. 


Appreciation of Westinghouse RELIABILITY has multiplied 


with the increased consideration now given to articles of purchase. 


The careless buyer has been changed to the thoughtful buyer who 
rightly demands the worth of his money in years of faithful appli- 
ance service. 

Appliance manufacturers select the Westinghouse Trouble-Proof 
Motor because it arms their dealers with the strongest selling argu- 
ment they can have—RELIABLE appliance service For Years to 
Come—the kind of sales guarantee that sells things today. 


WESTINGHOUSE ELECTRIC & MANUFACTURING COMPANY 
East Pittsburgh, Pa. 


Offices in All Principal Cities. Representatives Everywhere 


Westinghouse 
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NATIONAL CHAIRMAN, James R. Strong, 
526 W. 34th Street, New York City. 


GENERAL COUNSEL, Franz Neilson 
New York City. 





National Association of Electrical Contractors and Dealers 
Officers 






SECRETARY AND TREASURER, W. H. Morton, 
15 West 37th Street, New York City 
SPECIAL REPRESENTATIVE, Laurence W. Davis 

15 West 37th Street, New York City 





ATLANTIC DIVISION 


Executive Committeemen 






CENTRAL DIVISION 











W. Creighton Peet, 
70 East 45th Street, 
New York City. 


A. J. Hixon 
246 Summer Street, 
Boston, Mass. 


P. H. Jaehnig, 


109 Bank Street, 


Newark, N. J 


G. M. Chapman, 
43 E. Main Street, 
Waterbury, Conn. 


J. F. Buchanan, 
1719 Chestnut Street, 
Philadelphia, Pa. 


E. C. Gramm 
1408 I Street, N. W.. 
Washington, D. C. 


CANADIAN DIVISION 


Kenneth A. Mclntyre, 
72 Victoria Street, 


C. H. E. Williams 
509 Richard Street, 


G. M. Sanborn, 
309 N. 


J. A. Fowler, 


10 S. Second Street, 


Memphis, Tenn. 


J. E. Sweeney, 


303-305 W. 4th S 


Waterloo, lowa. 


PACIFIC DIVISION 


Hugh Kimball, 


526 13th Street, 


Illinois Street, 
Indianapolis, Ind. 


A. Penn Denton, 
17th and Oak Streets, 
Kansas City, Mo. 


Robley S. Stearnes, 
336 Camp Street, 
New Orleans, La. 


A. L. Abbott, 
174 E. 6th Street, 
St. Paul, Minn. 


treet, 


J. R. Tomlinson, 


286 Oak Street, 











Toronto 


T. M. Templeton, 
34 Cherry Street, 
Detroit, Mich. 







Oakland, Calif. 


Executive Committeemen at Large 
B. H. Bendheim, 
1619 Lytton Bldg., 
Chicago, Ill. 


Vancouver 





Past Presidents of the National Electrical Contractors’ Association 


Charles L. Eidlitz____1901-1903 Gerry M. Sanborn___ 1908-1910 
Ernest McCleary__-_~~- 1903-1905 *Marshall L. Barnes__1910-1912 
James R. Strong__--- 1905-1908 Ernest Freeman__~_-_~- 1912-1914 





*Deceased. 


Portland, Ore. 


Jas. R. Strong, 
526 W. 34th Street, 
New York City 


John R. Galloway____1914-1916 
Robley S. Stearnes___1916-1918 
W. Creighton Peet___1918-1920 














ARCHITECTS 
K. A. McIntyre 
72 Victoria St., 
CENTRAL STATIONS 
A. J. Hixon 


246 Summer Street 


CODE 
A. Penn Denton 


17th and Oak Sts., Kansas City, Mo. 


CONVENTIONS AND MEETINGS 


, LEGISLATION 
Paul H. Jaehnig E C. Gramm 
109 Bank Street, Newark, N. J. 1408 I St., N. W., Washington, D. C. 
COST DATA LIABILITY INSURANCE 
A. L. Abbott J. A. Fowler 
174 E. 6th Street, St. Paul, Minn. 10 S. Second Street, Memphis, Tenn. 


CREDIT AND ACCOUNTING 
J. E. Sweeney 


303-305 West 4th St., Waterloo, lowa | 309 N. Illinois St., 


Toronto 


Boston, Mass. 


COMMITTEE CHAIRMEN 





ENGINEERS 


J. F. NePage . 
Armour Building Seattle, Wash. | 


HOUSEWIRING 


J. F. Buchanan 
1719 Chestnut St., Philadelphia, Pa. 


JOBBERS 


W. Creighton Peet 
70 E. 45th Street, New York City 


MANUFACTURERS 
G. M. Sanborn 


Indianapolis, Ind. 






















MEMBERSHIP 


G. M. Chapman 
43 E. Main Street, Waterbury, Conn. 


MERCHANDISING AND _ INDUS- 
TRIAL DEVELOPMENT 


B. H. Bendheim 
1619 Lytton Bldg. Chicago, Ill. 


PUBLICATION 


Paul H. Jaehnig 
109 Bank Street Newark, N. |, 


STANDARDIZATION 


T. M. Templeton 
34 Cherry Street, Detroit, Mich. 


UNIVERSAL DATA AND SALES 
BOOK 


J. A. Fowler 
10 S. Second Street, Memphis, Tenn. 


U. S. CHAMBER OF COMMERCE 


Robley S. Stearrtes 
336 Camp Street, New Orleans, La. 


























NEXT ANNUAL CONVENTION AT BUFFALO, N. Y., JULY 20, 1921 
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A Bad Splice 


will render useless the best designed 
wiring system. 


Why, therefore, take chances with cheap 
. and inferior splicing compounds and 
friction: tapes? 


Why waste the time of high priced labor 
making splices that must be remade due 
to faulty splicing materials? 


Why be satisfied with inferior products 
when the material cost per joint using 
the best splicing materialsk—OKONITE 
Insulating Tape, MANSON Friction 
Tape, OKONITE Cement—is only 
about two cents? 





Let us send you details. 


THE OKONITE COMPANY 


Incorporated 1884 
PASSAIC, NEW JERSEY 
Central Electric Co., Chicago, Ill., Genl. Western Agts. 


Pettingell-Andrews Co., Boston, Mass. 
Novelty Electric Co., Philadelphia, Pa. 
F. D. Lawrence Co., Cincinnati, Ohio 
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“THAT’S THE 
STUFF BOSS!” 


“It’s a pipe to work with 


PLIA-DUCT 


“That's the reason we've made time 
on this job. It’s more pliable than any 
loom you ever gave us to work with. 
We've had some tough corners to get 
around too, but I never saw anything 
that would take the small bends like 
this. And say, when it comes to fish- 
ing—it's great.” 

“Yes, Boys, I've heard about PLIA- 
DUCT for a long time. Thought I'd 
try it out on this job. It seems to be 
all the manufacturers claim for it and a 









































lot more. 


“| like the way they pack it too, it's 
certainly safe from freight handlers. 


Well, I'm sold on PLIA-DUCT.” 


al . 
e > 7 
Short Electrical Mfg. Co. 
PENN YAN, N. Y. 
DISTRIBUTORS : 

\iagara Sales Corporation, 3-5 Waverly Place, N. Y.,City. 
Metropolitan Dist. Co., 280 Broadway, New York City. 

Sperry & Bittner, 422 First Ave., Pittsburgh, Pa 

Kemp Haythorne, 333 McKinley Ave., San Antonio, Tex. 

F. H. Thompson Co., 210 Drum St., San Francisco, Cal. 

C. P. Deming, 524 First Ave., Seattle, Wash. 


ee 
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Neat shelves— more space 


—with the new individual Holophane Carton 


gs find enough space for your stock, 
and to keep your shelves neat though 
filled—these are problems which the new 
individual Holophane carton helps you 


solve. 
“ It also aids you in handling goods. In other 
Holophane words, it’s a profit booster for you. 
Distributors Holophane 
Atlanta, Fulton Flectric Yet we have not increased our packing Distributors 
0. 
Oh 
wBleetrie Co Southern charges. We look for our recompense thru oa oct lect aid 
- : ome _ 
to we the help this new system will give you. ‘General Biectrie Co. 
Supply ¢ Milwaukee, Julius Aadrae 
=" Wetinore-Savace New York, £. B, Latham 
Charl f 10 
Btates lectin c — Holophane Glass mpany a Rumsey 
a — ra te ‘Devel Dept. D-33 st Louis, Wesco Supply 
quipm 0 . 
Cleveland, Erner Electric Madison Ave., N York City on Francisco, Pacific 
oO. 


Works: Newark, Ohio States Elec. Co. 


HOLOPHANE 
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Known by Name 


Last April we asked if. you were goods are sold. Such successful 
selling glassware “like sugar out of merchandising ideas and methods 
a barrel or as individualized, trade- as those adopted by IVANHOE 
marked, known-by-name goods?” have great value in maintaining 
In the meantime the IVANHOE a uniform flow of trade, whatever 
packing plan has helped many pro- the season or the fashion. Sell 
gréssive fixture dealers sell lighting IVANHOE packaged, lighting 
glassware the way other high-class _ glassware. 


IVANHOE-REGENT WORKS of General Electric Co. 
Cleveland, Ohio 


“Ivanhoe” Steel Reflectors, Lighting Glassware, Anderson 
Self-Adjusting Arms, and Illuminating Service. 








“SERVICE TO LAMPS” 


IVANHOE 


GLASS SHADES - STEEL REFLECTORS 
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You, Mr. Contractor- 
Dealer, and you, Mr. New 
Business Manager—the time 
for co-operation is NOW— 
in 1921. Build your busi- 
ness around lighting. 


Build Your 


Lighting and appliances, it is gen- 
erally agreed, are the bread and but- 
ter of the electrical industry—but light- 
ing is the bread. 


Or in other words, lighting is the 
staple of the electrical business, just as 
flour and sugar are staples for the 
grocer. But unlike other staples, it 


should have the major and not the 
minor part of your attention. 





There are two important reasons: 
(1)—In itself the sale of lighting brings 
a substantial, satisfactory profit that 
can be depended on to continue year 
after year; (2)—Lighting is the great- 
est good-will builder in the electrical 
business. Therefore, build your busi- 
ness around lighting—Now-in 1921! 


You have at your disposal four of 
the handiest business-building tools 


Each of these labels represents a Sales Division 
equipped to give a complete lighting service 
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Business Around Lighting 


ever provided: (!)—The Foot-Can- 
dle Meter; (2)—lllumination Design 
Data Book; (3)—*‘What an Industrial 
Lighting Salesman Should Know™ and 
(4)—"The Great Discovery.” If you 
haven't a Foot-Candle Meter, get one! 
Be sure, when you send your order to 
your Sales Division of National Lamp 
Works, to ask for the three booklets. 
National Lamp Works of General Elec- 
tric Ce. 151 Nela Park, Cleveland, O. 
































the 


Federal 


Features 


1, Beauty and dura- 
ility. 
The __ oscillating 
tumbler double 
wave-like washing 
action. 
8. Gravity groove— 
= dirt settles in 


it. 

4. Glass water gauge. 

6. Absolutely safe— 
all moving parts 
enclosed. 

6. Roto-Phor wringer 
—swings and locks 
in the 3 logical 
working positions. 

7. A dependable safe- 
ty wringer release. 

. “Three - in- One’’ 
wringer control. 

9% Push - button 
switch “‘built-in.’’ 

10, Clutch to start and 
stop washing. 

11, No-Stretch belt 
drive - no jamming 
gears — protects 








otor. 
12, Oversize motor, 
one-quarter horse- 
power. 









J 





ou 
Washing Action 


yy 








If you have children 
in Your home, let 
us send them a toy 
washer cut out— 
absolutely free. 


ELECTRICAL 
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ll 


ve-like” 


In the small illustration i 
pictured the oscillating washing actj6n 


water, rocks the clothes back and 
and down, in a surfy, wave-like swj 


This double action“ 
washing principle “flush 


or tear on the clothes. 
ingly stops with the o 


lue and white baked 
to-Phorswinging wringer! 
ted booklet and name of 


ity dirt groove! 
enameled finish! 
Write for illust 


Federal Sign System (Electric) 


SOUTH STATE ST. CHICAGO 
New Montgomery St. 627-649 West 43rd St, 
AN FRANCISCO, CAL. NEW YORK, N. Y. 


Branches in all large cities 
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Electricity Lightens the Burden of Womankind 


< 


This Advertisement 
Reprinted from the 
April issue of 

Good Housekeeping 


Magazine 





— DEALERS 
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Keep Your Eye on the Bull’s-Eye of Business 

















Satisfactory merchandise is paid for promptly— 
and the prompt collection of money due is the aim of 
every man in business. For success is measured not 
in what is due you, but in what you've got. 


Electrical merchants who handle— 





have the minimum trouble in getting the money. 
People pay promptly because the ROYAL lives up 
to what your salesmen say about it. It gives com- 
plete and abiding satisfaction. 


And for the same reason, the people who buy 
ROYALS boost ROYALS. Each customer brings 
another—until you have an endless chain of un- 
solicited prospects coming to your store. 


Of all sweet words, 
W hether English or Czech, 


T he sweetest are these— 


“Enclosed find check.” 





These satisfied customers do not stop at buying 
ROYAL Cleaners. They buy other merchandise— 


and your whole business prospers. 


There is nothing mysterious about the ROYAL'S 
success. That success rests upon the machine's 
ability to do practical cleaning. Women like it be- 
cause it is light, graceful and handy, because it does 
its work thoroughly, quickly, easily, and because it 
does all kinds of cleaning. 


You will be interested in our “Confidential Mer- 
chandising Plans’’"—especially if your cleaner sales 
have petered out during the winter slump. With the 
ROYAL Cleaner and the Royal merchandising plan, 
ee and profits are sure. We have proof; write 
or it. 


The P. A. GEIER COMPANY 


5112 St. Clair Avenue, Cleveland, Ohio 



























VERY electrical contractor-dealer, central station man 
and jobber’s salesman should attend the Merchan- 
dising Conference in his city. It is an effort to present in 
a condensed and interesting manner a complete and co 
ordinated program of the most essential and modern infor- 
mation pertaining to the application of electricity and to 
successful methods of merchandising electrical products. 


It is presented in the cities listed below under the auspices 
of the General Electric Distributor in each city : 


April 1st St. Paul April 18th Spokane 


4th Omaha 20th Seattle 
"th Denver 22nd Portland 
11th Salt LakeCity 26th San Francisco 


14th Butte May 2nd_ Los Angeles 
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The Merchandising Conference 











The Conference lasts two days in each city. The first 
afternoon and evening it is desirable that architects, engin- 
eers, interior decorators, etc. also be invited. The second 
day of the Conference is devoted almost solely to mer- 
chandising. The revolving stage makes it possible to quickly 
demonstrate the application of device after device. 


Full information may be obtained from the General Electric 
Distributors in each of the cities, or from the offices of any 
of the following manufacturing companies who will be 
represented in the Conference : 


General Electric Company Sprague Elec.Wks.ofG.E.Co, 
Edison Lamps WorksofG.E.Co. EdisonElectricApplianceCo. 
DuplexLightingWks.ofG.E.Co. ElectricVacuum Cleaner Co. 
Ivanhoe-RegentWks.ofG.E.Co. Hurley Machine Company 


DUPLEX LIGHTING WORKS 


of General Electric Company 


6 West 48th Street 


New York City 


Duplex-a-lite 


“The light to live with” 





Vol.- 20, No. 6 












Electrical Convenience will be an important feature of the 
thousands of homes to be built this year 






> 


“and we must have 
switches like this,’ 


G-E National Advertising is helping 
the dealer sell the electrical idea 


G-E advertising of wiring devices—particu- 
larly the Tumbler Switch—is appearing in 
magazines of large circulation among home 
owners and home builders. 


This advertising is directing to the contractor- 
dealer’s store thousands of those whose interest 
in electrical equipment of the home has been 
aroused to the buying point. 


Ccmplete wiring with G-E Reliable Wiring 
Devices is being made increasingly easy to 
sell. Their use in the model electrical homes 
now being built from coast to coast will give an 
added stimulus to their growing popularity. 


41-167 


General@Ele ctric 


5 Of 
cualone Company tsa 
























_— ee, 


No electrical home is complete unless equipped for summer 
time comfort— 
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Sell G-E Fans to the 
electrical home— 
campaign material is 
ready for you 


When you see your G-E Fan dis- 
tributor you will be pleased with the 
wealth of excellent material which 
has been planned for your 1921 G-E 
Fan Campaign and the co-operation 
he will offer you in local advertising. 


Weather predictions indicate a hot 
summer—this and the home elec- 
trical campaigns all over the country 
will have a powerful influence on fan 
sales. G-E national advertising, also, 
will back the publicity of local 
dealers. 


If you have not already done so, get 
in touch with the nearest G-E Fan 
distributor. 


General@@Electric 
cuace Company iene 
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and to take advantage of every opportunity to make electricity 
serve the daily needs 














There are thousands of 
homes and thousands wit aidan 


more to come—they 1-3 
must all have door bells rim 


G-E All-Nite-Lite 








When you sell a Wayne Bell Ringing Keeps away the midnight 

Transformer you are selling perma- the sick | reom—can be 

nent door bell service. The door bell © night. 

that does not work unfailingly is 

worse than no bell at all. G-E Wayne Toy Trans- 


formers for operating elec- 
tric toys on lighting 
circuits, 


Sell this idea to your customers— 
those who now have homes and those 
who are planning them. G-E adver- 
tising is carrying this message to 





both these classes in national maga- G-E Christmas | Arborlux 
zines of large circulation. lighting set for decorative 


And the home is not the only place 
for a_bell-ringer—factories, offices, 
schools, hotels, hospitals, etc., use 
the larger sizes—there is a Wayne 
Bell-Ringer for every use. 


General@Electric 


General Office C Sales Offices i 
Schenectady. NY. O Im Pp a n y all large "cities 
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Even men who are great advocates of efficiency in business 
still thoughtlessly let their wives do housework in the old 
back-breaking ways 


To The Dealer: 


This advertisement ap- 
pears in the March 26th 
Saturday Evening Post. 


Look for a G-E motor 
on the washing and 
ironing machines of 
leading manufac- 


Is the washing and ironing at home done by 


quill-pen 


How preposterous it would seem if Bob 
Cratchit still kept books with his old quill 
pen amid the thousand labor-saving de- 
vices of modern business. 


And yet, with a myriad electrical house- 
hold appliances at hand, men allow their 
wives to do housework by the methods of a 
past century. 


Every wash-day a hamper of soiled clothes 
means aching backs, rough hands or ex- 
pensive servants. Yet electric washing and 
ironing machines would do the work—at 
negligible cost, with little effort, with no 
confusion. 


General 


General Office 
Schenectady, NY. 


Company 


methods? 


Clothes last longer when laundered elec- 
trically. They have the spotless white of 
the old days when they were bleached on 
the grass. Work is done in a fraction of the 
time and wives have more leisure for really 
important things. 


Isn’t it high time to stop quill-pen methods 
at home and get on a basis of modern 
efficiency there as well as in industry. 


Just make it a point to examine some of the 
good electric washing and ironing machines 
that are sold all over the country. 


55B-48 


Electric 


Sales Offices in 
all large cities 
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**He has what you want when you want it’’—The dealer 
who enjoys that sort of reputation gets the business 






THE SILENT WATCHMAN 


JE XEON OS ee et ER 


Are you prepared to make 
Floodlighting Installations? 


Up-to-date contractor dealers who carry flood-lighting 
projectors in stock find they have a ready sale. There isa 
regular demand from manufacturing plants, construction 
firms and others supplemented by emergency orders from 
civic authorities and organizations. 


Construction companies use floodlights on night work. 
They illuminate dark corners and yards of factories to good 
effect especially during unsettled times. 


Cities use floodlighting projectors to illuminate traffic 
policemen making their signals more effective. They are 
also used to light playgrounds and skating rinks and they 
add a striking quality to night pageants and parades. 


When emergencies arise calling for light; prompt action is 
necessary. The man who “has the goods” sells them and 
gets a good profit from the transaction. 


The General Electric Company is ready and willing to 
give dealers all possible aid in the sale and proper installation 
of floodlighting apparatus. 
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Where to Get G-E Service— 


Quick service is best obtained from the nearest G-E 


pL ed 
List of G-E Factories 


Connecticut 


Bridgeport Windsor 
Indiana Maryland 
Fu. Wayne Balumore 
Massachusetts 
East Boston Everett 
Gloucester Hudson 
Lynn Pittsfield 
Taunton West Lynn 
Missouri 
St. Louis 
_ New Jersey 
Ampere Belleville 
Newark 
Roselle Park 
New York 


New York City Rochester 
Schenectady 
Ohio 


Cleveland Sandusky 
Pennsylvania 


Ene Philadelphia 
Rhode Island 
Providen-e 


“Y 


For Business in the United States 













G-E Sales Office G-E Distributing Jobber 


Alabama, Birmingham..... Matthews Elec. Supply Co. 
Alabama, Mobilet......... Matthews Elec. Supplv Co. 
eR ee 2 Oe errr 
California, Los Angelest Pacific States Electric Co. 
California, Oakbandt....... Pacific States Electric Co. 
California, San Francisco§t Pacific States Electric Co. 
Colorado, Denvert......... The Hendrie & Bolthoff Mfg. & 
Sup. Co. 
I, So. cans Kirk ded naacinmdeinsnssenoens 
Se, See CEOS oc pncwcek ths Hens eeerbadeeekeas 


Connecticut, Waterburyt... 
District of Columbia, Wash- 
BMGROM oc ces ce seeees . - National Elec’l Supply Co. 
Florida, Jacksonville “- - Florida Elec. Suuply Co. 
Florida, Tampat.... - Florida Elec. Suuply Co. 


New England Eng. Co. 


Georgia, Atlanta§ft........ Carter Electric Company 
Georgia, Savannaht....... Carter Electric Company 
Illinois, Chicago§t......... Central Electric Company 


Commonwealth Edison Co. 
Indiana, Fort Wayne............. 
Indiana, Indianapolis ...... Indianapolis Elec. Supply Co. 
Indiana, South Bendt...... South Bend Electric Co. 
OS er eer er rer a 
Iowa, Des Moines.......... Mid-West Electric Co. 
Kentucky, Louisville ....... Belknap Hardware & Manufac- 

turing Co., Inc. 

Louis‘ana, New Orleans...Gulf States Electric Co., Inc. 
Maryland, Baltimore....... Southern Electric Co. 
Massachusetts, Bostont..... shennepeigil Andrews Co. 
Massachusetts, Springfield. . SEN BOAT AS See eee 
IONE, "III, 5. na <add eck ee Ate cele Chad mconea 


Michigan, Detroit.......... Frank C. Teal Company 

Michigan, ET SII a's. inimaceiahioe naka hee oad we ean ate 

DL (DI. cc00skee nebeeved satiate Co0beraneeewban 

Minnesota, Duluth......... Northwestern Electric Equipment 
Company 


Minnesota, Minneapolist... Peerless Electrical Co. 

Minnesota, St. Pault....... Northwestern Elec. Equip. Co. 
eS ee ee ae ee ee 
Missouri, Kansas Cityt..... The B-R Electric Co. 


Missouri, St. Louis§+....... Wesco Supply Company 
Montana, Buttet........... Butte Electric Supply Co. 
Nebraska, Omaha.......... Mid-West Electric Co. 

New Jersey, Newark....... Tri-City Electric Co., Ine. 

Pe UNE, NUN: odcnde cebedes Oana ue ek sd vcatudenctén 


sales office, distributing jobber, or foreign representative 















































































Works at Ft. Wayne, Ind. Ground area, 
27% acres. Floor space, 1,290,000 sq. ft. 





G-E Sales Office G-E Distributing Jobber 


New York, Albany}........ Havens Electric Co., Inc. 

New York, Buffalo........ Robertson-Cataract Elec. Co. 
i ee ee ee 
New York City§t.......... E. B. Latham & Company 


Royal Eastern Elec’l Supply Co. 
(Also Borough of Brooklyn and 
Jamaica, L. I.) 

Sibley-Pitman Elec. —_ 


ht 8 oR ee ee eee on 
New York, Rochester...... Wheeler Green Elec’l Supp. Co. 
Pee i. IIE, 65:0. ds aureeaelésas iat eineescs. ; 
New York, Syracuse....... Mohawk Elec’! Supp. Co. 

North Carolina, Charlotte. . Elec. Supply & Equipment Co. 
Ohio, Cincinnati?.......... The Lawrence Elec. Co. 
ee eee Republic | Electric Co. 

Ohio, Columbus.......... .» The Erner & Hopkins Co. 

CE, (IR. 6 cscwansaaaod The Wm. Hall Electric Co. 

ee! Se 4. bncabeewean W. G. Nagle Electric Co. 
eR nee | ne, Soe ee eee 7 
Oklahoma, Oaklahoma CitytSouthwest G-E Co. 

Oregon, Portland+......... Pacific States Electric Co. 


ce RS ae Nee ee ere 

Pennsylvania, Philadelphia§+ Philadelphia Electric Company 
Supply Department 

Pennsylvania, Pittsburght..Union Electric Company 

See. DUE, TUN s cobdcccccrnecdsccectndce 

South Carolina, Columbiat Perry-Mann Elec. Co., Inc. 

Tennessee, Chattanooga.... James Supply Company 

eee. GA oo. hc 


Tennessee, Memphis....... Electric Supply Company 
Co a Ts el Ge ES So ee 
. el. eee Southwest G-E Co. 

; Ge WE. occ caeees Southwest G-E Co. 
Exe neesan Southwest G-E Co. 

Utah, Salt Lake Cityt...... Capital Electric Company 
Virginia, Richmond........ Southern Electric Company 
Washington, Seattlet....... Pacific States Electric Co. 
Washington, Spokane ...... Pacific States Electric Co. 
Washington, Tacoma.............. nteckeectcaneen 

West Virginia, ds 4 ive ico. bumene Rote Relekeameameee os 
III, wc sce bahonsbs vies sueebeke sxe : 


We, BI vocia.c dnc ccd d dee badiinanns deebeesd 
For Hawaiian business address Catton, Neil] & Company, Ltd. 
Honolulu. 
+No G-E Office 


+Warehouse §Service Shop 


Distributors for the General Electric Company Outside of the United States 


INTERNATIONAL GENERAL ELECTRIC COMPANY, INC. 


120 Broadway, New York, N. Y. 


eneral 


General Office 
Schenectady. NY. 


Schenectady, N. Y. 







Com 


83 Cannon Street, London 


95-413-A 


Electric 


any sins 
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good things and laughs at those who 
don't. Make money by selling comfort 
and cheer. Heatless homes are joyless places 
during cold, rainy days of Spring. When 
furnace fires go out for want of coal the 


UNIVERSAL Sunflower Heater gets in its 


warm work. 


i NORTUNE SMILES on those who sell 


The UNIVERSAL Sunflower Heater is new—an in- 
novation. It has that rare combination of usefulness 
and sightliness. It is truly handsome in design and 
finish—a heater whose beauty serves a useful purpose. 
The UNIVERSAL Sunflower Heater looks class—and 
acts it. It is a heater you can sell without explanations, 
apologies or regrets. Sell it for the satisfaction it will 
give and the profit it will yield. 


Leaf design base. Floren- 
tine Bronze finish. Highly 
burnished Copper Reflec- 
tor, Cool Handle. Heat- 
ing Unit screws into lamp 
base—easily removed to 
insert lamp for illuminat- 
ing purposes. Perfect fit- 
ting Wire Guard protects 
heating element. 


Write for Newspaper 
Ads., Folders and other 
sales help. 





LANDERS, FRARY & CLARK — New Britain, Conn. 

























Valley polyphase motors 
are made in fourteen sizes 
—l6 to 30 h. p. Valley 
single phase motors are 
made in seven sizes— \% 
to 1 h. p- 


The view below shows the 
efficient simplicity of the 
Ballman Short - Throw 
Winding. Noticethe 
absence of a com- 
pact and dangerous 
interweaving of coils. 
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A winding explanation 











District Sales Offices: 


BOSTON, MASS., - - 2 Pearl Street. 
CEDAR RAPIDS, IOWA, 217 S. First St., West. 
CHICAGO, ILL.., 1252 Monadnock Bidg. 
NEW YORK, N.Y., - 130 W. Forty-Second St. 
NIAGARA FALLS, N.Y., - ~- 311 Falls Street. 
PHILADELPHIA, PA., Room 331, 1215 Filbert St. 
ST. LOUIS, MO.. - - 110 South Tenth Street 
Sales Agencies: 
CINCINNATI, OHIO, - ~- Adams Electrical Ca, 
112 West Third Street. 
LOS ANGELES, CAL., - Dunning Iron & El. Co, 
467 East Third Street, 
SEATTLE, WASH.,- - - Star Machinery Cea, 


Second Ave. and Horton Street. 
Sales Agencies, Canad. 


CALGARY, ALBERTA, - Motor Car Supply Co, 
514 Eleventh Ave., West. 
















The Ballman Short-Throw Winding 
used exclusively in all Valley Motors re- 
duces iron and asses. This fact 
enables us sientifically on 
metal in 
which meag 
ing costs. 






ample ventilation. Cool, well-insulated 
motors give added years of steady service. 


Write for Bulletin No. 7. 
It describes all the details of 


Valley design and construction, 


3145 S, Kingshighway, St. Louis, Mo. 


ValleyMotors 
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An Elewxit, the 
flush receptacle 
which takes wall 
bracket support- 
ing plugs, chande- 
lier supporting 
plugs or ordinary 
attachment plugs, 
as desired, Elexits 
can be installed in 
all types of outlet 
bores. 


A 





wall bracket. 


LEXITS are standardized “electric exits” or 
outlets which are finished off with an incon- 
spicuous flush receptacle with either a rectangular 
or circular plate. 
The face of the Elexit receptacle is a rounded 
triangle with two parallel slots in its surface, the 
right hand slot being taller than the other. 


These slots are designed to receive either wall or 
ceiling standardized fixture-supporting plugs or the 
standardized attachment plug now found on practi- 
cally all electrical appliances. 


How Elexits are used 


Any type of wall bracket may be equipped for 
plugging into Elexits by simply attaching the wires 
to an Elexit Wall Plug. 


Most ornamental brackets are made with a bridge 
across the back. This bridge is simply slipped over 
the lip on the top of the plug, after the plug is in- 
serted in the Elexit. The curvature of the blades 
makes it impossible to withdraw the plug without 
first unhooking the bracket. 


On all other types of brackets a simple adaptor 
that fits the lip of the Elexit Wall Plug is substituted 
for the usual hickey or crowfoot. If desired, the 
adaptor may be rigidly attached to the plug, in which 
case it is only necessary to slip back the canopy in 
order to plug the fixture into Elexits and then push 
the canopy back into place. 


The chief interest in a chandelier is usually some 
distance below the point of attachment. When 
Elexits are installed in ceilings, 
their finished construction and 
appearance does away with the 
canopies which have heretofore 
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| A simple explanation of 
what Elexits are 


* “Elexit” is a name-word coined by the Electric Outlet Company, Inc., to describe any electric 
outlet equipped with a receptacle licensed under patents owned by the Electric Outlet 
Company, Inc., and conforming to carefully standardized measurements to insure uniform service. 


An Elexit Wall Plug 
for attachment to the 
wires of any type of 














































An Elexit Ceiling 
Plug, which takes 
the place of canopy 
an wiring con- 
nections, and 
makes a chande- 
lier lock itself se- 
curely by its own 
weight into an 
Elexit. 





Cap of standard at- 
tachment plug which 
fits Elexits and is now 
found on most elec- 
trical appliances. 





been necessary to hide unsightly wiring connections. 


The Elexit Ceiling Plug is therefore of finished 
appearance and may be treated as a part of the fix- 
ture-hanger. It is a split plug, one wire being at- 
tached to each half. A chandelier, equipped with 
this plug, is installed by inserting each half of the 
plug separately and hanging the fixture on the re- 
versely curved-hooks, as they are brought together. 
The weight of the fixture locks it securely. 


What Elexits Accomplish 


Elexits make lighting fixtures portable. They 
permit the expression of personal taste and individ- 
ual preference in the selection and placing of light- 
ing fixtures. 


They provide for the safe use of lighting outlets 
for a double purpose, as an appliance may be 
plugged into an Elexit if it is not being used for 
lighting purposes. 


Put Elexits in your showrooms 


Equip your salesrooms with Elexits—and attach 
plugs for Elexits to your fixtures. Demonstrating 
lighting thus becomes easy—and convincing. 


You will sell fixtures on a cash basis entirely 
apart from the wiring job itself. Sales of appliances 
will be larger because with Elexits, appliances can 
be used more readily. 


Names and addresses of manu- 
facturers licensed to make Elexit 
receptacles and appliances will 
be furnished upon request, as 
will any further details regard- 
ing the use of Elexits. 





Phantom view of an Elexit Wall Plug in 
place. A bracket mounted on this plug 
rests securely against the wall. Gravity 
takes up all play. Also showing the 
adaptor which replaces the hickey or 
crowfoot behind slip canopies. 





Etectric Ouriet ComPANY Jue. 








Phantom view of Elexit Ceiling Plug in 
place. This provides stronger support 
than the average fixture chain. The me- 
chanical strength of Elexits insures un- 
usually good electrical connections. 


119 West 40th St. New York City 
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meeting the demand for sreater 
convenience and saving of time 


Every electrician realizes the advantage of using Freeman 
Brass Shell Sockets with this Combination Cover and 
Shade Holder 


This Husk makes your installa- 
tion job easy. Wire up the 
Freeman socket as usual and 
then screw on the Husk. Give 
it two or three turns and it is on 
to stay. 


No more loose shade holders or 
wobbly fixtures and brackets. 
You have an attractive and 
mechanically perfect fixture 


job. 





Cat. No. 170 with 
Cat. No. 125 with Cat. No. 3124 Cat. No. 3124 Cover 


Cover and Shade Holder and Shade Holder 


WHAT COULD BE MORE CONVEN- 
IENT AND A GREATER TIME- 
SAVER? 


Instead of being a complicated job to attach a socket cover to a fixture, 


it is as simple as screwing in a lamp. 


I. H. Freeman Electric Company 


Trenton, New Jersey 


Exclusive Manufacturers of (F) Guaranteed Wiring Supplies 
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The Electrical Man’s Opportunity in the Printing Business 


There are printing plants all over ready to replace 
hand-operated starters and regulators with automatic 
push button control to give them greater output per 
press—less paper waste— and safety. 


The high cost of presses and labor makes this neces- 
sary—and you are the person to explain this C-H Pre-Set 
Control to him because of your experiencein electrical work. 


The Automatic Pre-Set Control provides ease of opera- 
tion so that the pressman can devote his energies and 
attention to his presswork. The push buttons are all he 
has to manipulate. He selects the most productive 
operating speed in advance. 


He'll get better register, greater uniformity, and best of all— 








New York City:—Times Building and Hudson Terminal Building; 


greater production out of his press. No time is wasted and there 
is less idle press time because the shop mechanic does not have 
to make adjustments and replacements on the controller. 


In fact this last feature has been the deciding factor in 
many plants where C-H Pre-Set Automatic Control has been 
adopted for sheet feed presses. 


THE CUTLER-HAMMER MFG. CO. 


Chicago:—323 No. Michigan 





THIS BOOKLET GIVES YOU THE 
INFORMATION YOU NEED 


The subject of printin ess con- 
trol is discussed; mnothede ef instal- 
ling and operating the controller and 
the push button stations described 
and illustrated; and five pages of 
printing press control and power data 
are included. 

The later data alone is something 
you should have in your files since it 
gives the type of motor, horsepower 
sizes, pessontoge of speed variation 
type of controller, pulley size and 
speeds. 


Pittsburgh :—Farmers’ Bank Building, Boston:—77 Franklin Street; 
Cleveland :—Guardian Building; 


Philadelphia :—Com- 
Detroit ;— 


Avenue; 
monwealth Building; 
Kresge Building; St. Louis: 








Ask for publication No. 888 or if 


Cincinnati:—Gwynne Building; 
more convenient fill out and mail 


Railway Exchange Building. 





WORKS:—MILWAUKEE AND NEW YORK. 
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Canon of Ethics 


A CANON OF ETHICS ADOPTED FOR THE 
GENERAL GUIDANCE OF THE MEMBERS OF 
THE NATIONAL ASSOCIATION OF ELEC- 
TRICAL CONTRACTORS AND DEALERS 


Section 1. Members of the Association shall regard 
themselves as being engaged in a business in which there 
is a well-defined duty and obligation toward the public and 
themselves. The business demands that members use every 
honorable means to uphold the dignity and honor of this 
vocation, to exalt its standards and to extend its spirit of 
usefulness. 


Section 2. Every member of this Association should be 
mindful of the public welfare and should participate in 
those movements for public betterment in which his special 
training and experience qualify him to act. He should not, 
even under his client’s instruction, engage in or encourage 
any practices contrary to the Rules and Regulations Safe- 
guarding Life and Property, for, as he is not obliged to 
accept a given piece of work, he cannot, by urging that he 
has followed his client’s instruction, escape the condemna- 
tion attaching to his act. Every member of this Associa- 
tion should support all public officials and others who have 
charge of enforcing safe regulations in the rightful per- 
formance of their duty. He should carefully comply with 
all the laws and regulations touching his vocation, and if 
any such appear to him unwise or unfair he should en- 
deavor to have them altered. 


Section 3. It is unbusinesslike for a member of this 
Association to assist unqualified persons to evade or to 
lend himself in the evasion of any of the recognized rules 
and regulations governing electrical work. 


Section 4. Members of this Association should expose, 
without fear or favor, corrupt or dishonest conduct and 
practices of the members of their business, and it is their 
duty to bring to the attention of the proper authorities the 
existence of electrical conditions which are unsafe to life 
and property. 

Section 5. Members of this Association owe a duty to 
the business of refusing to furnish estimates to general 
contractors who do not regard bids as final and binding 
upon which they are awarded general contracts. 


Section 6. Members of this Association shall not falsely 
or maliciously injure directly or indirectly, the business 
reputation, prospects or business of a fellow member of 
this Association. 


Section 7. Members of this Association shall not 
attempt to supplant a fellow Inember after definite steps 
have been taken toward his employment or toward the 
letting of a contract to him. Nor should they offer any 
interference in the carrying out of said contract or com- 
mission to the end that loss or damage may result to the 
fellow member. 


Section 8. Whenever disputes or differences arise 
between members, it should be the duty of the parties. to 
the controversy to submit the trouble to an arbitration of 
two disinterested members of this Association, and in the 
event of a failure to arrive at a satisfactory settlement, 
then, upon request, the Chairman of the National Associa- 
tion shall appoint a third member of the Commission ‘and 
the decision of the majority of said Commission shall be 
final and binding. 
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Code of Practice 


A CODE OF PRACTICE FOR ELECTRICAL CON- 
TRACTORS ADOPTED FOR THE GENERAL 
GUIDANCE OF THE MEMBERS OF THE 
NATIONAL ASSOCIATION OF ELEC- 
TRICAL CONTRACTORS AND 
DEALERS 


I. Contractors will submit bids for electrical work upon 
condition that a full set of plans, specifications and general 
conditions be placed at their disposal for a reasonable time, 
free of cost, for use in their office for the purpose of pre 
paring an estimate. 


Il. The standard form of contract of the American 
Institute of Architects is to be the basis used for all bids, 
unless otherwise mutually agreed upon. 


III. The contractor shall be paid monthly in cash at least 
85 per cent of the value of the materials delivered and the 
labor performed. 


IV. Each contract shall provide for the prompt pay- 
ment, and require final inspection and payment in full 
within thirty days of the completion of the work covered 
by said contract, regardless of the final settlement for the 
building as a whole or for the work of any other trade. 


V. Differences arising between the contractor and other 
parties on a contract are to be subject to, and settled by 
arbitration. 


VI. The contractor shall not be responsible for loss due 
to any delay in the execution of the contract when such 
delay is in no way the fault of said contractor. The time 
lost by reason of strikes, lockouts, fire, washouts, delays by 
transportation companies or any other cause, over which 
the contractor has no control, will be added to the time of 
completion of the work covered by the contract. 


VII. The contractor does not estimate on or include any 
charges for surety bonds, insurance not required by law, or 
any general charges for cleaning, removal of rubbish, patch- 
ing or repairing of plaster, brick or terra cotta work, break- 
ing of glass, office or telephone service, water, light, heat, 
fire insurance, use of general gangway, scaffolding, use of 
hoisting facilities, stenographer, watchman, erection of tem- 
porary structures, enclosures or stairs, or any other similar 
charge, unless mutually agreed upon in advance. 


VIII. The contractor shall not be required to cut any 
work, except his own, and shall not be required to cut, alter 
or remove his own work if due to any cause for which 
he is not responsible. 


IX. Unless specifically provided for in the contract, an 
extra charge will be made for any special finish or variation 
from the standard materials. By “standard materials” is 
meant standard materials as regularly listed by the manu- 
facturer whose product is specified. 


X. Changes in or additions to contract plans or specifi- 
cations shall be made the subject of estimate or shall be 
based on the time and materials involved. 


XI. If the regular and normal progress of the work is 
held up due to extras or changes or other causes over 
which the contractor has no control, an interference or 
interruption charge shall be made, depending on the extent 
of the interference or interruption. 


XII. A fair price will be charged for drafting or engi- 
neering services when the contractor is called upon to 
render such services. 


XIII. The contrattor shall not include temporary work 
in his estimate unless ‘the quantities are distinctly stated. 
Inno case should be included in an estimate maintenance 
or cost of current except on a percentage basis. 


XIV. “Cost” shall be understood to mean cost of mate- 











rial and labor and the administrative or overhead expense 
of the contractor. 
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Electrical Progress Through 
Scientific Research 


S the manufacturer of the recog- 
nized standard of insulated wire 
and cable for more than thirty 

years, Habirshaw makes use of research 
laboratories both to maintain its high 
position and to insure progress in 
this field. In electrica!. chemical 
and mechanical laboratories, Habir- 
shaw engineers are continuously at 
work, proving and improving all 


products and applying highly trained ~ 


scientific minds to organized research, 
in order that the way to still higher 
standards and lower production costs 
may not be obstructed. 


Similarly, through other means 
than research, Habirshaw bends every 
effort to attain its ideals of service. 
Each of the following works out to the 
interest of engineers and contractors: 


Habirshaw Engineering Service— 
is available at all times for consulta- 
tion on unusual problems of installa- 
tion. Contractors and engineers may 
call upon these field engineers for tech- 
nical cooperation ata moment’s notice. 


Volume Production—developing 
economies in manufacturing and dis- 
tributing, enables Habirshaw to main- 
tain its recognized standards and 
service at the market price. 

Western Electric Service—makes 
Habir hawswire and cable available 
in every active market in the United 
States, independent of direct ship- 
ments. Complete stocks are carried at 
strategic points. 

Habirshaw Advertising— exerts 
continuous influence upon the public, 
stimulating the interest of millions 
of readers in the utility and advance of 
electrical service, and promoting pub- 
lic confidence in the work of local 
technicians. 

“The Home Electrical,’ describing 
the many uses of electricity in the 
home, and “Industrial Electricity,” 
which answers the manufacturer’s 
question ‘‘Why electrify?” will gladly 
be supplied in quantities to qualified 
technicians for local distribution to 
their clients. Write for copies of 
these booklets. 


VV 


Habirshaw Wire 
Manufactured by 
Habirshaw Electric Cable Co.— Inc. 
Yonkers, New York 
Distributed by 
Western Electric Company, Inc. 
Offices in all principal 


HABIRSHAW 


“Proven by the test of time” | 
; Insulated Wire & Cable | 


Plus Western Electric Company's Service | 
HI GSGNOINGGD ONG NGONOS OOOO: 


| 
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EKMERSON FANS 


NOW CARRIED IN STOCK BY: 


Re Te iiasicnceaninctaincaann tail Southern Electric Supply Co. 
EE ea Walter E. Hill & Co. 
eee Neches Electric Co. 
Birmingham, Ala.____~- - Interstate Electric Co., of Ala. 
Robertson Supply Co., Inc. 

Boston, Mass.____-~ ~~ R. V. Pettingell Electric Supply Co. 
SE) 5, res Johnson-Wahle Electric Co. 
ESS eras Electric Appliance Co. 
Cooma, Cie. .nccnccm The Post-Glover Electric Co. 
oo | ee ere The Elliott Ele-tric Co. 
SS: Mississippi Electric Co. 
EN reer Electric Appliance Co. 
ee Mississippi Electric Co. 
Tri-City Electric Supply Co. 

Eeptes, Obie... .nccnnnnne The Post-Glover Electric Co. 
a eh Downing Electrical Co. 
Detroit, Mich.____---- McNaughton-McKay Electric Co. 
Miller-Seldon Electric Co. 
a Marshall-Wells Co. 
Houston, Texas___-_~-~-~ Barden Electric & Machinery Co. 
eetes Cle, Bikecnconncnen! Funsten Electric Company 
Independent Electric Machinery Co. 

OL eR See W. A. Roosevelt Co. 
I Ca, PRs: cesctnascethininttiniditabantioal Treadway Electric Co. 
Bi PR, i ets cscs cetntcicn cee California Hardware Co. 
Woodill & Hulse Electric Co. 

eR, GIR cnrisinincnascoomiidnieaiiods Peaslee-Gaulbert Co., Inc. 
Minneapolis, Minn. ___~-~~ Northland Electric Supply Co. 
ne es ee Loeb Hardware Co. 
Nashville, Tenn._ ~~ ~~~ Southern Incandescent Lamp Co. 
SE, Bic cntimnncnmand Electric Appliance Co. 


Interstate Electric Co. 
New York, N. Y.._.Manhattan Electrical Supply Co., Inc. 


Monroe Lamp & Equipment Corporation 


NN, Tia ncconsts<citedmeaneel Granden Electric Co. 

Wright & Wilhelmy Co. 
SS U. S. Electrical Supply Co. 
Philadelphia, Pa.__._---~ Elliott-Lewis Electrical Co., Inc. 
oe ae ee Iron City Electric Co. 
OS eee ee Marshall-Wells Co. 
Peasunes, Te b.o02-cceneta Union Electric Supply Co. 
eS ee eS American Electric Co. 
ae. Lewin, Me.e.ccnes= Commercial Electrical Supply Co. 


Manhattan Electrical Supply Co., Inc. 
Peerless Lighting Co., Inc. Shapleigh Hardware Co. 


, Pash: Fi dws cominccunaee Electric Supply Co. 
Sen Francicos, Cal............-.- Electric Appliance Co. 
Shreveport, La.__.__---. Interstate Electric Co. of 
Shreveport, Inc. 
aenene, Obie... snnceeae The Toledo Electric Sales Co. 
Toronto, Ont., Can____-_---~-~ McDonald & Wilson, Ltd. 
Washington, D. C.___------ Doubleday-Hill Electric Co. 
, ee The Motor Co. 


The Emerson Electric Mfg. Co. 


2018 Washington Ave., St. Louis, Missouri 
Eastern Address: 50 Church St., New York City. 
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ATLANTIC 


INSULATED WIRES 





Atlantic Insulation is 


notable for its 
dependability and maximum service. 

DOLPHIN, Code; TRITON, High 
Grade; and NEPTUNE, Extra High 
Grade, are three widely known and ex- 


tensively used Atlantic Wires. 





| If you want to build or hold a reputation 


for quality work see that “Atlantic” goes 
in the job. 


Price lists and discounts upon request. 


_ 








ATLANTIC 


Insulated Wire & Cable 


COMPANY 


New York, .N. Y. Factorv 
52 Vanderbilt Avenue Stamford, Conn. 
BALTIMORE ~ LOUISVILLE 
Electrical Sales Co., T. C. Coleman & Son, 
2 E. Redwood St. Starks % 
CHICAGO PITTSBURGH 


W. A. McCoombs & Co., 
Union Arcade Bldg. 


~ SP. PAUL 


Rank & Goodell, 
Merchants Bank Bldg. 


2054-0 


Geo. C. Richaras & Co., 
557 W., Monroe St. 
BOSTON 


A. D. Stein, Selling Agent, 
156 Purchase St. 





‘Same 
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RAVEN CORE—A Rubber 
Covered Wire of Distinction! 


Made by a house of standing. 
Specified by all the leading architects. 
Used by the Contractors who do the better grade of work. 


Can you afford to overlook it? 


NEW YORK INSULATED WIRE CO. 


Main Office: NEW YORK Factory: WALLINGFORD, CONN. 
Agencies and Branches: 
DENVER SAN FRANCISCO CHICAGO BOSTON 































BISHOP 


RUBBER INSULATED 


WIRES = (a> 
CABLES 





ee 


PRODUCTS: Insulated wire and cable for 

every transmission purpose— 

Lead Encased Cables not made to meet a price, but 

Armored Submarine Cables with the idea of rendering maxi- 

. mum service to the purchaser 

: Flexible Cables and of reflecting maximum credit 
Railway Signal Wire | to the contractor who uses it. 

Car Wire and Cables 

Automobile Lighting, Starting Safety Insulated 

and Ignition Cable Wire and Cable Co. 

114 Liberty Street 

BISHOP GUTTA-PERCHA CO) NEW YORK 


420 E.255", NEW YORK , 
= J — 
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PITTSRIING 
precio 
pacemeh CONDUIT 
SOE WTA Your Source 
; of Profit Today 


“No increase in the price you charge, but a 
bigger net profit from every job" — 


the result where you install Pittsburgh Standard, 
the patented Thread Protected Enameled. 


It reaches the job ready to install. Eliminates 
reversing couplings and running dies over pipe ends. 
Costs you no more than ordinary enameled conduit. 


Wherever Pittsburgh Standard is used 


it saves time, reduces costs, makes a bet- 





Bushed Elbow 
with Brass 
Floor Coupling 








A Few of the New Fittings Shown In Our New Catalog 


DID YOU GET ONE? IF NOT, WRITE US 


THOMAS & BETTS CO. 


63 Vesey Street New York, N. Y. 
Chicago Office: 612-626 W. Jackson Blvd. 
W. J. DOHERTY, Mgr. 
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WE MANUFACTURE 


SHIELD BRAND 


WEATHERPROOF, SLOW BURNING, ANNUNCIATOR, OFFICE 
AND MAGNET WIRES AND CABLES 










ACME, EUREKA and WIZARD IRON and WOOD BOX BELLS and BUZZERS 


Annunciators and Push Buttons. **Daisy’’ Floor Treads 





The Ansonia Electrical Company, Ansonia, Conn., U.S.A. 





Every Thing from Generator to Lamp 


H. C. ROBERTS ELECTRIC SUPPLY CO. 


1101-5 RACE STREET 321 E. GENESEE STREET 
PHILADELPHIA, PA. SYRACUSE, N. Y. 


Gee 
~~ 


ELECTRICAL SUPPLIES AUTOMOTIVE EQUIPMENT 


ANYLIGH eee SOCKET 


~ HAS MANY ADVANTAGES 


Gives ten degrees of light that you can see— 
Bureau of Standards says twenty. 




























Takes Uno Shade Holder—You carry but one 
type. 


Fully guaranteed to work perfectly under 
proper conditions. 





Mounted ten, on attractive sales-making dis- 
play card. 


PRICED RIGHT——BIG PROFIT——QUICK SALES 
Your Jobber Can Supply You or I Will 


A. HALL BERRY ‘NEW YORK, N.Y. 








“A Fitting for Every Requirement” 


—for Round Base 
Snap Switches 





Type “GSC” Unilet Complete 
With Operating Handle 


a “GS” Series of Unilets have been designed to pro- 
vide a steam, gas, dust and water-proof enclosure for 

snap switches and accommodates both 5 ani 10 
ampere switches. 


The operating handle is of rugged design and will stand 
for a lot of abuse which the ordinary switch handle would 
not. This handle is attached to a shaft which passes 
through a stuffing box securely fastened to the cover and 
by means of a fork engages a small piece of brass which is 
screwed onto switch post and operates the switch. 


This small piece of brass is regularly furnishei tapped 
for 8-32 posts, but can be furnished for 6-32 posts, etc., if 
specified. An interference on the shaft prevents the handle 
from being turned backward. 


The top cover is flanged, fitting over a lapped edge on 
the Unilet body between which is a rubber gasket. Cover 
is held in place by four screws, making it absolutely vapor, 
gas and dust-proof. Can be furnished with either Black 
Enameled or Hot Galvanized Finish. 


These Unilets, as well as numerous others, are listed in 
Catalog No. 8 ani Supplementary Bulletin 8-A; large size 
8 x 10% or pocket size 4 x 5%. Copies sent upon request. 
Write today. 


Appleton Products include 


“UNILETS,” Outlet Boxes and Covers 

@ Laundry Fittings, Locknuts and Bushings 
Y / d 

q Meter Terminal Fittings, Entrance Fittings, 


ys ““Pagrip’’ Metal Molding and Fittings, Con- 
Sp” duit Clamps and Hangers, also Switch 
Boxes 


APPLETON ELECTRIC COMPANY 


Factory and General Offices 
1704 Wellington Avenue, at Paulina 
CHICAGO 
Branch Offices: 


NEW YORK ST. LOUIS 


SAN FRANCISCO 


55 Barclay Street 917 Pine Street 509 Mission Street 
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DIXIE NO. 81 
Lock Gravity Drop Type 


GRAVITY DROP 
ANNUNCIATORS 


Reliable Quality 


The DIXIE Annunciator is easily and 
quickly installed, and especially adapted 
for homes, offices and factories where a 
moderate priced, positive acting instru- 
ment is required. 


The Edwards quality is in it. 


Dealer’s Profits 
On Edwards’ Products 
Are Always Known 


Your jobber carries them in stock 





Other Edwards Quality 
Products 


Annunciators 
Bells and Signal Gongs 
Buzzers 
Fire Alarm Apparatus 
Door Openers 
Push Buttons 











ORDER FROM YOUR JOBBER 


EDWARDS*4COMPAANY 


CHICAGO NEW YORK ATLANTA 
Monadnock Block 140th and Exterior Sts. 41 Fairlie St. 
BOSTON MINNEAPOLIS NEW ORLEANS 
10 High St. Andrus Bldg. Strand Bldg. 
DENVER 


1156 Seventh St. 
PACIFIC COAST 
J. G. Pomeroy, San Fernando Bidg., Los Angeles, Cal. 
CANADIAN REPRESENTATIVES 
Cochrane, Stephenson & Company, Ltd., Winnipeg 
The G. L. MacGillivray Co., Ltd., Montreal. 
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SEPARABLE ATTACHMENT PLUG 


MOULDED MATERIAL 


N. E. C. Standard 


660 Watts, 250 Volts 


A 





PRODUCT 


Our MESCO Products 
Catalog sent to any 
dealer or contractor on 
request. 


MANHATTAN ELECTRICAL 
SUPPLY CO., Inc. 


NEW YORK CHICAGO 
17 Park Place 114 S. Wells St. 


ST. LOUIS SAN FRANCISCO 
1106 Pine St. 604 Mission St. 
FACTORIES: 





Jersey City, N. J.— Ravenna, O.—St. Louis, Mo. 
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ELEcTRIC 


ALPHADUCT COMPANY © 


SALES AGENCIES: 


ne re 5S. B. Condit, Jr., & Co. 

m. S. Brown Electric Co. 
Philadelphia ..._-...-~~ L. P. Clark 
Baltimore Electrical Sales Co. 
I ccncvntnipeantotnal Cc. $s. B 
Pittsburgh 


rowa rd 


IEE is iacntcimnninnienil B. K. Sweeney 
San Francisco H. B. Squires Co. 
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PARANITE 


RUBBER COVERED WIRES AND CABLES 
THE STANDARD FOR THIRTY YEARS 





For all purposes. Inside, Outside, Aerial, 
Underground and Submarine Use. 


IF IT’S fp AR ANITE IT’S RIGHT 


INDIANA RUBBER & INSULATED WIRE CO. 
JONESBORO, INDIANA 


New York Representatives: 


The Thomas & Betts Co., 
63 Vesey St. New York City 


Chicago Branch: 


Indiana Rubber & Insulated Wire Co. 
210 So. Desplaines St., Chicago 





— 





























We Manufacture :— 


Rubber Covered Wire—Solid Conductor, 
Stranded Conductor, Flexible Conductor, 
Extra Flexible Conductor. 

Lamp Cords, Reinforced Cords, Heater 
Cord, Brewery Cord, Canvasite Cord, Packing- 
house Cord. 

Deck Cable, Stage Cable, Border Light 
Cable, Flexible Armored Cable. 

Elevator Lighting Cable, Elevator Operating 
Cable, Elevator Annunciator Cable. 

Switchboard Cables, Telephone Wire, 
Flameproof Wires and Cables, Railway Signal 
Wires, High Voltage Wires and Cables. 

Automobile Ignition Cables, Automobile 
Lighting Cables, Automobile Starting Cables, 
Automobile Charging Cables. 


Moving Picture Machine Cable. 


Boston Insulated Wire & Cable Co. 


Main Office and Factory: 
Dorchester District 
Boston, Mass. 
Canadian Branch 


Office and Factory: 
Hamilton, Ont. 
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“DIAMOND H" 


REMOTE CONTROL SWITCHES 


LAMINATED BRUSHES 
IRONCLAD MECHANISM 


SELF CLEANING CONTACTS 


w% “SS 


FOR 
ALTERNATING 
CURRENT 


FOR 
DIRECT 
CURRENT 


DousBLE PoLE—THREE PoLtE—Fouwr POLE 





Double Throw Combination 


For two sources of supply with common load. 


Transfers 


automatically upon feilure of one soutlce. 





Type “F” 3-Pole Back Connected 


Remote Control Switch 














Double Pole TYPE “F” Triple Pole 

Catalog Ampere List Catalog | List 

Number Capacity| Price Number/| Price 
7 | 30 $36.00 790 $43.20 
740 60 48.00 | 800 54.00 
750 75 60.00 810 67.20 
7 | 100 93.60 820 108.00 
770 150 | 108.00 &30 124.80 
7 | 200 122.40 S46 139.20 


| 





Write for Catalogue und Discount Sheet 


Made by 


THE HART MANUFACTURING CO. 


HARTFORD, CONN., 
U. S. A. 





s 












































HYGRADE ENGINEERS 


Eight technically train- 
ed and educated engi- 
neers keep Hygrade 
abreast of the times in 
both scientific knowl- 
edge and practical ac- 
complishment 





The newest result of 
their work is the Hy- 
grade TIPLESS, 50-watt 


C Clear Lamp, illus- 
trated here. This is an 


excellent lamp to use 
as a mill type lamp, 
wherever conditions are 
too rough for ordinary — pygrade s0-watt clear 
styles. riPLESS gas-filled lamp 


Exact knowledge is the basis of Hygrade 


pl oeress 


The Hygrade Lamp Company makes a 
complete line of large style tungsten lamps. 


HYGRADE LAMP CO 


. y SALEM MASS 


GENERAL OFFICE 
AND FACTORY 




















Intermediate (Red) 


RUBBER INSULATED 
WIRES AND CABLES 





National Electrical Code Standard 

Thirty Per Cent. 
Wire built the 
pervision of experienced engineers, 


skillfully and honestly manufac- 
tured with one purpose and result. 


under direct su- 


Continuous Service 


A-A WIRE CO., Inc., 


Factory—Newark, N. J. 


Sales Offices: 50 East 42nd Street, 
New York City. 
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Write for 
Sample and 


Prices i 
fe2vct(er 
REG. U.S. PAT. OFF 


weir S 


The pull socket with a LEVER that works in any 


direction and won't break off. 












The chain or lever may be removed or replaced 
without disturbing the shell. 


McGILL MANUFACTURING COMPANY 
VALPARAISO, INDIANA 














NORTON 





(D’Arsonval Type) 


The scale is well defined and therefore it is 
easy to obtain readings at a distance. 


WRITE FOR DISCOUNTS. 


The Norton Electrical Instrument Co. 


Manchester, Conn., U. S. A. 

















TODNVCUTEN EELS TULENNNNLENERNNLENONNN TENT ATTA 








3 


Ir PAYS 


oo 







Co 


PITTSBURGH 


Catalog No. 14241 
“SHALLOW” WIRELET BODY 


4. 










~.  _ HAVE YOU OUR CATALOG No. 33? 


WRITE FOR LITERATURE ON 


Chectric Ce 


PENNSYLVAN 1A Catalog No. 34451 


Steel City € 3 








“DEEP"WIRELET BODY 
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If It’s a Sherman W 
Connection the Inspector Says “O.K.” 


When the inspector fingers that tape bound connection and asks 
** What connector?**’— if the contractor says ‘‘Sherman,”* the 
inspector O.K.’s the job. Why? Because he knows the wires 
are in the right place— (for the Sherman has no ‘‘ wrong place”’ 
for the wires to go in) and he knows the wires are rigidly 
clamped in an all brass connection. 

Small wonder the Sherman is being used in enormous quantities 
—for connecting small wires of all kinds in all places. Connect 
up with the ‘‘Sherman.** Write for FREE sample. 


H. B. SHERMAN MFG. CO., Battle Creek, Mich. 


SHERMAN 


FIXTURE [Gj] CONNECTOR 


** The Screws Can’t Come Out’”’ 























This Trade Mark | 


‘Stands for Quality 


The only universal Plug 
on the market today that | 
gives you quality first, last | 
and all the time. 


Isn’t this what you want in | 
your store? | 





TYPE D 
with spring 


produced. 


T & W Electrical Mig. Co. 
‘ne | 


| 
The finest quality Plug | 
| 


| Santa Ana, Calif. 


Vol. 20, No. 6 








SWITCHBOARDS 


PANEL BOARDS 


STEEL CABINETS 


KNIFE SWITCHES 


LET US 


REQUIREMENTS. 
WM. WURDACK 


a — eter’ 


<w> WURDACK <> 


ELECTRIC MFG. COMPANY 


ST. LOUIS, MO. 






































“The Progressive Electrical 
Supply House” 


Distributing Jobbers of 


Electrical Supplies 


& Equipment 


AMERICAN ELECTRICAL 


SUPPLY CO. 


953-955 Washington Blvd. 


Chicago, Ill. 
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RUBBER COVERED CODE WIRE AND LAMP CORD 


BARE COPPER STRANDED CABLES 


ROUND, COTTON, SILK 
SQUARE OR ENAMEL 
AND FLAT 


MAGNET WIRE 





“You get our personal attention on all orders. 


ROME WIRE COMPANY, ROME, N. Y. 











ADJUSTABLE 
THE NEW (Ge="4== “GROUND CLAMP 


—— 


Conforming to all the code requirements, tinned finish, listed with approved fittings. 
Made of the new size copper. Note how the wire is held. Even with a poor soldered 





joint a good connection is made. t 
Price Unit Standard ow ER 
No. Size Pipe Each Package Package >a % \3 ) ae 
61 3-8 to 1 20c 50 200 $5 Ney, or 
62 3-8 to 2 25¢ 50 200 5 On, weet 
Patent Pending 63 3-8 to 3 30c 50 200 3° 0, ow 









































; if 
NO MORE SPUTTERING SQUEAKY 


COMMUTATORS 


You'll be proud of the 
appearance, condition and 
performance of your gen- 
erator and motor commu- 
tators if you equip them 
with “No-Spark” Carbon 


scuwarzeCY CLONE BELLS 


A Quality Product at LOWER PRICES 


Approved by The Underwriters’ Laboratories - 


FOR OPERATION 





FROM 

Brushes. 

These smooth-wearing B 
brushes are practically attery 
frictionless and of the cor- 
rect and even corductivi- 110 Volt D. C. 
ty and hardness to meet 
the needs of the service Transformer 


specified. 

They eliminate sparking, scoring and undue 
wear, insuring higher operating economy and 
fewer repairs. 

They will not crumble, crack or break. In, 
many cases they have outlasted three or four 
sets of ordinary brushes. Users are enthusi- 
astic in their praise. 


110 Volt A. C. 


Write for Bulletin and 


Price Sheet 
tes 





Manufactured by 
SCHWARZE ELECTRIC CoO., 
Adrian, Mich. 
Distributors 


ELECTRICAL SALES COMPANY 


Boston New York Chicago Philadelphia 
Pittsburgh Minneapolis 


Let us prove our claims to you. 
Write today for interesting bulletins. 


CALEBANGH SFLF-LUBRICATING CARBON CO. 
1503 Columbia Ave. - Philadelphia, Pa. 
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Take it with you 











N. E. C. House Wires 
Switchboard Cables 
Car Wire and Cable 
Packing House Cord 

Elevator Cable 
Twin Conduit Wire 


on every job 


































Theatre Cable The only logical place 
Lamp Cord to cut, thread and bend 
Portable Cord 


pipe or conduit, is on | 


Fixture Wire, etc. the job 


Often times there is | 
no place to attach your | 
vise and a trip back to | 
the shop is necessary. 











———— 


STANDARD Rubber Insulated Wires 


include a complete line of products to suit 
every class of service. 


| 
All this waste of | 
time can be eliminated | 


by the use of 









. ad . . . . 
Their superior quality and reasonable price The Martin Vise Stand and Pipe Bender 
enable the contractor to make a fair profit and This device consists of a stand made On the rear end is a heavy casting 
. of No. 16 sheet iron, with detach- by which pepe conduit from ¥% 
guarantee a dependable and durable job of ' Age : to % inch in diameter can be bent. 
+s able legs, made of % inch pipe. The pipe positively will not kink. 
wiring. When the stand is set up, the legs The rear legs on the stand are at 
IVrite our nearest office jor slip into the sockets. On the front an angle so that great pressure may 


be exerted down on the pipe with- 











Kubber Insulated Wire Bulletin No. 500 end is vise, which holds the pipe out tilting or upsetting the stand. 
' for cutting or threading. Two dif- Requires no bolts, screws or fasten- 
~ ferent styles of vise can be fur- ing to hold it down. Weighs but 
Standard Underground Cable Co. A nished; the hinge vise or the chain 45 lbs., and easily carried from job 
e vise. to job. 
Pittsburgh Write for descriptive circular and prices. 
Boston Washington Philadelphia Seattle Chicago Minneapolis 
New York Detroit Los Angeles San Francisco Salt Lake City ELECTRIC APPLIANCE COMPANY 
St. Louis Kansas City CHICAGO DALLAS SAN FRANCISCO NEW ORLEANS 
For Canada: Standard Underground Cable Co. of Canada, Limited, | 
Hamilton, Ont. 




















‘Kanu Canopy Insulator 

















The Contractor 


wants a conduit with clean threads and 
smooth interiors so that he can install and 
fish it easily. And for the sake of his cus- 
tomer he wants a conduit protected from 
rust. 


Clifton Conduit 


Enameled or Galvanized, 





is a practical conduit exactly suited to the 
contractor's needs. It is made from high- 
grade steel pipe carefully enameled or gal- 
vanized to protect it from corrosion. And 
the threads are sharp. 


Clifton Manufacturing Co.| | arTHUR F. STANLEY 


Approved by Underwriters’ Laboratories 


Can be applied to canopy without the 
use of tools 
in rolls of 10 feet. 


NEW YORK, 26 Cortlandt Street SELLING AGENT 
BUFFALO, 34 Sayre Street 
SAN FRANCISCO, 509 Mission Street West & Hubert Sts. New York 


Friction Tape. Splicing Compound. Telephone 5200 Canal 




















—, 
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25 H. P. Direct Connected to Centrifugal Pump 
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REPULSION START—INDUCTION 
SINGLE PHASE MOTORS 


have for years been rendering eco- 
nomical and efficient service to many 
users. [heir past records substan- 
tiate that Keep-A-Running ability 
so characteristic of the line. 


Ratings ; 


1/10 to 40 H. P. 


CENTURY ELECTRIC CO. 


ST. LOUIS, MO. 
Sales Offices in Principal Cities 






5 


r 





) 











| | 














The Policy 


of Lynton T. Block & Co. is to 
issue the most satisfactory and 
comprehensive insurance to be 
had anywhere— 


Furnishing absolute  protec- 
tion at cost. 


Embodying all the standard 
features and more. 


Selling at established rates. 


Returning savings at the end 
of the policy period. 


Giving a claims service that is 
not equalled elsewhere. 


It is an honest policy, carried 
out in an honest way and gives a 
square deal under all conditions. 


This forms the creed of every 
member of the organization and 
has built up the reputation of 
Lynton T. Block & Co. until it 
is one of the best and most 
favorably known in the Missis- 
sippi Valley. 


























Insurance at 


Cost 





W orkmen’s Compensation 
Employers’ Liability 
Public Liability 

. Teams Liability 
Contractors’ Liability 
Elevator 
Automobile 
Fire Insurance 


LYNTON T. BLOCK & CO. 
UNDERWRITERS OF ST. LOUIS 
Operating 
Utitities Inpemniry & Fire ExcHANGES 
EmpLoyers INDEMNITY CORPORATION 


Chamber of Commerce Building, St. Louis 
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BOSS HICKEY 

















DANDY 
BENDER 














Mr. Contractor, you need efficient conduit tools! 


THE AUSTIN LINE stands foremost as the 
largest practical line of conduit bending devices 
in America. We have a tool to answer every 
requirement. 

Specify AUSTIN and be assured of the best 
that can be had. 

We will replace Free of Charge any Austin 
Adjustable or Bull Dog Conduit Hickey that 


breaks within one year. 


The M. B. Austin Company 


108-116 So. Desplaines St. Chicago, Ill. 

















AUSTIN ADJUSTABLE 











SPECIFY AUSTIN 
CONDUIT FITTINGS 
AND ACCESSORIES 


















































HICKEY 
REX BENDER 
SOME OF OUR SOCKETS 
MANUFACTURED 
PRODUCTS e _ 5A , 
Aeyiess 
ANNUNCIATORS Pull Chain 
= : i ‘ All Finishes 
ouse 
Hotel Electrical Supplies and Specialties — ze aranws 
ospita 
Elevator Sockets Cabinets 
Marine Boxes 
Wood or Metal Systems for Current or 
All Styles of Storage Battery 
Drops and Resets SHADES 
BELLS 
— Metal Shades of All 
Iron Box Descriptions 
} say al LETTER BOXES 
Skeleton ee 
Vibrating of All Descriptions 


Single Stroke 

Weatherproof 

Electro-Mechanical 
BUZZERS 


Iron Box 
Wood Box 


PUSHES 
Wood 
Metal 
Desk 


All Finishes 








y 
QUALITY pe.ius SAFETY 


KEY 
KBYLESS 
PULL CHAIN 


Highly Systematized Manufacture. 
Specialization of designers for the various articles we raar- 
ket, discriminating selection of materials end years of manu- 
facture, enable us to keep OSTRANDER PRODUCTS 

supreme in their field, invincible in SERVICE. 


Pull Chain 


FLOOR COX#S 


SPEAKING TUBE 


Tin Trbe 
Flexible Tube 
Whistles 
Elbows 
Collars 

es 





BURGLAR ALARMS 

SSS 
Door Springs 
Window Springs 
Transom Springs 


TANK ATl.ARMS 


THE OSTRANDER PRODUCTION is on a firm, sraooth running basis which assures adequate 
supply for the big demands which are sure to be made for our equipment. 


a BROOKLYN PHILADELPHIA CHICAGO BALTIMORE SAN FRANCISCO ST. LOUIS DETROIT - 


371 Broadway, New York 
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Hotel, House, Car 


Self-Restoring 
Individual Set-Back 


Telephone Systems 
Fire Alarm Systems 


Etc., Etc. 














nee anwncutors | Arnnunciators and F/lectrical 
wo House Goods 


Manufactured by 


Return Call Systems PARTRICK & WILKINS CO. 


Established 1867 


Hospital Systems 51 N. Seventh Street, Philadelphia 
Apartment House 
Systems Our Annunciators and House Goods in-Stock 


and for Sale by Dealers Everywhere 

















Have you something very 
dificult to make or repair— 
requiring the use of Solder 


That is the time you need 
A CAN OF 


YAGER’S SOLDERING 


SALTS OR PASTE 





¥% |b., 1 Ib., 5 Ib. cans 2 oz., 8 oz., 16 oz. cans 
AT YOUR JOBBERS 
ALEX. R. BENSON CO., Inc., HUDSON, W. Y. 











LITTLE GIANT screw streves 


Weight 5 Ounces, Holds 2 Tons (Gov't Test) 


Made of lead, so screw cuts its own thread; starts to ex- 
pand at first turn and expands evenly full length; unbreak- 
able—rust proof. 


STRONGEST LITTLE THING IN THE WORLD 














Safe, durable and con- 
venient. For Cable or 
Conduit % to 24” 
Japanned or Galvanized 
Steel. 

Porcelain Bushings where 


needed. 





MINERALLAC 
CABLE AND CONDUIT HANGERS 


One-hole pipe, conduit or 
cable clip. Rigid, strong 
and light. Galvanized. 
Ribbed and bossed. 


Your Iter Hos Them IRE CLIPS 


For open wiring and where runs of cable or 









































ment. 


make useless a whole knob. 





on the same plane. 


Catalog 








Two Sizes, Strong, Light, Neat 


“BUCKEYE” NEW SPLIT KNOB 


Manufactured under Bower Patent No. 995838 
The Buckeye Knob is interchangeable, Counting of pieces and matching tops 
and bottoms eliminated. It is interlocking and cannot twist nor get out of align- 


Every piece being exactly alike, the breaking of one does not destroy or 
The wire grooves are deep and hold the wire firmly without injuring insu- 


lation, installed;with either screw or nail. 
Send for ~ The Buckeye is the only Interlocking Reversible Knob having two grooves 


The Findlay Electric Porcelain Co., Findlay, O. 


POINTS OF EXPANSION For use in conduit are installed in exposed positions, de- 
Brick, Concrete, Marble manding a neat appearance. 
or Slate 
STANNARD MF. CO. MINERALLAC FLECTRIC COMPANY 
379 ALLEN STREET 
SPRINGFIELD, MASS. 1043-45 Washington Blvd. Chicago, Ill. 
» 
























{| HELP WANTED 





ELECTRICAL CONTRACTOR-DEALER 


_THE MARKET PLACE 


To Buy or Sell Used Material {Gimme 


For Help Wanted 


For Situations Wanted 


RATE : 


Vol. 20, No. 6 





selling electric supplies and doing electri- 


cal work. Stock invoicing about $10,000. 
Last year’s sales $38,000. Good location, 
rich mining community. Will consider 


Wanted—A man competent to manage a O P partnership, Address : Wakefield Electric 
small business as_ electrical contractor- ne $1 00 er Company, Dept. K, Wakefield, Michi- 
dealer under supervision. Previous experi- ” Insertion gan. It-4 


Inch 











ence as contractor required. Applicants F ae , 

: “or Sale—Ar sctrical c 

should give antecedents, experience, quali po mT rm rm satel Medion in piper rine aes and 
C ' . ‘ sines a prc ssive Texas town 

fications and re is te spe ; hs Oppor-| Wanted—An up to date electrical eon-|of 20,000 population. Annual _ business 

tunity for a qualthed man. ddress: BOX) tractor who can take full charge of wiring 


N, care ExvecrricaL ContTractor-DEALER, 
15 W. 37th St., New York City. It-4 





Want-d—We have two positions open for 
two live salesmen with experience. One 
for city and one t otravel Southern Indiana; 


department. Must be able to invest three 
to five thousand dollars. This location is 
an lowa city of about sixty thousand. 
Must come well recommended and qualify 
as first class contractor. Address: Box L, 
ELECTRICAL CONTRACTOR-DEALER, I5 


around $100,000. Will require about $20,000 
to handle. Address: P. Box 564, 
Amarillo, Texas. tf-12 


For Sale—One 30 Kw. 3 phase 60 cycle 
220 volt Westinghouse Alternator, 1200 


od , : Tee canes care R. P. M ‘arly new. One G. E mF. 
one acquainted in this Indiana territory pre- ek ai, Giveet Mew Voeke Ce 3] R. P. M., nearly new. One G, E. to H. P. 
ferred. None but live ones need apply. M est 37th Street, New York City. sig spil ring, 220 volt 3 phase goo R. P. M. with 
Good salaries open to the right parties. Wanted: Copies of the January number controller, 60 cycles. One 5 H. P. 3 phase 


Apply at once. Address: Harry I. Wood 
Electric Co., 514 West Main Street, Louis 
ville, Ky. It-4 





WANTED 


of the Electrical Contractor-Dealer maga- 
zine. Due to an unusual large demand for 
that issue the office supply is entirely ex- 
hausted. Send in your January number and 
we will set your subscription two months 





60 cycle, 220 volt G. E., 
Also one 10 H. P. and one 32 volt % H. P. 
motor. One % Kw. 36 volt generator, and 
also 100 watt 40 volt generator. Address: 
Harley D. Carpenter, Meadville, Pa. It-2 


goo R. P. M. motor. 


ahead or pay 20 cents each. Address: " - 

Wanted—Having opened business as a] Frecrric a CONTRACTOR-DEALER, I5 West _For Sale—One 10 H. P. 60 Cycle, 220 
contractor-dealer, specializing in industrial] .-th Street. New York City. : tf-3 Volt, 2 Phase, Robbins-Myers 1200 R. P. M. 
light and power installation, fixtures and | + ‘ > »|new motor. One LO H. P. ditto, 1700 
supplies, washing machines, vacuum clean- R. P .M._ One second hand 25 H. P. 60 
ers, irons, and other applianees, I wish to FOR SALE Cycle, 3 Phase, 1700 = OCG 
have a complete collection of trade cata- Westinghouse motor. Two second hand 





logs. Manufacturers of materials and ap- ‘ 3 H. P. 60 Cycle, 3 Phase, 1200 R. P. M. 
pliances are asked to send their catalogs For Sale—Well established hardware, | € S Westinghouse motors. Address : 
to the following address: Louis Feldman,| auto accessories and electric supply store} Clarence W. Beckley, 100 Liberty Street, 
435 Orange Street, Newark, N. J. tf-10| in Northern Michigan. Only store in city} Warren, Pa. tf-11 


UPURURURL RRR a a eer F 




















U HARD VULCANIZED 
. - tu e “ . 
Cutout Boxes in All Sixes G1 | Fibre Specialties 
° ° 2 
at Lowest Prices — Quick! Us 
: fu WELL EQUIPPED CHICAGO FACTORY 
LET US really show you what quick- FT z : 
qcervice and uniform high-quality 7 Washers, Discs, Bushings, 
ct é ° ro ver- 4 
iy unae of Gants Mies sae aon Z Smooth Blocks and all Special Shapes 
ship at once the most popular sizes. 


“Service,” Our Motto 


RUSSELL SPECIALTY MFG. Co. 


Other sizes shipped in only a few days 
after receipt of order. Why not tie-up 
with a reliable house that appreciates the 
meaning of “Quality-Price, and Service?” 








nanan 2n2iaiatateatai=ani, 
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a Remember our name—All-Steel-Equip. fu 2944 West Lake Street 
J CHICAGO, ILL. 
ia ALL-STEEL-EQUIP COMPANY  & : 
= 1015 John St., Aurora, Ill. fui 
n ft 
J 
i We also manufacture U BUY ELECTRICAL SUPPLIES 
wi pos a ony cts, Uo From Electrical Supply Jobbers 
U Pipe Straps and re- ue See Below and Following Pages 
lated electrical special Uc 
us ties. =I4 
Sin aa “Peco Contact” 
Sil OA Issued Monthly. _ Subscription Free. 
ain ° ei Tells you who we are, what we have and how we do 
a l-E Us it, better than we can here. DO YOU WANT IT? 
7 quip & Ly; 
: D ledinont 
nee ae pectic cod 
u m 
THe Ue VeUeUe Ue eLeLeLe ie ieLeIeieieierenett iain sinclar tact 
ANSTisnatoaviIaIaatanI III III VIII 
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“Buy Electrical Supplies from Electrical Supply Jobers” 


QUICK REFERENCE LIST for the Convenient Use of Contractor-Dealers, in which Electrical 
Supply Jobbers in various Sections invite Your Patronage 








Deal with a jobber that has always recognized the 
electrical contractor and where you can depend 
upon 


HIGHEST GRADE OF ELECTRICAL 
MATERIALS 


Right Prices and Immediate Delivery 


Baltimore Electrical Supply Co. 


BALTIMORE, MD. 


ELECTRIC SUPPLY & EQUIP. CO. 


Warehouses 
HARTFORD 


ALBANY 


SCRANTON 
READING 
Sales Offices 
1270 Broadway, New York City. 


Wholesale Only Policy 


Established 10 B. G. (Before Goodwin). 








Yours for Co-operation 


Brooklyn Electrical Supply Co. 
56 Myrtle Ave., Brooklyn, N. Y. 





LARGE STOCK PROMPT SHIPMENT 


Oldest and Largest Electrical 
Supply Jobbers in New Jersey. 
Newark Electrical Supply Co. 


“The House of Quick Service” 


223 Market Street Newark, N. J. 








25 YEARS’ RELIABLE SERVICE— 


Complete Stocks, High Grade Electrical Supplies, 
LX.L. Rubber Covered and W.P. Wires, Benjamin, 
Hubbell and Arrow E Specialties, Unilet Conduit Fit- 
tings, Edison Mazda Lamps, Manning Bowman Heat- 
ing Devices, Crystal and Rotapex Washing Machines, 
Sweeper-Vac and Apex Cleaners, Simplex Ironers, 
Gould Storage Batteries, Radio Supplies, etc. 


DOUBLEDAY-HILL ELECTRIC CO. 


WHOLESALE 


Pittsburgh, Pa. Washington, D. C. 


ROBERTSON - CATARACT 
ELECTRIC COMPANY 


HE largest wholesalers of depend- 
able electrical merchandise, appar- 


atus and line materials between Boston 
and Chicago. 


BUFFALO NEW YORK 








SOUTHERN ELECTRIC COMPANY 


—DIstTRIBUTING JoBBERS— 


Electrical Merchandise 


Household Labor-Saving Appliances—Lighting Fix- 
tures for Home, Office and Factory—Edison Mazda 
Lamps—Wiring Supplies, Etc. 


BALTIMORE, MD. RICHMOND, VA. 


For Service— 


RUMSEY ELECTRIC COMPANY 


1007 ARCH ST., PHILADELPHIA 


Distributors 


Electric Supplies and Machinery 














VER Forty Years of Constant Obser- 
vation and Study of Your Require- 
ments in Electrical Supplies. 


National Electrical Supply Company 


DISTRIBUTORS—JOBBERS 
1328-30 New York Ave., Washington, D, C. 


More than 100,000 Square Feet of Floor Space. 
Large Stock. Prompt Shipments. 
QUALITY! SERVICE! 








IF A “WHOLESALE ONLY” POLICY—A 
PRICE CONSISTENT WITH QUALITY AND 
A “SAME DAY SERVICE” MERITS YOUR 
- USINESS 

Send Your Orders to the 


Union Electric 


60 Pine Street, 


Supply Company 


Providence, R. I. 
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issue. 


guarantee of satisfaction. 


BUYERS’ GUIDE 


of some of the products manufactured by the concerns advertising in this 
To be listed here is a badge of reliability. To buy from here is a 
When you buy from here please mention the 
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GLASSWARE 

Ivanhoe-Regent Works. 

National X-Ray Reflector Co. 
GUARDS, LAMP 

Hubbell, Inc., Harvey. 

McGill Mfg. Co. 

V. V. Fittings Co. 
HANGERS, ARC LAMP 

Cutter Co., Geo. 

General Electric Co. 
HANGERS, CONDUIT AND CABLE 

Po amare Elec. Ce. 








ADAPTERS, LAMP 
Bryant Elec. Co 
General Elec. Co 
Hubbell, Inc., Harvey 
ADJUSTERS, CORD AND LAMP 
Austin & Co., M. B 
Condit Eleci. Mfg. Co 
Crouse-Hinds Co 
McGill Mfg. Co 
ALARMS, BURGLAR, FIRE 
Conn. Telephone & Elec. Co 
Crouse-Hinds Co 
Edwards & Co., Inc. 
Partrick & Wilkins Co. 
Stanley & Patterson. 
Western Elec. Co. 
ANCHORS, GUY, ALSO RODS 
Crouse-Hinds Co. 
Johns-Manville Co., H. W. 
Richards & Co., Geo 
ANNUNCIATORS 
Ansonia Elec. Co 
Conn. Telephone & Elec. Co. 
Edwards & Co., Inc. 
Ostrander & Co., W. R. 
Partrick & Wilkins Co 
Stanley & Patterson 
ARRESTERS, LIGHTNING 
General Elec. Co. 
Westinghouse Elec. & Mig. Co. 
ATTACHMENTS, SOCKET 
Hubbell, Inc., Harvey 
BATTERIES, DRY 
Manhattan Elec. Supply Co. 
Stanley & Patterson. 
BELLS, ELECTRIC 
Ansonia Elec. Co 
Connecticut Tel. & Elec. Co. 
Edwards & Co., Inc. 
Electric Appliance Co. 
Electrical Sales Co. 
Manhattan Elec. Supply Co. 
Ostrander & Co., W. R. 
Partrick & Wilkins. 
Stanley & Patterson. 
BENDERS, CONDUIT 
Austin & Co., M. B. 
Steel City Elec. Co 
Thomas & Betts Co. 
BLOCKS, MOLDING 
Gillette-Vibber Co. 
Mutual Elec. & Mach. Co. 
Roberts Elec. Sup. Co., H. C. 
Vv. V. Fittings Co. 
BOLTS, COPPER AND BRASS 
Mutual Elec. & Mach. Co. 
BOLTS, TOGGLE 
Cutter Co., Geo. 
National Metal Molding Co. 
BOXES. CONDUIT 
Adapti Mfg. Co. 
American Wiremold Co. 
Appleton Elec. Co. 
Austin & Co., M. B 
Chicago Fuse Mfg. Co. 
Columbia Meta! Bux Co. 
Crouse-Hinds Co. 
Cutter Co., Geo. 
Hart Mfg. Co. 
National Metal Molding Co. 
Sprague Elec. Works. 
Steel City Elec. Co. 
Thomas & Betts Co. 
Vv. V. Fittings Co. 
Wurdack Elec. Mfg. Co. 
BOXES, FLOOR 
Frank Adam Electric Co. 
Crouse-Hinds Co. 
Sprague Elec. Works. 
Stanley & Patterson. 
Steel City Elec. Co. 
Thomas & Betts Co. 
Westinghouse Elec. & Mfg. Co. 
BOXES, MANHOLE (JUNCTION) 
Frank Adam Electric Co. 
Crouse-Hinds Co. 
W Fuse Co. 
General Elec. Co. 
Johns-Manville €o., H. 
BOXES, METER PROTECTING BOXES 
Crouse-Hinds Co. 
General Elec. Co. 
BOXES, PULL 
Columbia Metal Box Co. 
Crouse-Hinds Co. 
BOXES, WOOD OR CABINET 
Crouse-Hinds Co. 
Stanley & Patterson. 


BRACKETS, TELEPHONE 
Stanley & Patterson. 
Western Elec. Co. 


BRUSHES, COMMUTATOR 


Calebaugh Self-Lubricating Carbon Co. 


BRUSHES 
Cutler-Hammer Mfg. Co. 
General Elec. Co 

BUSHINGS, BOX AND CABINET 
Fralick & Co., S. R. 
Pass & Seymour. 
V. V. Fittings Co. 
Westinghouse Elec. & Mfg. Co. 


CABINETS, METAL 


Frank Adam Electric Co. 
Columbia Metal Box Co. 
Cutter Co., Geo. 


Mutual Elec. & Mach. Co. 
Thomas & Betts Co. 
Wurdack Elec. Mfg. Co. 


CALLS, CARRIAGE 
Johns-Manville Co., H. W. 


CHARGING OUTFITS 
Cutler-Hammer Mfg. Co. 
General Elec. Co. 

Robbins & Myers Co. 
Westinghouse Elec. & Mfg. Co. 


CIRCUIT BREAKERS, AUTOMATIC 
Condit Elecl. Mfg. Co. 
General Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


CLAMPS, CABLE SUPPORTING 
Steel City Elec. Co 


CLAMPS, GROUND CONNECTION 
Columbia Metal Box Co. 
Condit Elecl. Mfg. Co. 
Fralick & Co., S. R. 

General Elec. Co. 
Gillette-Vibber Co. 

Hart Mfg. Co 

National Metal Molding Co. 
Sprague Elec. Works. 
Thomas & Betts Co. 

CLAMPS TEST 
Appleton Elec. Co. 

CLEANERS, VACUUM 
Apex Electrical Distributing Co. 
Edison Elec. Appliance Co. 
Western Elec. Co. 

CLIPS, FUSE 
Mutual Elec. & Mach. Lo. 

CLUTCHES, MAGNETIC 
Cutler-Hammer Mfg. Co. 

COILS, CHOKE 
General Elec. Co. 

Westinghouse Elec. & Mfg. Co. 


COLORING AND FROSTING, INCAN- 


DESCENT LAMPS 

McGill Mfg. Co. 
CONCENTRIC, WIRING FITTINGS 

General Elec. Co. 
CONDENSERS, TELEPHONE AND 

TELEGRAPH 

Connecticut Tel. & Elec. Co. 

Western Elec. Co. 
CONDUIT, INTERIOR 

Alphaduct Co. 

American Circular Loom Co. 

American Wiremold Co. 

Clifton Mfg. Co. 

Enameled Metals Co. 

National Metal Molding Co. 

Saylor Elec. & Mfg. Co. 

Sprague Elec. Works. 

Steel City Elec. Co. 

Trumbull Elec. Mfg. Co. 
Tubular Woven Fabric Co. 
CONDUIT, UNDERGROUND 

Johns-Manville Co., H. W. 
CONDULETS 

Crouse-Hinds Co. 
CONNECTORS, BRASS CYLINDER 

Bryant Elec. Co. 

Frankel Connector Co. 

Trumbull Elec. Mfg. Co. 
CONNECTORS, EXTENSION CORD 

Hubbell, Inc., Harvey. 
CONNECTORS, FIXTURE 

H. B. Sherman Mfg. Co. 
CONNECTORS, SLEEVE 

Bryant Elec. Co. 


CONNECTORS, SOLDERLESS 
Columbia Metal Box Co. 
Dossert & Co. 

Frankel Connector Co. 
Westinghouse Elec. & Mfg. Co. 

COOKING UTENSILS, ELECTRIC 
Edison Electric Appliance Co. 
Landers, Frary & Ciark. 
Manhattan Elec. Supply Co. 
Westinghouse Elec. & Mfg. Co. 

COUPLINGS, SHAFT 
General Elec. Co. 

CUTOUTS 
Bryant Elec. Co. 

Chicago Fuse Mfg. Co. 
Columbia Metal Box Co. 
Condit Elecl. Mfg. Co. 
Crouse-Hinds Co. 

Cutter Co., Geo. 

D & W Fuse Co. 

Freeman Elec. Co., E. H. 
General Elec. Co. 
Johns-Manville Co., H. W. 
Pass & Seymour, Inc. 
Trumbull Elec. Mfg. Co. 
Westinghouse Elec. & Mfg. Co. 

DECORATIVE LIGHTING 
General Elec. Co. 

Holophane Glass Co. 

DRIERS, HAIR 
Landers, Frary & Clark 

DYNAMOMETERS 
Sprague Elec. Works 

ELEVATOR SAFETY DEVICES 
Cutler-Hammer Mfg. Co. 

FANS, DIRECT CURRENT 
Western Elec. Co. 
Westinghouse Elec. & Mfg. Co. 
FANS, HANGERS 
Adam Electric Co., Frank 

FANS, MOTOR 
Century Elec. Co. 

Emerson Elec. Mfg. Co. 
General Elec. Co. 

Manhattan Elec. Supply Co. 
Robbins & Myers Co. 

Sprague Elec. Works. 
Westinghouse Elec. &@ Mfg. Co. 

FIBRE 
Russell Specialty Mfg. Co. 

FITTINGS, FIXTURE, IRON 
Appleton Elec. . 

Austin & Co., 

Beardslee Ghent Mfg. Ce. 
Benjamin Electric Mfg. Co. 
Bryant Elec. Co. 
Crouse-Hinds Co. 

Cutter Co., Geo. 

Electric Appliance Co. 
General Elec. Co. 

National Metal Molding Co. 
National X-Ray Reflector Co. 
Sprague Elec. Works. 

Steel City Electric Co. 
Trumbull Electric Mfg. Co. 

V. V. Fittings Co. 
Westinghouse Elec. & Mfg. Co. 
FIXTURES, SHOW CASES AND 

WINDOWS 


Benjamin Electric Mfg. Co. 
Holophane Glass Co. 
National X-Ray Reflector Co. 
FIXTURE STUDS 
Fralick & Co., S. R. 
FLOOD LIGHTS 
Crouse-Hinds Co. 
FURNACES, ELECTRIC 
General Electric Co. 
FUSES, ENCLOSED 
Austin & Co., M. B. 
Bryant Electric Co. 
Bussmann Mfg. Co. 
Chicago Fuse & Mfg. Co. 
Condit Electrical Mfg. Co. 
D & W Fuse Co. 
Federal Sign System (Electric) 
General Electric Co. 
Johns-Manville Co., H. W. 
Westinghouse Elec. & Mfg. Co. 
FUSES, OPEN LINK 
General Electric Co. 
FUSES, TELEPHONE 
Western Elec. Co. 
GENERATORS, LIGHT AND POWER 
Emerson Elec. Mfg. Co. 
General Electric Co. 
RoLbins & Myers Co. 
Sprague Electric Works. 
Westinghouse Elec. & Mfg. Co. 





bia Metal Box Co. 

Condit Electrical Mfg. Co. 

Minerallac Elec. Co. 

Pass & Seymour, Inc. 

Steel City Elec. Co. 

Thomas & Betts Co. 
HANGERS, FIXTURE AND BOX 

Austin & Co., M. B. 

Cutter Co., Geo. 
HANGERS, LAMP 

Bryant Elec. Co. 
HEATERS, AIR, WATER, METAL, 

Cutler-Hammer Mig. Co. 

Edison. Electric Appliance Co. 
HEATERS, INDUSTRIAL SERVICE 

Cutler-Hammer Mfg. Co. 
HEATERS, LIQUID 

Edison Electric Appliance Co, 

General Electric Co. 

Landers, Frary & Clark. 

Westinghouse Elec. & Mfg. Co. 
HEATING DEVICES 

Edison Electric Appliance Co. 

Westinghouse Elec. & Mfg. Co. 
HOLDERS, SHADE 

Holophane Glass Co. 

Hubbell, Inc., Harvey. 

National X-Ray Reflector Co. 
HOLDERS, BATTERY 

Ostrander & Co., W. R 

Stanley & Patterson. 
HORNS, ELECTRIC 

Johns-Manville Co., H. W. 
IGNITION OUTFITS 

Western Elec. Co. 
INSTRUMENTS, INDICATING 

General Electric Co. 

Norton Electrical Instrument Ce. 

Westinghouse Elec. & Mfg. Co. 
INSTRUMENTS, LAMP TESTING 

General Elec. Co. 


INSTRUMENTS, MINIATURE SWITCH. 
BOARD 


General Elec. Co. 
Norton Electrical Instrument Ce. 
Westinghouse Elec. & Mfg. Co. 


INSTRUMENTS, POCKET 

Connecticut Tel. & Elec. Co. 
INSTRUMENTS, RECORDING AND 

CURVE DRAWING 

General Elec. Co. 

Westinghouse Elec. & Mfg. Co. 
INSTRUMENTS, TESTING 

General Elec. Co. 

Westinghouse Elec. & Mfg. Co. 


INSULATORS, CANOPY 
General Elec. Co. 


INSULATORS, HIGH VOLTAGE 
General Elec. Co. 
Westinghouse Elec. & Mfg. Co. 
INSULATORS, TREE 
Cutter Co., Geo. 
IRONS, CURLING 
Edison Electric Appliance Co. 
Landers, Frary & Clark 
Westinghouse Elec. & Mfg. Co. 
IRONS, PRESSING 
Cutler-Hammer Mfg. Co. 
Edison Elec. Appliance Co. 
IRONS, SAD 
Edison Electric Appliance Co. 
Landers, Frary & Clark. 
IRONS, SOLDERING 
Cutler-Hammer Mfg. Co. 
General Elec. Co. 
JOINTS, CABLE 


Dossert & Co. 
JOINTS, FIXTURE INSULATING 
Thomas & Betts Co. 
LAMPS, ARC 
General Elec. Co. 
Westinghouse Elec. & Mfg. Co. 
LAMPS, AUTOMOBILE 
Connecticut Tel. & _ Co. 
Johns-Manville Co., H. 
LAMPS, INCANDESCENT 
Edison Lamp Words. 
General Electric Co. 
Hubbell, Inc., Harvey. 
Hygrade Lamp Co. 
National Lamp Works. 
Westinghouse Lamp Co. 
LAMPS, PHOTO-ENGRAVING 
General Elec. Co. 
LAMPS, TROUBLE, AUTOMOSILE, 
PORTABLE. HAND 
Cennecticut Tel. & Elec. Co. 
Stanley & Patterson. 
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Where to Purchase Lighting Fixtures 


READY REFERENCE LIST of Lighting Fixture Manufacturers for the convenience 
of Electrical Contractor-Dealers. 








Compare Our Values—— 
“'Tis The Test That Telis The Tale.” 
ae, 
eC y , 
Acme Lighting Fixture Co., Inc. 
132-136 W. 14th Street 


(MANUFACTURERS) 
Buy of the Maker 


New York City 


Send For 
NEW REFLECTOLYTE CATALOG 


Illustrating new REFLECTOLYTE with con- 
cealei Reflectors and one-piece enclosing glass- 
ware. Ideal for Stores, Offices, Public Build- 
ings, Churches, Schools, Etc. 


THE REFLECTOLYTE COMPANY 


914-Q Pine Street, St. Louis, Mo. 














Have you received your copy of 
our Catalog? 
It’s filled with artistic Lighting Fixtures, 


Portables and Floor Lamps. Send for your 
copy now! 


CHICAGO REEDWARE MFG. CO. 


780 Milwaukee Ave., Chicago, Ill. 


Shapiro & Aronson, Inc. 
Lighting Fixture Manufacturers 


Build your business with S. & A. 
Standardized Lighting Fixtures in 
Standardized Finishes. They com- 
eA bine the “made-to-order” look 

DESI OATENT with prices rivaling those offered 
on ordinary “ready-made” fixtures. 
20 Warren Street, 





New York City 














The ideal behind our or- 


i” wth y rer ganization has always. been 
Sintele g 


Quality Lighting fixtures 


to gain the confidence of 
the dealer by supplying him 






merchandise of the highest 
quality, that will sell and 
that will net him the mar- 
gin of profit he deserves. 


Write for catalogue “‘B.” 


FRANKEL LIGHT COMPANY 


Manufacturers of 
SPINNINGS, STAMPINGS AND ASSEMBLED FIXTURES 


5016 Woodland Ave., Cleveland, Ohio 


FINDLAY’S FINE FIXTURES 


FINE IN EVERY SENSE OF . 
THE WORD fut | 
The name itself is suggestive of —_ PA 


quality, and if you are seeking dis- 

tinctive lighting fixtures of the 

highest type, don’t fail to see our 

new 104-page catalogue just off 

the press. 

ROBERT FINDLAY MFG. CO. 
224 Fifth Ave., N. Y. City. 


























MORE SALES 


—IF YOU SPECIFY— 


X-Ray Reflectors 


—FoR— 


Show Window Lighting 


NATIONAL X-RAY REFLECTOR COMPANY 
CHICAGO 


NEW YORK SAN FRANCISCO 


GET YOUR COPY OF THE 


HOLOPHANE DATALOG 
A Book of 156 Pages, Pocket Size. 
‘Copies are lent (not given) to individual contrac- 
tors upon request. Write on your business letter- 
head to 


Holophane Glass Company, Inc. 


Dept. A-33 
340 Madison Avenue, New York. 
Holophane Reflectors are distributed in accordance with the principle 


of the Goodwin Plan. 














Government Savings Securities 
The safest investment in the world 


THRIFT STAMPS 
TREASURY SAVINGS STAMPS 
GOVERNMENT SAVINGS STAMPS 
TREASURY SAVINGS CERTIFICATES 
AT BANKS AND POST OFFICES 








NEW BUSINESS RECORD 
for the 


Electrical Merchant-Contractor 
Just Issued 


Send to National Headquarters for full particulars. 
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LIGHTS, STAGE 
Condit Electrical Mfg. Co. 
Sprague Elec. Wks. 
Western Elec. Co. 


LOCKS, AUTOMOBILE 
Connecticut Tel. & Elec. Co. 


LOCKNUTS 
Fralick & Co., S. R. 


LUGS, TERMINAL 
Condit Electrical Mfg. Co. 
Crouse-Hinds Co. 
Cutter Co., Geo. 
Dossert & Co 
Trumbull Elec. Mfg. Co. 


MOLDED INSULATION 
Belden Mfg. Co 
Cutler-Hammer Mfg. Co. 
Johns-Manville Co., H. W. 
Westinghouse Elec. & Mfg. Co. 


MOLDINGS, METALLIC 
American Wiremold Co. 
Appleton Elec. Co. 
National Metal Molding Co. 


MOTOR GENERATORS 
General Electric Ca 
Sprague Elec. Wks. 
Westinghouse Elec. & Mfg. Co. 


MOTORS, POWER 
Century Electric Co. 
Emerson Elec. Mfg. Co. 
General Elec. Co. 
Robbins & Myers Co. 
Sprague Elec. Works. 
Western Elec. Co. 
Westinghouse Elec. & Mfg. Co. 
OPENERS AND LOCKS, DOOR 
Edwards & Co. 
OZONIZERS, INDUSTRIAL 
Sprague Elec. Wks. 
PADS, HEATING 
Edison Electric Appliance Co. 
Landers, Frary & Clark. 
PAINTS AND COMPOUNDS 
D & W Fuse Co 
General Elec. Co. 
McGill Mfg. Co. 
Minerallac Elec. Co 


Standard Underground Cable Co. 


PANEL BOARDS 
Adam Electric Co., Frank 
Crouse-Hinds Co, 
Mutual Elec. & Mach. Co. 
Trumbull Electric Mfg. Co. 
Westinghouse Elec. & Mfg. Co. 
PERCOLATORS 
Edison Electric Appliance Co. 
Landers, Frary & Clark. 
Westinghouse Elec. & Mfg. Co. 


PLANTS, LIGHTING 
General Elec. Co. 
Western Elec. Co. 
Westinghouse Elec. & Mfg. Co. 


PLATES, FLUSH SWITCH 
Bryant Elec. Co. 
Connecticut Tele. & Elec. Co. 
Hubbell, Inc., Harvey. 


PLIERS, WIRE CUTTING 
Johns-Manville Co., H. W. 


PLUGS AND RECEPTACLES 
Bryant Electric Co. 
Chicago Fuse Mfg. Co. 
Condit Electrical Mfg. Co. 
Cutler-Hammer Mfg. Co. 
Cutter Co., Geo. 
D & W Fuse Co 
Freeman Electric Co. 
General Elec. Co 
Hart Mfg. Co. 
Hubbell, Inc., Harvey. 
Johns-Manville Co., H. W. 
National Metal Molding Co. 
Pass & Seymour, Inc. 

« Sprague Elec. Wks. 
Stanley & Patterson. 
Trumbull Electric Mfg. Co. 
Westinghouse Elec. & Mfg. Co. 

PLUGS, CONDUIT 
Austin & Co., M. B. 
Trumbull Elec. Mfg. Co. 

PLUGS, SPARK 
Johns-Manviile Co., H. W. 
Western Elec. Co. 

POLE LINE HARDWARE 
Cutter Co., Geo. 

National Metal Molding Co. 


YORCELAIN, STANDARD 
General Elec. Co. 
Trenton Porcelain Co. 


PORTABLES 
Beardslee Chandelier Mfg. Co. 
Johns-Manville Co., H. W. 
National X-Ray Reflector Co. 
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POSTS, LAMP, ORNAMENTAL 
Cutter Co., Geo. 
POTS, MELTING 
General Elec. Co. 
Westinghouse Elec. & Mfg. Co. 
PROJECTORS, ELECTRIC 
Crouse-Hinas Co. 
Cutter Co., Geo. 
General Elec. Co. 
National X-Ray Reflector Co. 
Western Elec. Co. 
PROTECTORS, LINEMEN’S 
Minerallac Elec. Co. 
PROTECTORS, THREAD, CONDUIT 
Enameled Metals Co. 
PROTECTORS 
Connecticut Tel. & Elec. Co. 
Minerallac Elec. Co. 
Partrick & Wilkins Co. 
Stanley & Patterson. 
PUSH BUTTONS 
Edwards & Co., Inc. 
RADIATORS, ELECTRIC 
Edison Electric Appliance Co. 
Landers, Frary & Clark. 
Westinghouse Elec. & Mfg. Co 


RANGES, ELECTRIC 
Edison Elec. Appliance Co. 
Ivanhoe-Regent Works 
Landers, Frary & Clark. 
Westinghouse Elec. & Mfg. Co. 


gg Soe ony 
olophane Glass Co. 
National X-Ray Reflector Co. 
Overbagh & Ayres Mfg. Co. 
REFLECTORS, 
ELED, IRON AND STEEL 
Cutter Co., Geo. 
Holophane Glass Co. 
Hubbell, Inc., Harvey. 
Overbagh & Ayres Mfg. Co. 


REGULATORS, VOLTAGE 
General Elec. Co. 


Westinghouse Elec. & Mfg. Co. 


RHEOSTATS 
Cutler-Hammer Mfg. Co. 
General Elec. Co. 
Westinghouse Elec. & Mfg. Co. 
ROSETTES 
Adapti Mfg. Co. 
American Wiremold Co. 
Bryant Elec. Co. 
Crouse-Hinds Co. 
Freeman Elec. Co., E. H. 
General Elec. Co. 
Hubbell, Inc., Harvey. 
National Metal Molding Co. 
Pass & Seymour, Inc. 
Trumbull Electric Mfg. Co. 
SAMOVARS 
Landers, Frary & Clark. 
Westinghouse Elec. & Mfg. Co. 
SHADES, METALLIC 
Holophane Glass Co. 
Hubbell, Inc., Harvey. 
Ostrander & Co., W. R. 
Overbagh & Ayres Mfg. Co. 
SIGNALS, FACTORY AND OFFICE 
Stanley & Patterson. 
SIGNS, EXIT 
Sprague Elec. Wks. 
SLATE 
Johns-Manville Co., H. W. 
Mutual Elec. & Mach. Co. 
SOCKETS AND RECEPTACLES 
American Wiremold Co. 
Appleton Eke. Ce. 
Crouse-Hinds Co. 
Cutler-Hammer Mfg. Co. 
Cutter Co., Geo. 
Freeman Electric Co., E. H. 
General Elec. Co. 
Hubbell, Inc., Harvey. 
Johns-Manville Co., H. W. 
Natiofial Metal Molding Co. 
Ostrander & Co., 
Pass & Seymour, Inc. 
Sears, H. D. 
Stanley & Patterson. 
Trumbull Electric Co., Ine. 
V. V. Fittings Co. 
SOLDERLESS CONNECTORS 
Frankel Connector Co. 
SOLDERING COMPOUNDS 
Benson Co., Alex. R. 
Westinghouse Elec. & Mfg. Co. 
STARTERS, MOTOR 
Cutler-Hammer Mfg. Co. 
General Elec. Co. 
STERILIZERS, WATER, ELECTRIC 
Sprague Elec. Wks. 
STOVES, DISC 
Edison Electric Appliance Co. 
Landers, Frary & Clark. 
Westinghouse Elec. & Mig. Co. 





PORCELAIN, ENAM- 


STRAPS AND CLAMPS, CONDUIT 
Fralick & Co., S. R 


SUPPLIES, ELECTRICAL 
Adam Electric Co., Frank. 
Electric Appliance Co. 
Ostrander & Co., W. R. 
Stanley & Patterson. 
Western Electric Co. 


SWITCHBOARDS, LIGHT AND POWER 
Adam Electric Co., Frank. 
Bryant Electric Co. 

Condit Electrical Mfg. Co. 
Crouse-Hinds Co. 

Cutter Co., Geo. 

General Elec. Co. 

Mutual Elec. & Mach. Co. 
Sprague Elec. Wks. 

Trumbull Elec. Mfg. Co. 
Westinghouse Elec. & Mfz. Co. 
Wurdack Elec. Mfg. Co. 


SWITCHES, BABY KNIFE 
Bryant Elec. Co. 
General Elec. Co. 
Mutual Elect. & Mach. Co. 
Trumbull Electric Mfg. Co. 


SWITCHES, BATTERY 
Hubbell, Inc., Harvey. 
Manhattan Elec’! Supply Co. 
Ostrander & Co., W. R. 
Partrick & Wilkins Co. 
Trumbull Electric Mfg. Co. 


SWITCHES, CRANE 
Mutual Elec. & Mach. Co. 


SWITCHES, DISCONNECTING 
General Electric Co. 
Westinghouse Elec. & Mfg. Co. 


SWITCHES, FIXTURE 
Hubbell, Inc., Harvey. 
Mutual Elect. & Mach. Co. 

Pass & Seymour, Inc. 


SWITCHES. KNIFE 
Adam Elec. Co., Frank. 
Condit Electrical Mfg. Co. 
Crouse-Hinds Co. 
General Elec. Co. 
Hart Mfg. Co. 
Mutual Elect. & Mach. Co. 
Trumbull Elec. Mfg. Co. 
Vv. V. Fittings Co. 
Westinghouse Elec. & Mfg. Co. 


SWITCHES. SAFETY 
Adam Elec. Co., Frank. 
Crouse-Hinds Co. 
D & W Fuse Co. 
General Elec. Co. 
Mutual Elec. & Mach. Co. 
Trumbull Elec. Mfg. Co. 
V. V. Fittings Co. 


SWITCHES, SNAP 
Connecticut Tel. & Elec. Co. 
Cutler-Hammer Mfg. Co. 
General Elec. Co. 

Hart Mfg. Co. 

Hubbell, Inc., Harvey. 
Mutual Elect. & Mach. Co. 
National Metal Molding Co. 
Pass & Seymour, Inc. 
Trumbull Electric Mfg. Co. 


SWITCHES, TIME, AUTOMATIC 
General Elec. Co. 


SWITCHES, VOLTMETER 
Frank Adam Electric Co. 
Condit Electrical Mfg. Co. 
Crouse-Hinds Co. 

Trumbull Elec. Mfg. Co. 


TAPE, INSULATING 
Bishop Gutta-Percha Co. 
Clifton Mfg. Co. 
D & W Fuse Co. 
General Elec. Co. 
Johns-Manville Co., H. W. 
N. Y. Insulated Wire Co. 
Westinghouse Elec. & Mfg. Co. 


TAPS, CURRENT 
Hubbell, Inc., Harvey. 
TELEGRAPH INSTRUMENTS 
Western Electric Co. 
TELEPHONES, LIMOUSINE 
Western Electric Co. 
TELEPHONES 
Connecticut Tel. & Elec. Co. 
Stanley & Patterson 
Western Elec. Co. 
TERMINALS, CABLE 
Mutual Elec. & Mach. Co. 


bay weet TELEPHONE 
d Cable Ce. 





Western Eee Co. 


TERMINALS, UNDERGROUND 
SERVICE 
Dossert & Co. 
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TOASTERS 
Edison Electric Appliance Co. 
Landers, Frary & Clark. 
Westinghouse Elec. & Mfg. Co. 

TOOLS, BORING, ELECTRICIAN’S 
Electric Appliance Co. 

Stanley & Patterson. 

TOOLS, COMMUTATOR TRUING 
General Elec. Co. 

TOOLS, PORTABLE, HAND 
General Elec. Co. 

TRANSFORMERS 
Condit Electrical Mfg. Co. 
Connecticut Tel. & Elec. Co. 
General Elec. Co. 

Westinghouse Elec. & Mfg. Co. 

URNS, ELECTRIC 
Edison Electric + Co. 
Landers, Frary & Cla 

VULCANIZERS, aaenee 
Westinghouse Elec. & Mfg. Co. 

WARMERS, FOOT AND RUG 
Edison Electric Appliance Co. 
Westinghouse Elec. & Mfg. Co. 

WASHERS, CLOTHES 
Federal Sign System (Electric). 
Western Elec. Co. 

WASHERS, DISH 
Western Elec. Co. 

WELDING MACHINES, ELECTRIC 
General Electric Co 
Westinghouse Electric & Mfg. Co. 

WIRE, ANNUNCIATOR AND OFFICE 
American Steel & Wire Co. 
General Elec. Co. 

Hazard Mfg. Co. 
Standard Underground Cable Coe. 

WIRE, ARMORED CABLE 
Hazard Mfg. Company. 

National Metal Molding Co. 
Sprague Elec. Wks. 

WIRE, AUTOMOBILE 
General Elec. Co. 

Indiana Rubber & Ins. Wire Ce. 
N. Y. Ins. Wire Co. 

Rome Wire Co. 

Safety Ins. Wire & Cable Co. 

WIRE, BARE COPPER 
Hazard Mfg. Company. 

Rome Wire Co. 
Standard Underground Cable Ce. 

WIRE, FUSE 
Appleton Electric Co. 

Chicago Fuse Mfg. Co. 
Condit Elec. Mfg. Co. 
General Elec. Co. 

WIRE, GALVANIZED STRAND 
Hazard Mfg. Company. 

WIRE, IRON 
American Steel & Wire Co. 


WIRE, LEAD ENCASED 
American Steel & Wire Co. 
Atlantic Ins. Wire & Cable Ce. 
Bishop Gutta-Percha Co. 
D & W Fuse Co. 
General Electric Co. 
Habirshaw Elec. Cable Co. 
Hazard Mfg. Co. 
Indiana Rubber & Ins. Wire Co. 
N. Y. Insulated Wire Co. 
Standard Underground Cable Co. 
Western Elec. Co. 


WIRE, MAGNET 
American Steel & Wire Co. 
Ansonia Electrical Co. 
Belden Mfg. Co. 
D & W Fuse Co. 
General Electric Co. 
Hazard Mfg. Co. 
Johns-Manville Co., H. W. 
Rome Wire Co. 
Standard Underground Cable Ce. 
Western Electric Co. 


bar age RUBBER COVERED 
A. A. Wire Co. 

American Steel & Wire Co. 
Atlantic Ins. Wire & Cable Co. 
Belden Mfg. Co. 
Bishop Gutta-Percha Co. 
Boston Ins. Wire & Cable Co. 
D & W Fuse Co. 
Detroit Insulated Wire Co. 
General Electric Co. 
Habirshaw Elec. Cable Co. 
Hazard Mfg. Company. 
Indiana Rubber & Ins. Wire Co. 
N. Y. Insulated Wire Co. 
Rome Wire Co. 
Western Elec. Co. 


WIRE, TELEPHONE 
A. A. Wire Co. 
Belden Mig. Co. 
Rome Wire Co. 
Western Electric Co. 


WIRE, WEATHERPROOF 
American Steel & Wire Ce. 
Ansonia Electrical Co. 
General Electric Co. 
Hazard Mfg. Co. 

Reme Wire Co. 
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FORETHOUGHT 
the 
BEST POLICY 


Porcelain is one of the oldest 


and most universally used products of 
civilization. Yet many companies know 
less about it than any other material they 
— — use. 


= 


Forethought 


in the purchase 
of porcelain is as 
essential as is the 
use of ei in the purchase of 
other supplies. 


} 


y OD 


a 


Your business reputation and 


success Is to 
no smal] 
extent bas- 
ed on the 
quality of 
the mate- 
rials you 
handle, so that you cannot afford to pur- 
chase porcelains which have not through 


their superior quality stood the test of 
time. 





The quality and 


years of manufacturing 
experience back of all 
Trenton Porcelains, 
make them one of the 
basic factors you can- 
not afford to overlook 
in building the reputa- 
tion of your company. 


Ask your jobber 


for them and if he can- 
not supply you, write us about it. 











Trenton Porcelain Company 
TRENTON, N. J. 

















ELECTRICAL CONTRACTOR- DEALER 65 


a +~7 TE SATURDAY 





} HEMCO 
WIN-LITE PLUGS 


: satiety he are pre-sold by 
\% isseees @xtensive advertising 


‘eilt'Sive 
7 quill PERE ‘-LITE a 
ue 


on : ; so IN the April 23rd issue of The 
=" at ee Saturday Evening Post will be 
found the first advertisement in the 





forceful campaign that is backing 


HEMCO Twin-Lite Plugs. 


oops: These advertisements will appear 
And in addi- 


tion, we have prepared a series of real selling helps for dealers. 


at regular intervals. 
We say real because they have already been tried out and 
found highly profitable. 


Send for and use the 
new four-color window display board, the local newspaper ads., 


Make this campaign your campaign. 


the counter display, the inserts, etc. 


Put Twin-Lites before the people of your town and thus tie 
up to the big campaign in their favorite magazine. 


18 Gold Prizes 
For Window Displays 


For the best photo of a HEMCO Twin-Lite window display 


received by us before noon on June Ist, 1921, we will award: 


SN SD lars scnicicremieienecieees $100 in gold 
eS |)! ae $ 50 in gold 
RE, NE rite ec eusnecenee $ 25 in gold 
a By ek $ 10 each 
ae $ 5 each 

(In case of tie, parties trying will receive prizes of equal value.) 


No conditions, no red tape. Make as many displays as you 


Mark 


wish. Send as many different photos as you desire. 


your name and address plainly on the back of each. 


Be sure your Twin-Lite stock is adequate. 
have the dealer helps. 
the advertising package. 


Be sure you 
Order of your jobber. Send to us for 
Do these things today. 


George Richards & Company 


Dept. 24. 557 West Monroe St., Chicago, Illinois. 
NEW ENGLAND AGENTS 


Pettingell-Andrews Co., 


GEORGE RICHARDS & CO., 


Boston, Mass. 344 E 40th St., New York City. 


PACIFIC COAST AGENTS 


Geo. A. Gray Company, 589 Mission St., San Francisco. 





EVERY TWIN-LITE Is MARKED -HEMCO™ 
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Now is the Time to Install 
New Wiring Systems 


New IS a good time to make those changes and improve- 
ments in wiring systems that you didn’t have time for 
during the abnormal rush period. 







Then labor and material costs were high and both labor 
and material hard to get. But today the problem is in keep- 
ing good men busy, and what better way is there than in 
making needei improvements? Moreover, such work can 
never be accomplished as economically as is now possible, 
for the material cost of rubber insulated wire is at its lowest 
—gsome of the material actually too low to remain at its 


conduits — 

ay ul present price. 

low ditch or Mining Power Cables 

a of the For both portable and Let our engineers co-operate with you in making your 

curb. permanent use up te plans for installing electrical power, changing overhead wir- 
Monn — _, ing systems to underground systems, rearranging power con- 
neg nections or any of the alterations that you may be con- 

templating. 
ee ae New York Pittsburgh Chicago Birmingham 
and high tension. WILKES-BARRE, PA. 
SSMAAAA SAAS SSS SS ESS SESS SSSI 





RD Wire Rope ( 
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TITTLE 
will depend a lot on what you sell. Why \\)) ; Cords & Cordage 
not get all the conditions working hard for \V) 
you? : Switchboard, Desk-stand, 
\\ Push-Button, Telephone 
Feature a group of good appliances with | Receiver and Transmitter, 
helpful reputation and strong points that yy Tinsel Conductor, Copper 
readily appeal to every prospect. Sell Thor I Conductor and Flexible 
clothes-washers, Thor ironers, Premier Cordage of all kinds. 
electric cleaners, G. E. fans and the Edison ‘ | We manufacture a complete 
heating line. \ ) line of 
\\ \ Electrical Wire, Cords, 
Push proven standard brands of wiring \ Cordage and Cables. 














material—G. E. sockets and _ receptacles, \| 


Trumbull switches, Edison lamps, Economy A BELDEN 
































fuses, Ivanhoe reflectors, condulets. Be sure f MANUFACTURING 
| that all the stuff you ship is right for any } COMPANY 
job if ba I 2323 So. Western Ave. 
I | . CHICAGO 
It is a handicap to carry lines that have | | “ Eastern Branch: 
to be continually defended. Cash in on our 1) Metuchen, N. J. 
experience then, and let us help make this Dy 


Spring a record season with you. 




















THE PHILADELPHIA ELECTRIC 
COMPANY SUPPLY DEPT. 


: 132 South Eleventh St 
‘| Bs, Philadelphia 
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Because of their simple construction, electric heating 
devices require no elaborate mechanism. The heat con- 
trol and saving in floor space are features possessed by no 
other devices. Electric Industrial Heating Installations 
require fewer employees for efficient operation. 


Phone Randolph 1280, Local 168, or write Industrial 
Heating Division, Contract Department, 


Commonwealth Edison Company 
Edison Building, 72 


Electricity 
‘ has become 


supreme among 


Heating 
Methods 


] It has solved heating 
problems of diverse 
kinds for manufac- 
various 
commodities. 


West Adams Street, Chicago 


FREE 





CQ) FREE 








Tne Kind 
You Should Han 





pet a 











BIG PROFITS 


In Becker Transformers 
13—for the price of—10 


Limited Introductory Offer 


For a short time only—with each order for 10 two- 
way No. 3729 at 83¢ net, list $1.75, we will ship 
free 3 three-way No. 3730 list at $1.90 each. 

You get 13 transformers for the price of 10. Cost to 
you $8.30 net. Sell for $18.40. Your profit is $10.10 


Order at once — offer subject 
to withdrawal without notice. 
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YPE 2700 
Furnished complete with cover 
having two holes and four knock- 


ia ADAPTi 


Be Familiar with ADAPTi 





Service Entrance Fittings! 


Service Entrance Ell 


Weatherproof Without a Gasket 


The Adapti Service Entrance Ell is 
equipped with a sliding cover having over- 
lapping sides which fit snugly into the 
flanged walls of the box. The cover is 
securely held in place with a single screw 
and the fitting requires no gasket. 

Adapti Service Entrance Fittings are so 
constructed that the conduit lies close to 
the side of the building making an incon- 
spicuous and secure service installation. 


Adaptibox type 2700 or type 2770 and 
Adapti Entrance Ell type 1100, form a 
combination that is unusually easy to in- 
stall, because outlets are quickly removed 
and replaced. Dealers, contractors and 
wiremen alike recognize the superiority of 
Adapti Service Entrance Fittings. If you 
haven't an Adapti catalogue, write for it 
—now! 


WITH ADAPT Ii Service Entrance Fittings, the outlets are removable. All covers 
are of a standard size to fit all types of ADAPTi entrance fittings and are 

made with two holes and four knockouts each. 
The removable outlets, an ADAPTi feature, permit easy pulling of wires. 
ADAPT Ii Service Entrance Fittings meet the requirements of every job. 
are made for all sizes of conduit from '/4 inch to 4 inch inclusive. 
easy to install and are built for permanent satisfaction. 


They 
They are 





SERVICE ENTRANCE ELL 
Weatherproof designed so 
that conduit lies close to 


building—no gasket required, 


BeXES 


THE ADAPTY COMPANY. CLEVELAND 





Trademark U. S. Registered 
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‘DETROIT 


RUBBER COVERED 





Rubber Insulated Wires and Cables 


FOR EVERY ELECTRICAL PURPOSE 
DETROIT INSULATED WIRE co. 


DETROIT, MICH. 

















ARMSTRONG 
CEILING NIPPLE 
™@ THREADER 


This tool threads pipe 4, %, %4-in. If 
used with our Hack Saw Gauge Block 
will pay for itself in a short time. 


Made Only by 


THE ARMSTRONG MFG. CO. 


352 Knowlton St. Bridgeport, Conn. 














FOR SALE BY THE 
JOBBING TRADE 


“SAYLORDUCT ” 


NON-METALLIC FLEXIBLE CONDUIT 


Listed and approved by the National Board of 
Fire Underwriters. 
Samples and discounts on application 


Saylor Electric & Mfg. Co., 


57 Eighteenth Street, 





W. VA. 








L WHEELING 











mericore 


RUBBER-COVERED 


Wire 


for interior wiring 
All sizes and voltages. 


Thoroughly reliable. Safe. 
Underwriters’ inspection and endorsement 
Illustrated catalogue—tree 


American Steel & Wire 











CHICAGO 
NEW YORK Company 
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PAT. APPLIED FOR 





TO MEET 
The New 


Specifications 

of the 
National ‘Board 
of 


Fire Underwriters 




















EXACT 
SIZ 




































APPROVED 















Now ready for immediate 
delivery in any quantity— 
The Chicago Ground 
Clamp. Pure copper— 
Lug end tinned for easier 
soldering. Order now and 
avoid trouble later— 


CONDUIT 
auaittFamury FLL LINGS 
Accurately Made 


Perfectly Finished 
Easiest To Use 
Packed Better 


. 
Time Savers 
ORDER BY NAME FROM YOUR JOBBER 


S. R. Fralick & Co. 


15 and 17 South Clinton St. 
~ CHICAGO 
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THE BRYANT ELECTRIC COMPANY 





‘Wy: pproved Wiring Devices 
2 jor Every Llectrical Need 


An Indicating Switch 
for Loom Motors 








No. 2597 





Perkins Triple-Pole Switch No. 2597 Installed in the Lynn 
Silk Company Factory at Central Falls, R. I. 


Tus SWITCH is particularly designed for use in controlling 3-phase alternating cur- 
- rent motors up to and including 2h. p. ‘The cast iron cover, which forms a part 
of the switch, is designed to be attached to conduit fittings which are made by the 
Crouse-Hinds Co., the Appleton Electric Co., the Columbia Metal Box Co., and the 
V. V. Fittings Co. The handle points to the words “On” and “Off” which are 
cast in the cover, thus making it an indicating switch. ‘The switch is absolutely dust- 
tight, therefore is particularly suitable for use in such installations as textile mills and 
shops where dust is encountered. Approved rating, | hp., 400-500 volts. 


Let us send complete details 


BRIDGEPORT, CONN. 
NEW YORK CHICAGO SAN FRANCISCO 2085 
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Start Now 


If your business transactions are not 
put down in black and white, it is 


You Contractors, Dealers, 
your loss. | oo never know where Merchant-Contractors 
you stand; you lose track of im- 


portant facts; you cannot figure your profits; you burden your mind with carrying 
figures in your head; and you never have the satisfaction of keeping your accounts 
straight. | Now is the time to change such methods. Start at once with this 


New Business Record 


FOR THE ELECTRICAL MERCHANT-CONTRACTOR 


This is an easy and simple way of keeping your accounts without the aid of a bookkeeper. Everything 
about it is plain and easily understood from start to finish. It consists of only eight forms, and these 
show the money taken in and paid out; the bills to be collected and to be paid; the general expense, in- 
vestment and stock. There also is a binder for records, and a simple memo book. 


It TELLS YOU DEPEND ON IT 


Vol, 20, No. » 
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How much money you have; how much you owe; 
how much money is due you; how much stock on 
hand; how much stock you buy; how much you 
sell; how much it costs you to do business; how 
much profit you make; or how much you lose; and 
all other necessary facts regarding your business. 


It is handy, and always ready for you to use; it is 
reliable and accurate; it saves you time, money, 
and worry; it settles disputes and saves money for 
you; it helps you straighten out matters with your 
banker, your jobber, and the tax collector; it is a 
necessary factor in your business. 


Look Into this Matter Today and Figure 
on Starting Your Business Record 


This complete New Business Record will be sent to members of the National Association for only $9.75 
f. o. b. point of shipment; to non-members the price is $12.50. | Renewal supplies are furnished at pro- 


portionately low rates. 


On account of the low price of the Business Record no change can be made either in the complete 
outfit or in the unit quantities, and shipment can only be made on receipt of payment with the order. 


Send all orders to 


National Association of Electrical Contractors and Dealers 


15 W. 37th Street, New York City 


The New Business Record is not designed to replace the Standard Accounting System, but is a means of growing 


into the latter as the business using it increases in volume. 
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SELL THE CONVENIENCE OF 
INTERIOR TELEPHONES FOR 


APARTMENT HOUSES 
[NSTALLATION of interior telephone sets for 
apartment houses and private homes offers 
a richly profitable field for electrical contractors. 

Solicit this business actively, because people 
are particularly grateful for suggestions which 
make for comfort and convenience in the home. 
Remember, they don’t know nearly as much 
about these conveniences as you do, and you 
can make them look to you for guidance. 

The excellent interior telephone apparatus 
made by CONNECTICUT will help you to get 
this business and to give entire satisfaction in 
its operation. 

Complete diagrams and instructions are 
packed with each shipment—no trouble to in- 
stall. 

The complete line is described and illustrated 
in our catalogue No. 29. It will be a real help 
to you in getting this business. Ask for it today 
and we'll send it to you immediately. 

TELEPHONES, ANNUNCIATORS 
PUSH BUTTON SPECIALTIES 
Over 25 years’ experience. 

DISTRICT FACTORY REPRESENTATIVES 


ALBANY, N. Y. CHICAGO, ILL. 

Harry T. Crissey, 293 Madison Ave. 
ATLANTA, GA. 

Gilham-Schoen Electric Co. 
BOSTON, MASS. 

V. A. Nielsen Co., 701 Beacon St. 


met Ave. 
CLEVELAND, OHIO. 


Meriden 
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TELEPHONES 


Arthur Jones Electric Co., 


O. H. Nickerson, 1761 E. 12th St. 


TELEPHONE 
&SELECTRIC 


By CONNECTICUT 
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At 


DETROIT, MICH. 


Electrical Specialties Co., 69 State St. 


KANSAS CITY, MO. 
The B-R Electric Co. 


MINNEAPOLIS, MINN. 


R. M. Laird Elect. Co., 223 So. Sth St. 


NEW YORK, N. Y. 


Spilman Electric Co., 1931 Broadway. 
2925 Calu- LOS AYGELES, CALIF. 
M: »rs & Schwartz, 1119 S. Los Ange- 


les St. 
PITTSiI/URGH, PA. 
Electric Sales Co., 326 4th Ave. 





PHILADELPHIA, PA. 
Herbert Bryan, of The Bourse. 
SAN FRANCISCO, CALIF. 
Myers & Schwartz, 75 New Montg’y St. 
SEATTLE, WASH. 
Myers & Schwartz, 303 Maritime Bldg. 
ST. LOUIS, MO. 
Air Conditioning & Engineering Co., 
1904 Olive St. 
WASHINGTON, D. C. 
Lester Baker, 515 Woodward Bldg. 
EXPORT DEPT. 
Electrical Mfgrs. Export Corp., 50 
Church St., New York City. 


COMPANY fi 


Connecticut, U. S. A. 
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An Important Fact for Your Consideration 


| Page 55 of the National Electrical Code reads: 


“The service switch must be enclosed and 
preferably of a type that may be operated with- 
out exposing the live parts to accidental con- 
tact. 


“Service switches must indicate plainly 
whether they are open or closed.” 


This ruling demands the enclos- 
ing of a switch and recommends 
external operation. “Circle T” 
Safety Switches are not only ex- 
ternally operated, but assure 


SAFETY because of the inter- 


locking features whereby 
(a) Box cannot be opened until 
switch is in “‘off’’ position; 


(b) Switch cannot be closed 
until cover is down; 
(An expert, however, can trip 
the interlocking catch when 
necessary to test switch under 
load.) 

(c) By using a shield every live 
part is covered. 


Why Not Use This 
Safety Switch? 


It costs but little 





1—“Built up” contact jaws. 5—Ample room for running wires. more than ordi- 

2—Safety catch. 6—Quick break. e 7 

3—Hinge rivet is upset—cannot 7—Knocks out—ends and sides. nary switches im 
loosen. 8—Pin with which cap operates. boxes 


4—Can be locked open. 





“Circle T” Safety Switches Meet All Safety Specifications 


The Trumbull Electric Mfg. Co. 


Plainville, Connecticut 


San Francisco NewYork Chicago Boston | 
595 Mission St. 114 Liberty St. 40 South Clinton St. Philadelphia 
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The Mind Follows the Familiar Path—Rather than the New 


1—Make and Break the 
full load—and when 
called upon carry an 
excess load—with posi- 
tive safety. 


2—Built rugged to stand 
the Constant Pull—and 
Exceptional Jerk on 
the chain. 


3—All Caps and Bases fit 
all Bodies—the Origin- 
al Idea of Interchange- 
ability. 


4—Take out the Chain and 
Bell Mouth with fingers 


—it must be easy. 


5—Rotating Spider must 
make positive connec- 
tion on both sides— 
and break it with a 
snap. 


6—Twin Spiral Ramps of 
Phosphor Bronze must 
not corrode. 





7—Additional Safety In- 
sulator—extra precau- 
tion. 


8—Strength and Conduc- 
tivity are essential— 
hence the  Oroide 
Lamp Shell. 


9—Must be easy to wire 
—hbig screws and heavy 
plates. 


10—P & S Porcelain is 
the highest Standard 
of Quality. 


11—Horse-shoe Reinforced 
Lamp Shell—it must 
be rigid. 


12—Spring Center Con- 
tact must make con- 
stant contact on the 
lamp to. prevent 
arcing. 


More than this you do not need. Less than this you cannot accept. 
Backed by the Prestige of Thirty Years of Continuous Manufacture. 


THE STANDARD PACKAGE IS SMALL—ORDER A CASE TODAY! 


When you sell P & S Devices you naturally suggest familiar uses for new material 


and new uses for familiar material—in each case the mind is led carefully along the 


familiar path. 


New Devices that are added to the P & S line have a familiar use or appearance, and 


are easy to use because they're familiar, in a large measure, to the practical man. 


There’s nothing really new under the Sun to the practical Wireman. 


We want your name on our Active Mailing List. 


Please send it today. 


Pass & SEYMOUR INc. 





STANDARD & ELECTRIC 
WIRING DEVICES 


Sorvay, N.Y. u.s.A. 
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